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COLUMBUS BOLT WORKS 


COLUMBUS, OHIO 
Write for Our General Catalog *'C” 















URE ASPHALT ROOFING 


ever Dries Out or Cracks fui iar pee means, Sisters’ Felt 


WRITE US FOR PRICES 


L, — & GO. 235 Lake St. cHicAGo 





em » Never Will 


American Seal Elastic Oil 
Cement will not get hard—always 
stays elastic. 


Giope ll ia cap Cae or new, and will wear ~ 


for years. Fix Pa aan et ee ee 
money and roof. 

Use it on new work for jointing and ‘round 
skylights—follow it with a coat of American Seal 
Paint—the best made—and the top of your house is safe 
for years. Prices the asking. 
iin wM. mene PABST. MFG, CO. 
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ioe Be Janers Stove, Tire and 
etocks, Carriage Bolts— 
Rods, Rivets, Ma- 


and give the 
dealers profit. 








wire Sold by Hard- chine Screws 
weep So Nats, Hinge Pins 
Made only by and Special Bolts, 
Pow on s Screws and Nats 
STREATOR,ILL, of all descriptions 
This cut free 
to dealers. 
THE ATLAS BOLT 
NOTICE. & SCREW CO. 
We have exceptional facilities Cleveland, 0. 


for handling American products: 
Hardware, Sanitary, Heating 
and Ventilating Goods. Branches 
in England and continent. Ref- 
erences furnished. 


ADDRESS 


EXHIBIT & TRADING CO, 


Main Office, 72 Henry St. 
LIVERPOOL, - ENGLAND 














































Black Diamond Files and Rasps 


PERFECT—ALWAYS 


et 
TWELVE MEDALS AT INTERNATIONAL 
AWARDED EXPOSITIONS 


G. & H. BARNETT CO. 


Biack Diamond File Works, PHILADELPHIA, PA. 














; =a MPH” CHAIN™ ia 


' SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 






THE BRIDGEPORT CHAIN. CO., BRIDGEPORT, CONN. 


OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 
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7 “TABASCO” 
Regardless of price the value of IDEAL T A 0 


Boilers and AMERICAN Radiators is| WATER HEATER S 


absolutely superior—a full measure. 
Twelve Warehouses—Quick shipments. 














All-Steel, Self-Feea 
Shaking Grate fo: 
Small Residences, 
Greenhouses, Flats, 
Hotels, Baptistries, 


7 
= 


haat! 














, AMERICANRADIATOR COMPANY Bee Re 
| LAKE AND DEARBORN STREETS, CHICAGO 3 water is hence 

| | , | ; SEND FORC a 
| SPERRY’S CALDRONS pt chur 
/ “ By KEW ILL. 





Chicago Store : 167-169 
East Lake St., Chicago. 

St. Louis Office: 518 
Bank of Commerce 
Building. 





Full measure, guaranteed perfect, 
original patterns, with metal dis- 
tributed where it is needed. Many 
Caldrons are made from our castings 
as patterns. They are inferior to 


originals, as they have light bot- 
toms and heavy sides and hold less. SUR TONnN’s 


FUEL 
ECONOMIZER 


Attached to « stove pipe 
saves more fuel and 
radiates more heat 














Twelve sizes always in stock. 


D. R. SPERRY & GO, Hollow-Ware Founders, BATAVIA, ILL. 








than any other stove pipe 
attachment 


AN EASY SELLER. 


The Latest} || Se? —zszs:-» 


The W.J. BURTON CO., Detroit, Mich. 
































The Famous Hub Range added to the 
already extensive line of Hub Ranges, 
is one of the most attractive of the 
number, and having all of the modern 
improvements, such as perfect operat- 
ing HUB INDICATOR, REMOV- 
ABLE NICKEL PARTS, IMPROVED 
FUEL-SAVING FLUE is sure to be 
a seller. 

The Famous as well as the Hub is Can be used by 
made in all sizes and styles with and every TINNER 
without GAS ATTACHMENT. E or ROOFER to 


advantage. 








: Send for descriptive circulars 
4 4 price Shall we mafl you our 
p 7= / Catalog, ‘* The 


SMITH & ANTHONY COMPANY, |! 1 cone: "" scorne ce 


48-54 Union Street, Boston Mass. Philadelphia and Chicago. 


USTLERS 


Are Always in Demand. 


There are drones and workers in the fur- 
nace world as well as elsewhere. 


THE CROWN FURNACE 


“Low Down” Type, Made in 4 Sizes 


is @ “hustler.” It is made extra heavy 
throughout, and will stand severe usage. 

it has an extremely large amount of radia- 
tion for the size of the firepot used. 

It can be very easily cleaned. 









































ASK FOR OUR 1903 FURNACE BOOK 


March-Brownback Stove Co. 
POTTSTOWN, PA. 




















THE 
HOME PRIDE 


GREATEST OF ALL MALLEABLES 





os > 


The displays at Milwaukee 
and Indianapolis during the 
- Hardware Dealers’ Association 
Conventions were “EYE 
OPENERS.” 

Look us up at St. Paul, week 
of February 24. 

The HOME PRIDE is 
oreatest in quality and weight 
of material. The nickel plating 
on copper is not approached 
nor attempted by any other 
builders. 


“Made like a watch.” 
Send for catalogue for 1904. 
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HOME PRIDE RANGE COMPANY 


MARION, INDIANA 
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NO MISTAKE—There is a certainty and satisfaction 
about the baking done in a Moore’s Thermometer Range 
that always leads the user to praise it to her friends. 
That brings you business if you are in line—Always 
glad to send you information regarding 


THE EASY LINE TO SELL 





JOLIET STOVE WORKS, Joliet, Illinois. 
HOLBROOK, MERRILL & STETSON, San Francisco and Los Angeles 





















































IMPORTANT 


IF YOU ARE IN THE MARKET FOR STEEL RANGES 


READTHIS 


We are making a SPECIAL PRICE on the Blue Steel 
Range shown below of $23.50, cash to accompany order 


IF YOUR COMPETITORS ARE 
BOTHERING YOU, TRY THIS 


wre - - - 


BRS ‘ 


76/18 Merit GOLD COIN Range, Reservoir, and High 
Closet; 6 No. 8 Griddies, Full Nickeled. 


Write for Prices on CAST RANGES, COOK STOVES and 
STEEL COOKS for COAL or WOOD, they will interest you. 


THECHICAGO STOVE WORKS 











Blue Island Avenue and 22nd Street, CHICAGO 
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MAPLE CLERMONT 





Maple Clermont 


This stove is the original 
Tamala stove with 


ash pan and grate 


The extreme bottom on ash'pit is molded 
in one piece, without joints. 

The front part of ash pit door and screw 
valves are all ground on a lathe, making 
them perfectly, absolutely air-tight. 

They will hold fire forty-eight hours, or 
longer. 

The jacket or body is made of double- 
rolled refined iron, 16-guage, very fine 
finish. 

They are fitted with heavy, durable sec- 
tional cast linings, extending beyond fire 
limits; very large front feed doof with 
swing smoke curtain on inside, preventing 
smoke from issuing into the room: heavy 
cast top and bottom; mounted with top 
feed, so that you can feed it from top as 
well as front; flush top, so a vessel of 
water can be heated on same; nickel swing 
top; elegant nickeled foot rails and turn- 
buckles; nickeled screw valve for draught 
in lower door; also screw valve in feed 
door for check draught nickeled plated; 
handsome spun brass urn. 

It is also mounted with a slide in pipe 
collar to prevent creosote. 

The body is heavily wedged, making a 
handsome appearance. 

It is mounted with asbestos and has 
cement in joints. 








Clermont 
Coo sonar 


Reservoir 
FOR WOOD ONLY 


A perfect model of beauty. The symmetri- 
cal proportions, the beautiful Rococo model- 
ing, the liberal nickeling and the durable 
and practical mechanical construction make 
it the first stove of its class. The molding, 
mounting and nickel-plating are of the 
highest order of stove workmanship. 


WRITE FOR CATALOGUE 






The Gem City Stove Co. 


DAYTON, OHIO 
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ite’s 
eacon 


THE FLOOR WARMER 





























The Beacon will 
give more heat 
with a ton of soft 
coal than any other 
stove will make 
with a ton of hard 
coal. 


In the Beacon all 
the products of 
combustion pass 
through the red- 
hot coals and mix- 
ing with air from 
direct-draft are 
turned into hydro- 
gen gas which 
burns with a clear 
flame until the coal 
is perfectly coked. 











THREE SIZES: NOS. 115-117-119 























ThomasWhite 
Stove Co. 


QUINCY, ILLINOIS 














The Beacon is the 
only gas - burning 
soft coal stove that 
will not burn itself 
up. We burn the 
smoke, soot and 
gases with the 
direct-draft so that 
the stove will work 
in any ordinary 
flue. No gas rings 
nor diving flues to 
get out of order, a 
plain, simple con- 


struction that does 


the work. 








THE FIRE KEEPER. THE FUEL SAVER. 
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ST.CLAIR 
Stoves and Ranges 


The best and most up-to- | 
a date line offered the trade. 












eM EES 
Every Stove a 
trade 
winner. 


On Cast Cooks and Ranges, 
Steel Cooks and Ranges, 
Malleable Ranges, Base 
Burners, Oaks, Hot Blast, 
Wafm Air and Combination 
Furnaces, Steam and Hot 


Water Heaters, Get Kontny’s 
prices. 


BELLEVILLE STOVE WORKS, 


BELLEVILLE, ILL. 


aster JOHN KONTNY, eCnres'eo™ 


Stove Specialist and Heating Expert. 
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Tre 


BEST material 


amd the 


BE ba "TF Workmanship 


Ppreduce THe 


BEST Resutts . 














Write for descriptions and prices 


JEWETT & COMPANY. 


Buffalo, HY. Milwaukee Wis, 
Dertvoit Mich. 
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THE END OF IT 


But Not All of It. 


The cut does not show 
Patented Ventilated Fire Box. 
Patented Balance Oven Door. 
Patented Nickel Kicker, (operated with the foot) 
Patented Reliable Rolling Damper. 





All these are 


DISTINCTIVE FEATURES 


and there are many others, found on no other ranges. 


Everything original, everything essential. 
When talking Models you are talking Special 
Features. How is it when talking other ranges? 


THE PORTSMOUTH STOVE & RANGt 0, ™scr (games 


- 
~ 


77a 
MORLEY BROS., SAGINAW, MICHIGAN, “*Forichicknt™® A 























Peerless All=Steel ‘Malleable”’ Ranges 


O'dest but «ne of the malleable race—leader of them all! 


Maltleable Top plates ground smooth 
and bright. Built on the foundation o. 


experience. 


Asbestos lined flue bottom saves 
beat, insures quick baking. 


Just think it over! 


8xtension fire box for long 
wood. 


Pan for elevating wood fire. faith to? 


Double braced oven top. 


point. 


Largest ovens, top closets and 
reservoirs. 


s Dety anyone to point out.a weak 
The only original and strictly up-to- spot! 


date malleable range. 





Style H. H. Series No. 388. Made ia three other reservoir styles. 
19 and 21 inch ovens are 14 inches high. 


PEERLESS STEEL RANGE WORKS, 


103 and 105 West Lake Street, 





Constantly improved and made better 
for ten years—means a great deal, 


Why not sell a line youcan pin your 


Best constructed at every essential 


CHICAGO 
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“Lest we forget” 


Pittsburgh was Washington's first Battle Ground 


T was here that he rallied his Virginians to 


— 


cover Braddock’s defeat and assuming the 


- = 


Chief Command exhibited that great capacity 
for Thought and Action that made him 





“First in War, First in Peace 
and First in the Hearts of his Countrymen’’ 


Now upon this very battlefield stand the Braddock Steel Mills with 
their Furnaces. 


Who ean look upon this great industrial center and think that Valley 
Forge was in vain or ‘‘Yorktown a mistake’’? 


Pittsburgh’s history ‘‘Justifies a republic and the wisdom of one.’’ 


We are justly proud that our products have contributed to the City’s 
progress and that wherever PITTSBURGH STOVES are known they are 


“First in the hearts of our Countrymen.”’ 


PITTSBURGH STOVE & RANGE CO., Pittsbursn, Pa, 

















SCHILL 
STEEL RANGE 


For Hard Coal, Soft 
Coal, Coke or Wood 












Its special features include spring balanced 
door, pouch feed for coal, draft door below same 
which can be operated to light fire, cast reservoir 
casing, front of same covered with sheet steel. 


All styles and sizes can be furnished with 
drop feed door if desired. 


We also make exclusive wood ranges. 


Handsomely nickeled. Must be seen to be 
appreciated. 


We also make the Best Oak made in the Schill Oak and the 
Best Steel Cook in the Schill Steel Cook and the Best Furnace in 
Schill’s New Idea. 


The Schill Bros. Co. “stline 
























































’ ~— 
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The Champion Hot 
Water Combination 
Heaters Z 


Fit Any 
urnace 


Base section when , 


used without ring 5 
sections, = 


Ring section 








These Heaters are made in five sizes diameter, ané 
from 100 to 7 0 square feet radiation capacity. 

Will heat those cold rooms or an addition to the 
building. Will iucrease the capacity of any furnace 
Are cheaper than coils and wiil do more work. 

Write for new circular. Manufactured by 


Vincennes, - Indiana. FRANK D. STOLZ 
136 Webster Ave., CHICAGO, ILL. 


} 

















| Tweedledee 


is no different from Tweedledum. Neither is there any essential difference 
between the Sweet Alice, the Kangaroo, the Andrew Carnegie, the Whang- 
doodle and 50 other steel ranges. One may have a nickeled rosette that 
the other is shy, One may have a square base while the other has legs. 
You strike no real vital difference until ‘you come to 


= Champion and Marquart 
UesteNy wisi Steel Ranges 


ap { GOS 
Nell Tae 


4 

°) 

7] age v 
z € 

) 









which possess every feature of genuine merit known to modern 
¢ : steel range construction and have one feature found in 
Va . oncaeid) < no other range on the market in the shape of an addi- 
(eo ae ee =e tional flue, which is below the main heating flue, and con- 
oy Cowen cg ! ducts the air through the ash’ pit to the combustion chamber. 


CHAMPION STEEL RANGE CO., Cleveland, Ohio. 


< > 




















Every Furnace 


Shown in our catalogue is the re- 
sult of much careful study and is 


intended to meet a special demand. 





Perfect castings, skilful work- 
manship and careful supervision 


are features of the Floral City 
Furnaces. 


MONROE 
FOUNDRY & FURNACE CO. 


‘MONROE, MICH. 











‘ “Please take ‘Flanders circular shears’ out of my 

5. 4. Brazda, Dodge, Neb., ‘for sale’ ad.- I sold them two days after they were 
ie, ws 6 che advertised. As an advertising medium The Amer- 

ican Artisan stands First in its class.” # tt tt 
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E are manufacturing a new line of Cheap 
OAKS and RANGES, especially for the 
Jobbing Trade. 


We make the best line of cheap Oaks 
and Ranges on the market. They are Trade 


Winners. Secure an Agency and DO IT 
NOW. 


A Postal will bring our Catalog. 


TOLEDO STOVE @ RANGE CO. 


ST. LOVIS, MO. TOLEDO, 0. CHICAGO, ILL. 


Branch Office: Main Office and Factory: Branch Office: 


200 Florida Street. Smead and Fitchland. 28 East Lake Street, 
Cor. Wabash. 


















PRIZE STEEL RANGES 


Foster 








Makes a range that is without a peer. Every- 
thing about this new and improved costs no 
more than ordinary ranges. Order a sample 
and be convinced. Send for printed matter. 


The Foster Stove Co. 


IRONTON, OHIO 














CHICAGO 


a7 MALLEABLE 


STEEL RANGE 


Made with Right Hand or Left Hand Reservoir. Write for 
bottom prices. 


Chicago Malleable Steel Range Co. 


194 Mather Street, Chicago, III. 














BOOKS BY MAIL 


‘THE Publisher of the American Artisan will take pleasure in supplying books of whatever 
character, at catalogue prices, prepaid by mail, to any address, on receipt of price. The 

following are lines specially represented: 

SHEET METAL WORKING. THE FOUNDRY. THE WORKSHOP. HEATING AND VENTILATING. 

PLUMBING AND DRAINAGE. BICYCLE REPAIRING. THE STORE AND OFFICE. 


PUBLISHER and BOOKSELLER 
DANIEL STERN, 6 péarsorn sr, cicaco 
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Vapor Stove Manufacturing 


is a progressive art. Every year the average merit 
of these stoves is better than it was the year before _ “aE 
and we are proud of the fact that every year 


Reliable Vapor Stoves 


are better than those of competing makers. 
Our 1904 Reliables embody every valuable 
feature in vapor stove construction. They 
have special features that are pos- 
sessed by no other stoves, and they 
will be even better money makers for 
the dealer than they have been in 
the past. 


WVVVVvvvrrsrww™ | 





“RELIABLE” stoves are constructea 
according to the safety requirements of 
the National Board of Underwriters and 
are on their list of “‘Permitted Stoves.”’ 


Schneider & Trenkamp 


Division American Stove Co. 


Cleveland, - - - Ohio 






















DETROIT VAPOR. STOVES 


HAVE COME TO STAY. 


9 5 Styles from a one burner Hot plate to the finest 
Steel Cabinet Range. 


Our Stoves are made handsome, strong, simple, absolutely 
safe, durable, pure fire, self Cleaning. Can be used sum- 
mer and winter. Must be seen to be appreciated. 


Send for 1904 calalog and secure agency. 


THE DETROIT.VAPOR STOVE CO, sien: 



































Diusosch & Rinebart 





Storm Cake, lowa ‘* Please discontinue our advertisement for a 
Ne NENG NO NPN ENG } tinner in THE AMERICAN ARTISAN. :: Do not 
ieee? Write : know what to do with all the inquiries we are 
Ne NeNeNe getting. Advertising in THe AMERICAN ARTI- 

NSNENG 


Neve SAN is like stirring up a beehive. 


b> 4 
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«QUICK MEAL” Evaporating Stoves are constructed according to 
the safety requirements of the National Board of Fire Underwriters and are on 
their list of permitted stoves. They are endorsed and recommended by the 
individuals using them, for the reason that they are made to do the work 
required and are durable and easy to operate. 

«QUICK MEAL”’ Gasoline Stoves are first-class in all respects, and 
that is why they are in such universal use. 


«} RINGEN STOVE CO. 2% 


sT. Lovuis 


San Francisco, Cal. Portland, Oregon 
45 and 47 Bluxome St. 4th and Davis Sts. 
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FEATURES OF THE 


HERO FURNACE 


SMOKE 
































TO REMOVE A BAR 

TURN THE BUTTON 
PULL THE CRATE BAR 
THATS ALL 


Side View of the Hero Ash Pit, 


HIS furnace has greater 
depth from the bottom of 
its grate bars to its floor 
than the ash pit of any other 
furnace. The object in furnish- 
ing a deep ash pit is not to pro- 
vide a place for storing ashes, 
but to allow a free flow of air to 
all parts of the grate, thus in- 
suring a well distributed fire and 
perfect combustion of coal with- 
out the formation of clinkers. 
As each grate bar acts separately 
it isnot necessary toshake a clean 
bar in order to clean out one that 
is choked with ashes. No cog 
wheels or bolts are used and any 
bar can be removed and replaced 
very readily and quickly without 
interfering with the fire. 


Write for Catalogue. 


Chas. Smith 
Company, 


122 
LAKE ST. 





Chicago. 
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Are made and finished throughout, in our own foundry and works, by skilled mechan- 
ics, and we guarantee them to be of the best material, perfect in workmanship, finish 
and operation. Our castings are of very smooth surface and. pérfectly fitted. 


All parts are con- No expense has 


structed so as to Be: r pts ake 
best withstand the GRAIG! 


great heating pow- 


production of the 


Triumph Furnaces 
er’ of the furnace, 


and all parts ex- 
posed to the direct 
action of the heat 


= and ‘Heaters to 


make them the 
superior of any 


are made extra apparatus upon 


strong and heavy. the market. 


« 


TRIUMPH HOT WATER HEATER. 


Why not write 
for Catalogue? 


ae 9 oe 
——————————— 


Why not secure 
the Agency? 


_THE TRIUMPH ALL CAST FURNACE TRIUMPH AIR BLAST FURNACE 
Five Sizes. Hard or Soft Coal, Portable or Brick Set. Five Sizes. Hard or Soft Coal. Portable or Brick Set 


T=CRAIG-REYNOLDS FOUNDRY CO. 


DAYTON, OHIO. 
JOHN KON TNY, Welestern Agent. 


65-67 North Desplaines Street, - - - - - CHICAGO. 
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THE RADIANT HOME 
FORCE DRAFT FURNACE 


FOR ALL FORMS 
Soft Coal, Lignite, Hard 
Coal and Wood, 


Produces forty per cent more ‘heat 
from the same quantity of fuel than 
any other furnace. 

No fuel wasted to make smoke or 
soot. 

The same high grade construction 
that has made famous the Radiant 
Home line of Specialties. 


SIMPLE TO ERECT 
PERFECT IN OPERATION, 

















se eae. oe ee ee 


More points of merit than any other 
furnace. 


OOK AT THIS 


Radiator and Dome ™@& 


with interior cleanouts and large 
double feed doors. 


The Self Protecting Air Blast Fire Pot 


(Patd.) 


and Force Draft Ring (rata, 


will do more to increase you trade than 
all the devices used on other furnaces. 
Our experience has proven this. Seven 
years severe tests has proven our patented 
Air Blast Fire Pot to be practically in- 
destructible. Guaranteed for five years. 

Send for catalog, prices and terms. 
Secure agency before your competitor. 

The descriptive circular of our latest 
specialty, a combination furnace for all 
fuels is now out. Send for it. 














MANUFACTURED EXCLUSIVELY BY 


GERMER STOVE COMPANY, ““eriz, Pa: 


Western Branch; 231-247 Newberry Ave. Chicago, Ill 
Largest manufacturers of high grade specialties in Stoves, Ranges and Furnaces, 


Re RE UES | RRS Ce og 


ss 
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GREEN’S 
FURNACES 


Here are 12 reasons why you should handle our furnaces: 


It will pay you well. 
. Our line is complete, 


3. Our styles are up to 
date. 


4. They are easy sellers. 
5. Prices are right. 


6. They will supply all 
wants you will be apt 
to have. 


N > 





Green’s Low Down—for Soft Coal 
22, 25, 27 and 30 Inch Fire Pots. 


Special furnaces for different fuels. 

We are close to you. 

We have a large stock, insuring quick shipment, 
Freight rates are low on account of short haul. 
The ‘‘Evergreens” are well advertised. 

They give satisfaction. 


Send for Catalogue, Prices and 
Terms, Secure the agency at once. 


Green Foundry and Furnace Works, 


ae 





| GREEN’S WOOD FURNACE 
Des Moines, lowa. Takes a 56 inch stick of wood. 














FOR 


Hard Coal, 
Soft Coal 
or Wood 


A Good Furnace at a Medium 
Price. A Good Quick Heater 


for Coal or Wood. Sectional 
Fire Pots. Double Feed Doors. 


The above illustration shows 
the fire travel in Radiator, also 
the heated surfaces against 
which air passes. 


Robinson Furnace Co., 105 Lake St., Chicago 
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The Old Reliable 


MANUFACTURERS OF 
UP-TO-DATE HEATERS 























Steam, Hot Water and Hot Air 


ee ee ee 
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Weare making large addi- 
tions to our works and out- 
put capacity, to meet the 
rapidly increasing demands 


of our trade. 








~ 4 
BOYNTON'S STEEL DOME FURNACE, 








Ge BOYNTON FURNACE [, 
NEW YORK COMPANY ae \ 


























BOOMERS. 


WE ARE MAKERS OF THE BEST AND THE BEST MAKERS 


If it's for heat thenits the 
BOOMER FURNACE. 
If it's for cooking then the 
BOOMER STEEL 
RANGE. 

These stand without an 
equal, containing all the 
points that can be had ina 
Furnace or Range:wEiGcurt, 
DURABILITY, ECONOMY, 
RADIATION. 

THE BOOMER FUR- 
NACE is built of the best 
material, has all the points 
of superiority and merit, 
heats equal, burns all 
smoke and gas, keeps fire 
all night, saves labor, time 
patience and expense. 

The BOOMER STEEL ° 
RANGE has flush en- 
cased, porcelain lined right 

& and left hand or copper tel- 
' escope reservoirs and high 
closet 18x20in. and 20x22in. 

+ ovens. Burns hard or soft 
coal, wood or natural gas. 


If you use the BOOMER LINE you will be prosperous—they save the money 


THE HESS-SNYDER COMPANY 


MASSILLON, OHIO 
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THE LARGEST AND 
sn at COMPLETE LINE OF 


Furnaces 2"¢ Boilers 


MANUFACTURED. 





WRITE FOR CATALOGUE AND PRICES 





EVERYTHING IN THE HEATING LINE. 





ESTABLISHED 1857 MILWAUKEE Wis. 











THE FARQUHAR 
One-Piece Welded Steel 


recuatnc FURNACE 


Saves fuel by slow combustion. 

Saves labor by once-a-day firing, and by the auto- 
matic control of the fire. 

Protects its own fire-box and protects the house by 
preventing overheats. 

Is cleanly and prevents leakage of poison by being 
welded into one piece of continuous metal. 








Manufactured By 


FARQUHAR FURNACE Co. 


WILMINGTON, OHIO. 




















THE NEW Our Catalogue 
VAS iMustra ing FURNACES and 
ABs I SUPPLIES can be had fora postal. 


CHICAGO FURNACE SUPPLY CO., 


64 to 70 West Monroe Street. 

















WEIR «=. “== FURNACE, 


THE HEAVIEST STEEL FURNACE MADE. 


Absolutely Gas and Dust Tight. A Great Heat-Producer, 
but a Fuel Saver. 


MANUFACTURED BY 


THE MEYER FURNACE CO. 


1300-1304 8. Washington St., 
Send for Catalogue. PEORIA, ILLS. 


“The HANDY FURNACE PIPE” 


Made with a View of Being Safe. 


The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 


MANUFACTURED BY 


F. MEYER & BRO. CO. 


Send for Catalogue. PEORIA, ILLS. 
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THIS IS ONE OF | 
THE PATTERNS OF 


MONITOR 


HEATERS 








One of our best customers says, ‘‘It 
recommends and advertises itself, when 
properly put in.”’ 

He is, in our opinion, pretty well 
informed. 


Lit 








KEITH FURNACE CO. 


Manufacturers :: DES MOINES, IOWA 


Our complete catalog is yours 
Write for it—we do the rest 



































Stowell’s Side Wall Registers 


ARE MADE FOR COMPORT. 


Notice our friend in the cut, and please your 
customers by ordering the latest and best goods. 


SEND FOR CATALOGUE 


sf} STOWELL MFG. & FOUNDRY COMPANY 
sj SOUTH MILWAUKEE, ::: WISCONSIN 


OFFICES AT CHICAGO, KANSAS CITY, DETROIT, DENVER AND SAN FRANCISCO 





























F. D. BURGESS, 
WAUPACA, WIS., writes, Feb. 5, 1901: 

‘41 advertised a set of Tinner’s Tools in your paper and 
have sold them, and I have received letters from parties 
wanting them, from all parts of the United States. That goes 
to show that The American Artisan has a great circulation.’’ 


. 
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i GILT EDGE 


HARD COAL FURNACE 


GILT EDGE in construction. 

GILT EDGE in up-to-dateness. 

GILT EDGE in durability. 

GILT EDGE in economizing fuel. 

GILT EDGE in ease of operation. 

GILT EDGE as a money maker for the dealer. 





Fire} 20 in. diam. top to 


» Number 18 Heating |} 10,000 to 
Pot } 36 in. diam. bot. 


Sizes Capacity } 70,000 cu. ft. 


SEND FOR CATALOGUE 


‘R. J. SCHWAB & SONS CO. 
MILWAUKEE, WIS. 











Emperor Furnaces 


FOR WOOD. 
Simple, Safe, Durable. Economical in Fuel. 


The Best and Cheapest Line of Wood Furnaces . 
Furnished for either Brick or Galvanized Iron Casing. 


SEND FOR CATALOGUE. 


Wk te theme ner, 


NEENAH, WIS. 

















It Will 
Pay You 


to illustrate your adver- 
tisements in your local 
papers. A sheet of comic 
advertising cuts sent on 
application. 


These cuts are furnished 
with catchlines showing 
their application to the 
hardware, stove and tinners’ 
trades. 


Address 


DANIEL STERN 


69 Dearborn St., - CHICAGO 





FOR 1904 why not secure 
the agency for 


The KELSEY 
WARM AIR 
GENERATOR. 


Has Greatest Heating Surfaces, 
Warms Air by Best Methods and 
Forces it through Long Pipes to 
Distant or Exposed Rooms. Insures 
the Kind of Results which bring 
more business. 


24,000 IN USE. 
700 DEALERS SELLING. 


KELSEY HEATER co. 
SYRACUSE. 'N. ¥. 

















COOK @ VAN EVERA CO. 


WESTERN SELLING AGENTS. 
38 Lake Street, CHICAGO. 
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TO STOVE AND 
FURNACE DEALERS 


THE BEST STOVE and 
FURNACE CEMENT. 


THE BEST STOVE 
PUTTY. 


THE BEST ROOFING 
, CEMENT. 


WE MAKE 
WE MAKE 


WE MAKE 


WRITE YOUR JOBBER FOR 
PRICES. WRITE US FOR OUR 
NEW CATALOGUE. 


NICKEL PLATE STOVE 
POLISH C0., CHICAGO 














-_- 
MANUFACTURE 0 BY THE 


fant & ROUSE Co. 


tes UTICA + N.Y. x 
Sy PLINEs off > 


STEAM. Hot WATER & Hor Air, 


R HEATING ALL CLASSES* \oF BUILDING. 


3 
QUE WATER St AX. BRANCHES. “$9 zane STCHICAEO: 
GSOLUYMBYS . 9. ST.LOUIS. 


















The dealer who has on his floor a 


Phoenix Furnace 





makes no mistake. His trade is sure and 
continuous — undoubtedly the best HOT AIR 
FURNACE in. the world and the greatest fuel 
Saver on the market. 


C. F. PALMER, 


PHOENIX IRON WORKS. UTICA, N. Y. 














litt 


HOUSE- 
WARMING 
MANUAL 


Is beyond all doubt the best 
book published on practical 
house heating. 

It contains the plans and 


essays on 


heating a house 


submitted in THz AMERICAN 
AntisaN House Warming 
Competition for $300.00 
prizes, and is in fact 


An Encyclopedia of the Most 
Modern and Improved Practi- 
cal Methods of Heating a House 


by Steam, 
Warm Air. 


Hot Water and 


A Leading Western Newspaper 


says 


“The volume is a well-bound 
and artistically printed and il- 
lustrated volume of nearly 300 
pages, and contains some master- 
ly essays on steam heating, hot 
water heating and warm air 
heating. Nearly every promi- 
nent authority in this field is 
quoted, and an application of 
principles and improvements 
suggested covers all technical 
details in a simplified and prac- 


tical way. 


House plans and 


diagrams accompany the subject 
matter, which deals specifically 


with radiation, 


ventilation, 


combustion, 
prices, estimates, 


and the best and latest methods 
for placing, connecting and util- 
izing the apparatus adopted.” 


Price, Only $5.50 Per Copy. 


For sale by all booksellers or 


the Publisher 


Daniel Stern, 
69 Dearborn Street, 
CHICAGO. 
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I0O 
inners’ Patterns 


THE AMERICAN ARTISAN FULL SIZE PATTERNS 


Comprise patterns for a full line of tinware, in numerous sizes, square and round elbows, cut-offs, etc. These full-size 
patterns, numbering upward 400, are printed on manilla paper, from which they are readily transferred to heavy sheets and 


cut out ready for use. The list contains the following patterns: 





Tea Steeper 
Two-pint Tea Pot 
Three-pint Tea Pot 
Four-pint Tea Pot 
Five-pint Tea Pot 
One-quart Coffee Pot 
Two-quart Coffee Pot 
Three-quart Coffee Pot 
Four-quart Coffee Pot 
Five-quart Coffee Pot 
No. 1 Coffee Boiler. 
No. 2 Coffee Boiler 
No. 3 Coffee Boiler 
Lamp Filler 
One-pint Dipper 
One-quart Dipper 
Two-quart Dipper 
Four-quart Flaring Pail 
Six-quart Flaring Pail 
Eight-quart Flaring Pail 
Ten-quart Fiaring Pail 
Twelve-quart Flaring Pail 
Fourteen-quart Flaring Pail 
Ten-quart Dish Pan 
Twelve-quart Dish Pan 
Fourteen-quart Dish Pan 
Sixteen-quart Dish Pan 
Dinner Bucket 
Five-inch T-Joint 
Six-inch T-Joint 
Eave Trough Mitre Joint 
“Snap” 2-inch Conductor Elbow 
Cullender 
Two-inch Square Elbow 
Two-and-a-half-inch Square Elbow 
Three-and-a-half-inch Square Elbow 
Four-and-a-half-inch Square Elbow 
Five-and-a-half-inch Square Elbow 
Six-and-a-half-inch Square Elbow 
Seven-and-a-half-inch Square Elbow 
One-pint Funnel 
Two-pint Funnel 
Three-pint Funnel 
Four-pint Funnel 
Small Milk Strainer 

‘ Large Milk Strainer 
Ten-quart Milk Pail Breast 


Fourteen-quart Milk Pail Breast 
Two-inch Four-piece Round Elbow 
Three-inch Four-Piece Round Elbow 
Four-inch Four-Piece Round Elbow 
Five-inch Four-Piece Round Elbow 
Five-and-a-half-inch Round Elbow 
Six-and-a-half-inch Round Elbow 
Seven-and-a-half-inch Round Elbow 
Small Grocers’ Scoop 

Medium Grocers’ Scoop 

Large Grocers’ Scoop 

Apple Corer 

Oval Foot Bath 

Oval Pudding Pan 

Half-gallon Can Breast 

One-gallon Can Breast 

Two-gallon Can Breast 
Three-gallon Can Breast 

Half-pint Measure 

One-pint Measure 

One-quart Measure 

Half-gallon Measure 

One-pint Basin 

Two-pint Basin 

Three-pint Basin 

Four-pint Pan 

Six-quart Pan 

Ten-quart Pan 

Small Cake Pan 

Medium Cake Pan 

Large Cake Pan 

Small Wash Basin 

Large Wash Basin 

Sprinkler Breast 

Four-gallon Churn 

Five-gallon Churn 

Small Dust Pan 

Large Dust Pan 

Five Sizes Funnel Patterns 

Oval Dinner Bucket 

Rain Water Cut-off 

No. 7 Boiler C-ver 

No. 8 Boiler Cover 

No. 9 Boilet Cover 

No. 7 Boiler Bottoms 

No. 8 Boiler Bottoms 

No. 9 Boiler Bottoms 





THE AMERICAN ARTISAN full size patterns are a great convenience, and in no other way can they be obtained 


at so small acost. Price, sent postpaid for the 


FULL SET OF 100 PATTERNS 861.00. 


DANIEL STER s eee CHICANO: ILL. 
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7 Oftentimes our | 
salesmen have a | 
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customer to whom 
they wish 
particularly to exhibit 
the Round Oak 
Chief Steel Range. 
On such occasions 
we ship a range 

to the salesman 

and request the 
customer to receive 
it and hold it until 
his arrival. 

Then, of course, a 
conclusion is 
reached, usually 
satisfactory to all 
concerned—especially 
so, we expect, in 
the case of the 
“Chief” for 1904, 
the range of the 
year, sure! | 








Estate of 


P. D. 
BECKWITH 


Fred E. Lee, Manager 
Dowagiac 
Mich. 


MAKERS OF GOOD 

















ESTABLISHED 1880. 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Teaus or SusscrirTion In THE Unitep STATES, THEIR POSSESSIONS, AND 
Canapa, (Invariably in advance): Onr Year, Postace Parn, 
Im Foreicn Countries Excerpt Canapa, One Year, Postace Parp, $4.00. 


Address all Letters, communications and remittances to 


DANIEL STERN, PUBLISHER AND PROPRIETOR, 
69 DEARBORN STREET, CHICAGO, ILL. 
Entered at the Chicago Post Office as Second Class Matter. 


Tars Paper is a MemBer oF THE Culcaco Trave Priss 
ASSOCIATION, 





CHICAGO, FEBRUARY 20, 1904. 





In spite of the warfare which has been waged on 
trading stamps, we note the incorporation of still an- 
other company, the Central Trading Stamp Co. of 
Scranton, Pa. We will be glad to receive guesses as to 
whether their stamps will be cream color, maroon or 


purple. 











THE annual summary of domestic trade ma@yements 
for 1903, as reported by the Department of Commerce 
and Labor through its Bureau of Statistics, indicates 
that the distinctive feature of the live-stock trade at 
interior markets was the- lowering trend of prices com- 
pared with those of 1902. 








FLour exports from the United States in 1903 were 
larger than in any preceding year in the history of our 
commerce and aggregated practically 20,000,000 bar- 
rels. The value of the flour exports also exceeded 
that of any preceding year, with the exceptions of 1892 
and 1893, when the value slightly exceeded that of 
1903, but the quantity exported was materially less. 
The total number of barrels of flour exported from 
the United States in the fiscal year 1903 was 19,716,- 
634, valued at $73,756,404, while in 1893 the number 
of barrels was 16,620,339, but the value was $75,494,- 
347, prices of that year being materially higher than 
those of 1903. 








CoLONEL ALBERT CLARKE in the Home Market Club, 
Boston, recently stated in a speech that the newest 
problem in the South, as well as in the North, is the 
saving of great agricultural and manufacturing indus- 
tries from the caprices of speculation, and he suggest- 
ed that it would be a good idea if the manufacturers 
of cotton cloth should form a company with a $1,000,- 
000 capital, buy and cultivate 120,000 acres of good 
cotton land, thus producing economically and making 
sure of. an adequate supply, free from. the influence of 
speculation. Such a policy would be along the line of 
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the United States Steel Corporation, who obtain their 
raw material from mines and furnaces which they own 
and control. 


A METAL similar to aluminium, but of lesser weight, 
has been discovered by a French engineer, Albert 
Nodon, and called “nodium.” It is manufactured by 
an electric process. In color, luster and structure it 
is almost exactly like steel. Its specific weight when 
molten is only 2.4. Resistance against breaking, about 
twenty pounds per square of .o4 inch. Its constancy 
in the air is higher than that of aluminium. Its ductil- 
ity is between six to eight inches; the malleability can 
be compared to that of bronze. It melts at about 600 
degrees. It is suitable for being cast into forms. 








Half huckster and half government em- 

The Rural ploye, or wholly a government official 

MailCarrier. with the proper dignity and emoluments? 

—that is the question. It is involved in 

the proposition to raise the pay of rural carriers. 

There can not be any two sides to it when these things 

are considered: The dignity of the carrier; his 

chance for promotion; the service of the government ; 
the service of the people. 

The carriers can never get the pay of a government 
official—a man devoted to the government service un- 
til in fact he becomes such. He is not such as long as 
he gets part of his pay from the government for car- 
rying the mail and part from private concerns for at- 
tending to their business. And whose business is like- 
ly to suffer in the long run, the government’s or the 


private subsidizer’s? Placed in such a position, 4 car- 
rier is deprived of the protection of the disinterested- 


ness of a government official, and is subjected to the 
suspicion of serving private ends first. It is a posi- 
tion that no man ought to place himself in and one 
that the far-seeing carriers, who are the great mass, ap- 
preciate. 

As long as rural mail carriers are peddlers they will 
rank somewhat with peddlers and not quite with a 
government letter carrier. And they will be rewarded 
in keeping. Their salaries will be forever handicapped 
with a calculation of how much they make in private. 
They are precisely on a par with sleeping car porters, 
whose pay from the company is nicely calculated on 
the probable amount of tips they will get. On much- 
traveled roads the salary is very small; they are ex- 
pected to work their own salvation. On roads of 
scanter patronage the salary is larger. Rural mail 
carriers do not want to be placed in such a degrading 
position. The government ought not to allow them to 
be so placed. The rural carriers should demand that 
their office be graded in dignity and importance with 
that of city carriers—with a margin to spare, in fact— 
and that they be paid—value received—for their serv- 
ices. They should refuse to become country peddlers, 
the government should refuse to allow them to be. 
The people should demand that their mail be served 
by a mail carrier and not by a man who is trying to 
sell lightning rods or patent churns. The time is now 
when this reform is at hand. The rural mail system 
has come to stay, and the quicker it is made an integral 
part of the postoffice the better for all concerned. 









































































































News Siftings 


A $20,000 stove foundry will, it is said, shortly be 
erected at Selma, Ala. 


The National Stove & Mfg. Co., Lorain, O., were 
visited by fire on Feb. 11 last, entailing a loss of $1,500. 


The business of the Mulholland Stove Co., St. Louis, 
Mo., has been closed up by order of the United States 
court of that city. 


The Louisville Tin & Stove Co., Louisville, Ky., 
will shortly erect a four-story building, 200x450 feet 
in dimension, at a cost of $65,000, for the manufacture 
of stoves and tinware. 





i—— 





The Lincoln Stove & Range Co.,; Fremont, O., are 
running their plant twelve hours a day in order to 
keep up with the demand for their stoves. They will 
move into their new plant shortly, 


Robert T. McMurray. William H. McMurray and 
Frank Moos are the incorporators of Robert T. Mc- 
Murray & Bro., New York, capitalized at $20,000 for 
the manufacture of iron work and steel work. 


During the past five or six months steel mills have 
been operated on part time only. Preference has been 
given to the concerns which are not open shops. 


The six-story building of the Bramhall-Deane Co., 
262-266 Water street, New York, manufacturers of 
stoves and ranges, was visited by fire on Feb. 11, and 
was entirely destroyed, entailing a loss of $25,000. 


L. B. White, A. H. Mylin, T. F. F. Lee, R. A. 
W. Rosander, T. H. Ross, A. S. Lyman and C. G. 
Winans are the incorporators of the White-Mylin 
Furnace Co., Newark, N. J., capitalized at $5,000. 


Claude L. DeLong, surviving partner of the Oma- 
ha, Neb., firm of Clark DeLong & Co., filed a vol- 
untary petition in bankruptcy on Feb. 13th last, plac- 
ing his liabilities at $3,601.91 and his assets at $1,- 
171.34. 

Henry Bender, H. D. LeCheo, Thomas D. Poole and 
Chas. A. Haslett are the incorporators of the Ameri- 
can Heating & Ventilating Co., Audubon, N. J., cap- 
italized at $25,000 for the manufacture of heating ap- 
paratus. 


The Gobeille Pattern Co., Cleveland, O., are sending 
a little card to the trade which reads, “Will you de- 
liberately throw away a cent? Not on your life, but 
each year you are wasting hundreds of dollars in your 
pattern account uriless wesmake your patterns.” 


The Chicago Stove Works, Blue Island Ave. and 
22nd St., Chicago, are making a special price on their 


. Blue Steel Merit Gold Coin steel range, as they are 


offering it to dealers for $23.50 when cash accompanies 
the order. They also invite the trade to write for 
prices on cast ranges, cook stoves and steel cooks for 
coal and wood. 

H. Levison, William Morrison, Louis Shuer, J. L. 
Robinson and M. Morrison are the incorporators of the 
Maumee Iron & Metal Co., Toledo, O., who will deal 
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in scrap metal. This new concern are a consolidation 
of three concerns formerly in business in that city. 

C. N. Hooper, vitreous enameling technologist, with 
headquarters at Dubuque, Ia., is sending a circular 
tc manufacturers of tin, japanned and galvanized ware, 
which shows how they can profitably apply vitreous 
enamels far more generally than has been heretofore 
attempted. 

The Kelsey Heating Co., Syracuse, N. Y., send us 
some blotters which have a handsome celluloid cover 
showing a miniature sectional view of the Kelsey gen- 
erator and calling attention to the fact that this heater 
is designed for home, church and school heating, and 
that 24,000 are in use. 


The Armstrong Stove & Mfg. Co., Baltimore, Md., 
are advising the trade that as their office and sales- 
room at 24 South Charles St., that city, has been com- 
pletely destroyed by fire, they have secured a large 
warehouse at 207 South Charles St., and will be pre- 
pared to fill all orders promptly. 


The many friends of Herbert M. Staples with the 
Dighton Furnace Co., North Dighton, Mass., will 
regret to learn of his death, which took place on Sun- 
day, Feb. 14th last. The funeral services were held 
at his residence, 115 Somerset Ave., Taunton, Mass., 
Wednesday afternoon, 2:30 o'clock. 

Walter C. Smith is president, H. Franelich is secre- 
tary and treasurer and W. A. Smith is manager of the 
Selma Stove Works, Selma, Ala., capitalized at $20,- 
ooo. These officers with P. H. Norris, L. Bamburger, 
Dr. W. McLean Pitts, L. E. Jeffries, Wm. S. Monk 
and Sellers T. Walker are the directors. 


The Magee Furnace Co., Boston, Mass., send us a 
neat announcemént, which, after calling attention to 
the retirement of Albert N. Parlin from the office of 
treasurer and general manager’ of that company, states 
that the following officers were elected to fill the 
vacancies caused by changes: Frederick O. Robinson, 
treasurer; Frederick E. Stockbridge, vice-president 
and general manager, and John Magee, secretary. 
Frank A. Magee continues as president. 


The Thomas White Stove Co., Quincy, IIl., are send- 
ing a note to their trade advising them that a man 
representing himself to be connected with their com- 
pany and calling himself J. C. White is visiting deal- 
ers in Kansas and Missouri, and recently succeeded in 
getting one of their customers to indorse a draft for 
him, which he cashed and afterward successfully es- 
caped. They state that this man is a fraud, and there 
is a reward out for his arrest, and that no J. C. White 
is Or ever was connected with their concern. 


At a recent meeting of the stockholders of the Co- 
Operative Stove Co., Bloomington, IIl., the following 
directors were elected for the ensuing year: Henry 
Capen, E. C. Hewett, A. C. Hamilton, John W. Hayes, 
J. W. Aldrich, C. A. Hamilton, William Partridge, 
Otto Seibert, E. E. Dannelly, Frank Reigger and E. 
M. Hamilton. At a later meeting of the directors the 
following officers were elected: John W. Hayes, presi- 
dent; E, C. Hewett, vice-president; E. M. Hamilton, 
secretary} A. C. Hamilton, superintendent and treas- 


urer. 
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HANDSOME NEW BUILDING. 





The Detroit Vapor Stove Co., Detroit, Mich., are 
now occupying their magnificent new building shown 
in the accompanying cut. Their main building is 7ox 
125 feet in dimensions, and their foundry and japan- 
ning department is 40x80 feet. 

Their heavy machinery presses and burner pipe ma- 
chines are located on the first floor. 


On the second floor are found machines for making 
valves, tanks, ovens and cabinet ranges. 

The third floor is devoted to the assembling depart- 
ment, testing department and crating department. 

On the fourth floor are the stock room and crating 
department. 





A FLORAL TRIBUTE. 





G. G. Garry, Indianapolis, the well-known stove 
salesman, lost his 8-year-old daughter Helen on Feb, 
17th last. His fellow stove salesmen in the city at that 
time presented a handsome floral tribute consisting of 
a basket containing ferns, violets, carnations, naccissus, 
lilies of the valley and La France roses, with a card 
reading, “George, we extend our heartfelt sympathy in 
this hour of your deepest sorrow.Affectionately, your 
fellow salesmen.” 

The following salesmen contributed to this token: 
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mers, J. P. McNamara, V. Hostetter, J. E. Schroyer, 
N. Christophersen, O. P. Perkins, F. A. Emerson, S. 
E. Porter and P. M. Pursell. ' 


~~ 
-eo 


BURNING LIGNITE. 








A leading firm of stove manufacturers advise us 
concerning the clipping from the Steele, N. D., Ozone 
of January 27, published in our columns recently, in 





Handsome New Building. 





regard to burning lignite: “We understand no satis- 
factory apparatus for burning this peculiar fuel has 
ever yet been put on the market. We know from 
what some of our customers have told us who are lo- 
cated in that territory that our stove will handle it as 
well as any stove made. The difficulty with the trade 
in that country is that they demand the very cheapest 
kind of a heating stove and necessarily they are incom- 
plete as to the size of door, etc., and as lignite makes 
a very intense fire, the life of them is very short. We 
simply mention these matters for the purpose of giving 
you our information as to the troubles they meet with 
in trying to handle lignite.” 


BREAST DRILL NO. 12. 








The Millers Falls Co., Millers Falls, Mass., are 
manufacturers of the breast drill shown in the ac- 
companying cut. This drill,has cut gears, adjustable 





Breast Drill No .12. 


C. E. Draper, Wm. Clayton, F. T. Meharry, Chas. 
King, A. B. Cleaveland, W. F. Garretson, W. T. Leckie, 
D. G. Hughes, A. Kammerdiener, Dave Kahn, N. C. 
Apgar, Jno. Alexander, A. J. Ross, W. W. Alexander, 
L. H. Pigott, W. J. Snyder, Z. T, Miller, Otto 
F, Alig, L. A. McCamman, A. Fish, R. A. Henry, 
J. C. Frame, W. A. Rowand, H. P. Baker, W. J. Lam- 


* 


cranks, level attachment to show when being held 
true and alligator jaws, holding both round and square 
shanks. An extra pair of jaws are provided for fine 
drills. The handles are cocobola and the chuck is 
nickeled. 


+ 


Hans Christensen is a new Canton, O., tinner. 
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The Hardware Record. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 74 to 78 inclusive. 
————————— Oe 

The Implement Dealers’ Association of Montana 
held a meeting in Helena last week. 


J. H. Nelson and C. A. Nelson succeed Nordquist 
Bros. in the hardware business at Lincoln, Neb. 


An attempt was made to burglarize Anderson & 
ank’s hardware store at Memphis, Neb., on Feb. 
I2th last. 


The New England Hardware Dealers’ Association 
held a meeting at the United States Hotel, Boston, 
on Feb. ro last. 


The Twin City Fence & Wire Works, St. Paul, 
Minn., have increased their capital stock from $2s5,- 
000 to $50,000. 


Root Bros. Co., Plymouth, O., hardware dealers, 
are victims of a recent fire. Their loss is between 
$5,000 and $6,000. 

The W. F. Ladwig Cutlery Co., 497 East Water 
St., Milwaukee, Wis., were recently visited by fire, 
sustaining a heavy loss. 


Standart Bros. Co., Ltd., Detroit, Mich., wholesale 
hardware dealers, are now located in their new build- 
ings on Woodbridge street, West, that city. 


J. J. Dambacher, M. Samuels and H. C. Allbright 

are the incorporators of the Allbright Company, New 
York, capitalized at $15,000 for the manufacture of 
lamps. 
(8G@basRounds has purchased the interest of his part- 
ner, Frank Van Camp, in the firm of Rounds & Van 
Camp, Yale, Mich., and will hereafter conduct the 
business alone. 


William C. DeLong, hardware dealer of Duluth, 
Minn., died at his residence, 1420 John Ave., that city, 
on Feb. 12th last. Death was due to blood poisoning 
resulting from pneumonia. 


H. S. Young is president, F. M. Young is vice- 
president, W. H. McIntosh is secretary and T. O. 
Young is treasurer of the Young Hardware Co., Mo- 
bile, Ala., capitalized at $75,000 

The Lyons Specialty Co., Lyons, Ia., are sole manu- 
facturers of the Petersen steel barn door latch and 
holder. They are also manufacturers of the Woodside 
cast iron chimney tops made for 7, 8 and 10 inch pipe. 


James Morton, senior member of the firm of James 
Morton & Son, Omaha, Neb., died at his home, 1710 
Chicago street, that city, on Feb. 11 last. He was in 
the eightieth year of his age and leaves a widow and 
three sons. 


Otto Sommer, a hardware dealer located at 2137- 
2139 State St., Chicago, IIl., shot and severely wound- 
ed his brother, Arthur Sommer, in a quarrel over finan- 
cial affairs recently. They had been partners in the 
hardware business for the past three years. 


The many friends of William Petersen of the Lyons 
Specialty Co., Lyons, Ia., are missing his genial face 
at the various hardware conventions, at which he has 
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been so constant in attendance in the past, as he is con- 
fined to his home with a severe siege of sickness. 

On Feb. 4th, Yim Chan, bookkeeper for Sing Chan 
& Co., Palama, Hawaii, was arrested on the charge of 
grand larceny. This bookkeeper of an Hawaiian 
hardware firm was arrested on charges filed by I. S. 
Dillingham, the manager of the Pacific Hardware Co. 
at Honolulu. 

The following hardware firms were victims of the 
recent Baltimore fire: Finley, Roberts & Co., 25 Hop- 
kins place, $75,000; C. J. Stewart & Sons, 7 Liberty 
street, $25,000; Charles C. Shieff & Co., cutlery, 17 
West Liberty street; A. M. Bond & Co., cutlery, 15 
West German street; H. M. Kleppish, 42 German 
street; Frank H. Sloan & Co. 

Powers & Williams, Streator, Ill., were victims of a 
fire on Feb. 12th last. The fire lasted three hours and 
a quarter, and the damages will probably approximate 
75 per cent of the value of their stock, which was 
valued at $25,000. They carried an insurance of $15,- 
ooo. Chas. Williams of this firm is president of the 
Illinois Retail Hardware Dealers’ Association. 

The Overton Mfg. Co. have been formed at Dunlap, 
Ia., with a capitalization of $10,000 for the manufac- 
ture of a newly patented stove pipe. Chas. A. Over- 
ton will be the general manager of their factory and 
Hiram Kellogg will be the business manager. Dr. G 
Hood is president of the company. This firm will erect 
a factory and warehouse entirely of brick and steel. 


+o 


TO THE ILLINOIS CONVENTION, VIA THE 
WABASH. 





The Chicago delegation to the convention of the Re- 
tail Hardware Dealers, East St. Louis, III., will leave 
Chicago VIA THE WaRaSH at 11:00 a. m. Monday, 
Feb. 22. The Wabash will provide some of their new, 
first-class high-back day coaches for the exclusive use 
of the delegates and their friends. This train is the 
Wabash Fast Day Express, and provided with a cafe- 
library car, which serves first-class meals at same 
prices you would be required to pay in a first-class 
restaurant. The cars will run into St. Louis Union 
Station, as it is expected that most of the delegates 
will wish to go to St. Louis proper, instead of stop- 
ping at East St. Louis. Tickets should be purchased 
to East St. Louis. 

The rate is a fare and one-third for the round trip 
on the certificate plan. In purchasing a ticket be sure 
and ask the selling agent for certificate, which, when 
properly vised, entitles you to return at one-third fare. 

Let everybody arrange to join the party and prepare 
to have a good time, not only during the meeting, but 
on the way there. 


eel 
DEATH OF F. P. SHEPHERD. 





Aftr a long and severe illness lasting since the first 
of November, Frank P. Shepherd of Elgin, a leading 
hardware dealer in North Illinois, died at his residence 
at 3:50 a. m. Feb. 13th. , 

Frank P. Shepherd was born at Buffalo Grove, IIl., 
in April, 1841. His education was secured in the dis- 
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trict and public schools, and he was under age when 
the civil war broke out. He enlisted in the union army 
and served from April 19, 1861, till June 30, 1865. 
His first business was in the hardware line, and he 
has always followed that or one akin to it, having for 
years manufactured an improved milk can, aerator, 
ete., in Elgin. 

Mr. Shepherd never ceased to love the service in 
which he enlisted and his last request was that he 
should be buried in the uniform he wore as a former 
commander in the Elgin post of veterans, wrapped in 
the flag of his country. He leaves besides his widow, 
formerly Miss Kathern Starr, three daughters, Mrs. 
F. Rowland of Chicago and Stella and Marion living 
at home in South Elgin. 

The funeral was held Feb. 15th at 2 o’clock from 
the M. E. church of South Elgin, under the auspices 
of the Elgin post of the G. A. R. 

The writer of this notice takes this occasion to pay 
a grateful tribute to Mr. Shepherd’s memory as that 
brave hardware dealer saved his father’s life by carry- 
ing him off the field when severely wounded during the 
battle at Chickamauga. 


AMARA RS oe 
DEATH OF J. H. BARE. 





J. H. Bare, senior member of Bare & Gillette, Char- 
lotte, Mich., hardware dealers, died Feb. roth last. A 
memorial card sent out by the firm reads: 

“It would be impossible for anyone to comprehend 
our great loss without a personal acquaintance with 
Mr. Bare. 

“The firm name will remain the same, as Mrs. Bare 
retains the interest formerly held by her lamented hus- 
band, and the business will be under the management 
of Mr. Gillette as in the past.” 


ER 
ANN ARBOR LIGHTING SYSTEMS. 





The Superior Manufacturing Company, Ann Arbor, 
Mich., are manufacturers of the Ann Arbor lighting 
systems for stores, churches and residences. 

This system of illumination is operated upon the 
pressure plan, with tank located at any convenient 
place from which gasolene is carried to the lamps 
through fine tubes which will pass through very small 
openings. 

The system has proven very satisfactory to hard- 
ware dealers all over this country, and is guaranteed. 

The Superior Manufacturing Company also manu- 
factures a large line of gasolene lamps, which are 
especially popular with the farmers. Hardware deal- 
ers should write to the manufacturers for complete 
descriptive list. 


o-o~ 


MEETING OF SAN JOAQUIN VALLEY RETAL 
HARDWARE ASSOCIATION. 








The annual meeting of the San Joaquin Valley Re- 
tail Hardware Association was held on Feb 8 at 
Fresno, Cal. President W. J. Kittrell called the meet- 
ing to order and fifty members answered the roll call. 
Four new members were added at this meeting, bring- 
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ing the membership up to 71. The meeting was a 
most enthusiastic one and the members were well 
pleased with the progress made during the past year. 
The following officers were elected for the ensuing 
vear: President, Fred Fisher, Fresno; vice-president, 
R. Barcroft, Madera; secretary, J. Lewald, Fresno: 
treasurer, Chas. W. Barrett, Fresno. Executive com- 
mittee, Fred Fisher, Fresno; R. Barcroft, Madera; 
J. Lewald, Fresno; O. R. Cross, Visalia and B. Wood, 
Modesto. The proceedings wound up with a ban- 
guet lasting from 6:30 to 10:30 p. m. 


Gein 


MEETING OHIO HARDWARE ASSOCIATION. 








The tenth annual convention of the Ohio Hardware 
Association will be held at Cleveland, Feb. 23d, 24th 
and 25th. The following interesting program has been 
prepared : 


TUESDAY SESSIONS. 
Q :30 O'CLOCK. 
Meeting of executive committee. 
2 O'CLOCK. 


Convention called to order by the president. 

Opening prayer, Rev. Casper Wister Hiatt, D. D. 

Address of welcome, Hon. Tom L. Johnson, mayor of city 
of Cleveland. 

Response, Vice-President J. F. Baker. 

Roll call of members. 

Reading of minutes. 

President’s annual address, W. P. Bogardus. 

Appointment of committees. 

Resolutions. 

Nominations. 

Question box. 

Laws relative to the hardware trade. 

In memorial. 

To our better acquaintance. 

Report of committee on arrangements. 

Paper—“Trade Relations Between the Retailer and Manu- 
facturer,” J. S. Brainard. 

Discussion. 

Adjournment. 

8 o’cLocK. 

Theater party given by Cleveland manufacturers and 
jobbers. 

WEDNESDAY SESSIONS. 
9 O'CLOCK. 

Address—“The National Association,” President W. P. 
Bogardus. 

Report of financial secretary, W. C. Jones. 

Report of corresponding secretary, D. R. Burr. 

Address—“The Parcels Post,” C. A. Hutsinpillar, Ironton. 

Discussion. 

Question box. 

Recess. 

2 O'CLOCK. 

Report of grievance committee. 

Report of insurance company, Geo. M. Gray. 

Report of delegates to National Convention, F. A. Bare, 
Mansfield. 

Address—“The Advantages of System in a Retail Hard- 
ware Store,” C. S. Johnson, Barberton. ' 

Discussion. 

Question box. 

Adjournment. 

WEDNESDAY EVENING. 

Banquet, Chamber of Commerce Building. Toastmaster, 
W. P. Bogardus. 

“The City of Cleveland,” Col. J. J. Sullivan, president 
Cleveland Chamber of Commerce; president National Board 
of Trade. 

“The State of Ohio,” Rev. Casper Wister Hiatt, D. D. 
“The Ohio Hardware Man,” One of Them. 





THURSDAY SESSIONS. 
9:30 O'CLOCK. . 
Report of committee on laws relative to hardware trad: 
Report of memorial committee. 
Report of committee on nominations. 
Paper—“Does it Pay?” Jno. F. Baker, Dayton. 
Discussion. 
Question box. 
Recess. 
2 O'CLOCK, 
Report of committee on resolutions. 
Paper—“‘Advertising a Retail Hardware Store,” J. C. 
Fuhr, Williamsburg. 
Unfinished business. 
Election of officers. 
Selection of next place of meeting. 
Adjournment. 
PEAS PIR Se 


PROGRAM MINNESOTA RETAIL HARDWARE 
DEALERS’ CONVENTION. 





The following interesting program has been pre- 
pared for the meeting of the Minnesota Retail Hard- 
ware Dealers’ Association, which will be held at St. 
Paul Feb. 24th, 25th and 26th next: 


WEDNESDAY AFTERNOON SESSION. 


2 P. M. 
Address of Welcome—Mayor Smith. 


Response—C,. D. Decker. 
Remarks—President Tomlinson. 
Announcement of Committees. 
Committee on Nominations, 
Address, “Organization"—Fred M. Mason. 
Election of Officers. 
Secretary’s Report. 
Treasurer’s Report. 
“Salesmanship,” by A. F. Sheldon, Chicago. 
Paper, “Impressions”—-E. H. Loyhed. 
Voluntary Remarks by Members. 
Adjournment. 

THURSDAY MORNING SESSION. 


: 9 A. M. 
Retail Hardware Insurance Company, Meeting of Policy 


Holders. 
Address—President C. F. Ladner. 
Secretary’s Report. 
Treasurer’s Report. 
Address, “Insurance”—Hon. E. H. Dearth. 
Election of Directors. 
Intermission, 20 Minutes—Payment of Dues. 
Address, “Work of the ‘National’”—Secretary M. L. 

Corey. : 
New Business. 

THURSDAY AFTERNOON SESSION. 
2 P. M. 

Open Meeting. 
Address, “Hardware”—Rev. E. C. Clemans. 
Report of Committees. 
Address, “Present Business Conditions”—R. A. Kirk. 
Discussion by Members—“Is There Profit in the Shop?” 
Opening of Question Box. 
Adjournment. 


THURSDAY EVENING SESSION. 


8 P. M. 
“Social” at Commercial Club rooms, by courtesy of St. 


Paul Commercial Club. All are invited. 
FRIDAY MORNING SESSION. 
0 A. M. 
Open Meeting. 
Enrollment of New Members. 
Question Box. 
Remarks by Jobbers and Manufacturers. 
Traveling Men Have the Floor. 
Next Meeting. 
12 m.—Adjournment. 
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Meeting Colorado Retail Hardware Dealers 
Association. 





The Colorado Retail Hardware Dealers’ Association met 
in Denver Feb. 15th and 16th. The meeting was a most in- 
teresting and enthusiastic one. The report of Secretary F. C. 
Moys, of Boulder, outlining the work of the past year, was as 
follows: 


SECRETARY’S ANNUAL REPORT. 





GROWTH -IS SATISFACTORY. 

It would be impossible to report all of the little details 
of the secretary’s work or tell of the correspondence and 
conversations which have occurred in connection with the 
association. 

Since our mid-summer meeting last July in Colorado 
Springs our association has had quite a satisfactory growth. 
Our membership now comprises about half of the retail 
hardware dealers of the state. 


JOBBERS ARE IN ACCORD. 
On July 27-28 your conference committee met in Denver 





President L. Branson, Trinidad. 


and endeavored to come to some understanding with the 
Colorado jobbers in regard to a better line of protection for 
the retailer. This meeting was most pleasant throughout 
and the many expressions on the part of the jobbers, of kind- 
ly feeling toward the retailers, was quite gratifying. The 
details of this conference will be reported by Mr. Hunt in 
executive session. 

Correspondence with the various hardware jobbing houses 
doing business in Colorado has been productive of great 
good. Several leading jobbers have agreed to confine their 
business exclusively to the legitimate hardware dealers and 
so far as I-have been able to learn they are living up to 
their agreement. There are some jobbers with whom we 
have not been able to effect a satisfactory agreement but 
hope to do so. 

Such houses as have agreed to protect us and are pro- 
tecting us should be given the preference in your buying. 

Complaint has been made by some hardware jobbers 
that many of our members buy tin and granite ware, etc., 


from wholesale grocers; nails, etc., from lumber yards, etc., 
etc. We should give the preference always to the legitimate 
jobber or manufacturer. 


PARCELS POST IS OBNOXIOUS 


The parcels post bill which is pending before Congress 
is of vast importance to the masses as well as the merchants, 
both wholesale and retail. During the past few months a 
campaign has been carried on through this and kindred as- 
sociations which we think will be the mcans of preventing 
the passage of this obnoxious measure. 

Our national association president and secretary have 
met with the National Hardware Manufacturers’ Association 
and the National Hardware Jobbers’ Association and have 
enlisted their good offices in behalf of our fight. 

We have caused letters to be written by the hardware 
dealers as well as many other merchants of Colorado to our 
senators and representatives from this state, protesting 
against the passage of this bill, and | am pleased to report 





Secretary F.C. Moys, Boulder. 


our senators and congressmen have each written us most 
satisfactory letters and can be depended on to work against 
this measure. 

I would recommend that a resolution be adopted ex- 
pressing our appreciation of their interest in our cause and 
further urging them to combat the parcels post bill. 


CO-OPERATIVE FIRE INSURANCE. 


During the past few months the committee from our 
National Association, which was appointed for that pur- 
pose, completed the organization of the National Hardware 
«Dealets’ Mutual Fire Insurance Co., under the laws of Penn- 
sylvania. 

This company has been writing insurance but three 
months but now has in force over half a million dollars’ in- 
surance, distributed in fourteen states. 

The business of this company is restricted to hardware 
dealers who are members of their respective state associations. 
Its affairs are directed by men connected with the National 
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Association, among whom I would especially mention Mr. 
H. G. Cormick, of Illinois, and Mr. W. P. Lewis, of Indiana. 
Both are ex-presidents of the National Association and two 
of the brightest men it has been my pleasure to meet. 

Our national president, Mr. W. P. Bogardus, of Ohio, is 
another director and needS no eulogy from me as most of 
you met him last summer and I am sure will say he is a 
level headed gentleman. 

Mr. C. F. Ladner of Minnesota and the president of our 
insurance company, Mr. C. H. Miller of Pennsylvania are 
two men especially valuable to the insurance company from 
their past experience in similar work; both having been con- 
nected with the state hardware dealers’ insurance companies 
in their own homes. 

Mr. John R. Taylor of New York is another level headed 
director who can be depended on to do the right thing at the 
right time. 

For some unexplained reason your secretary was elected 
as a director of this insurance company. I do not know 
much about the insurance business but assure you that to 
the best of my ability I shall attend to the duties of the 
position. 

CO-OPERATION PAYS. 

I wish to make an especial appeal to every member of 
our state association to take some insurance in this company. 
The experience of the Hardware Dealers’ Insurance Com- 
panies of Minnesota, Pennsylvania and other states con- 
vinces us that the national will save you from 25 to 50 per 
cent on your insurance. 

This saving will more than pay your cost of member- 
ship in this association. It will be the means of giving every 
one a more direct and personal interest in the affairs of this 
association and cement more firmly the ties of friendship 
between the hardware dealers of the state, especially between 
competitors. 

The expenses of this company will be kept at the lowest 
possible point consistent with good service but there is neces- 
sarily a certain amount which is unavoidable. It is important 
that as many as possible take policies as the expenses will 
not increase in the same ratio as the business increasés and 
the more business done the greater will be the saving to the 
policy holder. 

IS CONFIDENCE ABUSED? 

It has occurred a few times during the past year that 
confidential letters which I sent out were shown to parties 
not intended. to see them. Some of the honorary members 
have felt that such letters should be sent to them as well 
as to the active members and have criticized me for not 
sending all such communications to them. I trust that all 
confidential communications in future will be kept where 
they belong. 

It has been a great favor to us to have the financial and 
moral support which we have enjoyed the past year from our 
honorary members and appropriate resolutions should be 
adopted conveying our sense of appreciation to the gentle- 


men who have so substantially assisted us in our first year’s . 


struggle. 

I am convinced that it is inconsistent and unreasonable 
to ask or expect these gentlemen to carry honorary mem- 
bership with us and simply have the privilege of paying 
their annual dues and not be accorded any other courtesies 
than those which would be extended to any non-member. 
I, therefore, would respectfully recommend that our constitu- 
tion be so amended as to discontinue all honorary member- 


ships. 
DATE SHOULD BE CHANGED. 

Owing to the fact that several states have their annual 
conventions on or about the same dates it has been impos- 
sible for us to have a representative of the National Asso-- 
ciation with us at this time and as our date is fixed by our 
constitution your officers could make no change. I would 
recommend that the constitution be so amended as to leave 
the date and place of annual meeting in the hands of your 
executive committee. 

At the time of our mid-summer meeting THE AMERICAN 
Artisay and other trade papers especially requested complete 
reports of our proceedings and volunteered to share the ex- 
pense of a stenographer to obtain the same. The report 





was furnished them and they assisted in paying stenograph- 
er’s bill. They have also made a similiar proposition for 
this meeting. .I think we should adopt appropriate reso- 
lutions concerning the liberal action of these trade journals. 


Considerable complaint has been made in a general way 
of our friends, the lumber dealers, handling hardware in 
such towns as are amply supplied with regular hardware 
stores. As a fair-minded, business proposition it seems to 
me only reasonable that the lumber dealers in such places 
should discontinue their hardware departments and the hard- 
ware dealers should likewise discontinue such goods as come 
particularly in the lumber line. With a view to creating 
such a sentiment and of obtaining the view of the lumber 
dealers as a body, along this line, I would recommend that 
a committee be appointed to confer with the lumber dealers 
at their headquarters in the Albany Hotel. 


DUES SHOULD BE INCREASED. 


In my opinion the by-laws should be so amended as 
to make the annual dues five dollars instead of three dollars 
as now provided. From my observation of the past year I 
do not see how we can pay expenses on three dollars per 
year. It is necessary to pay one dollar per capita to the 
National Association. 

I have had no instructions about receiving applications 
for membership and applying the fees thereon in any way 
except for the fiscal year ending Feb. 16, 1904. Several have 
made application within the last few months and feel that 
they should be paid for a year from the time their applica- 
tion is made. While these people have undoubtedly had the 
benefit of the work which has been done prior to their tak- 
ing membership still I would recommend that all member- 
ships be payable annually in advance and that the fee ac- 
companying application cover dues for one year from date 
application is made. 

In closing my year’s work I wish to thank the members 
for the hearty support which they have extended me. If I 
have made mistakes I trust they will be overlooked and that 
you will believe they were errors of the head, not the heart. 
My every act has been to the best of my ability, for the best 
interests of the association. The work has been laborious 
and many times disheartening and perhaps we have not ac- 
complished as much as might be expected yet I feel we have 
made a start and it may be at some date in the future we 
can look back at our first year’s effort and feel that it has 
not been in vain. 

I trust you will extend to my successor the same gen- 
erous treatment which I have had and that the ensuing year 
may be a more successful one than the one just closed. 
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THE CENTURY CASH REGISTER. 





Prospective purchasers of cash registers will be in- 
terested to learn that a special offer is being made at 
present. by the Cen- 
tury Cash Register 
Company, 656-674 
Humboldt Av., . De- 
troit,. Mich. upon 
their total adding 
“Century” cash reg- 
ister. 

This machine — is 
guaranteed for five 
years. It is shipped 

deptueny trial Snaiahin: subject to a trial of 

: seven days before ac- 
ceptance. The Century is well made and contains all 
the well known and desirable cash registers which cost 
three times the price of the “Century.” Full informa- 
tion, price and circulars will be mailed upon applica- 
tion to this company. When writing, kindly add: “Saw 
it in THe AMERICAN ARTISAN.” 
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TUESDAY AFTERNOON SESSION. 

The Tuesday afternoon session of the Indiana Retail 
Hardware Dealers’ Association was called to order at 2 p. m. 
by President E. M. Bush, Evansville, Ind., 200 members being 
present. The audience all arose and sang “My Country, ’Tis 
of Thee” to a piano accompaniment, this anthem having been 
distributed through the audience on slips. 

FRIENDSHIPS ARE RENEWED. 

President Bush said: That soul-inspiring hymn always 
lifts me to the seventh heaven—and next to that in uplifting 
me is this annual meeting in convention together, when we 
renew some of our warmest friendships and grasp the hands 
of Indiana’s most worthy citizenship, comprising hardware 
merchants, members of manufacturing and jobbing concerns, 





traveling men, and last, never least, those representatives from 
other states of our trade papers, who have so loyally sup- 
ported our cause, and in many ways extended courtesies to this 
Association. 

A GREETING IS EXTENDED. 

To you all, in behalf of the Indiana Retail Hardware 
Dealers’ Association, I extend a most sincere and cordial 
greeting. The traveling representatives do I desire to thank 
for their efforts to increase our membership by urging those 
not members to become so, and for assistance to our Associa- 
tion, rendered in many other ways. 

I ask these gentlemen to report to the officers the arrival 
of any whom they know to be new to our assembly, that we 
may give all such a hearty welcome. 


PROMPT ATTENDANCE URGED. 
One favor, I beg, gentlemen, that you wax not so clo- 





quent in talking your wares to our membership, as to delay 
them in prompt attendance at the openings of these sessions. 
If you will assist us in promptness, by closing your rooms 
five minutes before our opening hours, we agree to close 
promptly and thus afford you ample time between sessions 
to get in your work. 

AN INTERESTING PROGRAM. 


To the members, both to those who have been with us 
before and to our recruits whom I most heartily welcome to 
our ranks, let me say, we have aranged an interesting pro- 
gram in addresses and discussions, not one of which can you 
afford to miss. Above all, I urge promptness at all session 
hours. Let not those in attendance be disturbed and annoyed 
by late arrivals. I shall practice what I preach—your presi- 
dent must earn his salary. 

Our session this afternoon is an open one and all present 
are invited to remain. 

Again, gentlemen, I greet you. 





President, E. M. ssush, Evansville. 


Ex-President W. P. Lewis of New Albany said: “Indi- 
ana has always rejoiced in a loyal membership—at least, at the 
present time. We have an uncomonly fine President, who is 
thoroughly equipped for all the duties of his position. He, 
however, lacks one instrument, namely, a gavel. I herewith 
present this gavel in the name of the Indiana Retail Hardware 
Dealers’ Association.” 

President E. M. Bush of Evansville said: “I accept this 
gavel with pleasure and hope to wield it with justice. It has 
been the greatest honor of my life to preside over this Asso- 
ciation. I will gladly take it home to my sanctuary and keep 
it in my den.” 

Ex-President W. P. Lewis of New Albany then delivered 
the following address on 


OBSERVATIONS. 





NO MEAN EVENT. 

Mr. President, Gentlemen of Indiana: The annual gath- 
ering of the Hoosier clan is no mean event. The privilege 
of seeing the bare-faced head of our honored President, the 
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broad and sustained smile of our worthy Secretary, the pleas- 
ure of renewing old friendships, and the making of new ones; 
of being taken seriously for a few days; of being referred to 
as Mr. Henry Clay of Claysburg and Mr. John Jones of 
Jonestown; and of getting away from the baby temporarily; 
these blessings added to the pleasure of being present when 
in groups in the lobby and around the festal board, good 
stories from the lake meet good stories from the river and 
vie in friendly rivalry to produce lung-splitting guffaws from 
all the state; in short, the amenities of the convention alone 
are worth the time, the trip and the cost of membership. 
This life is a mystery. Science, history and philosophy alike 
in their respective spheres have struggled to solve the puzzle 
and all have failed or at least have had only partial success. 
It is therefore without humiliation that I confess my inability 
to understand why so many hardware men whose vital com- 
mercial interests are bound up in the success of this move- 
ment are indifferent, careless and withhold that personal mag- 
netism which if freely contributed by every member would 
quickly develop an organized influence that would move the 
powers that be, would in fact become one of the powers 
that be. 
HARDWARE MEN ARE MODEST. 

I think modesty is the key. Hardware men are modest. 
They take the rear seats in the prayer meeting, but I have 
noted very few rear-seated hardware men at the vaudeville. 
Colonel Gray, a distinguished editor with religious instincts 
and Baptist affiliation, was asked to open a Baptist conven- 
tion. He was a very modest man. After neatly calling the 
assembly to order and introducing the principal speaker, he 





First Vice Pres, A. N. bhidler, South Bend: 
sat down and slowly began to hitch his chair to the rear and 
out of the public gaze. He had moved some distance in this 
process of self-effacement when suddenly the sextion rushed 
up to him and said: “Colonel, one more hitch and you will 
dump into the tank.” Some of our Indiana hardware dealers 
are so modest and are so far back already that one more hitch 
and I fear they will dump into the broth. 
INDIANA SHOULD COME TO THE FRONT. 

Hardware men of Indiana, come to the front. Indiana 
should be, can be and I believe will be the greatest Roman 
of them all. Geographically the center of the Union, and the 





center of. population; her north shore washed by the rolling 
waves of storm-tossed Michigan; her southern boundary 
swept by the buoyant flow of the river beautiful; her men of 
letters, her men of state brilliant and honored; proud, doubly 
proud of our Hoosier birthright—men of the craft, this is our 
opportunity. There is a tide in the affairs of men which, taken 
at its flood, leads on to fortune; omitted, all the voyage of 
their life is bound in shallows and in miseries. 

CARRY NO CHIPS ON OUR SHOULDER. 


The issues of the hour are pressing on every man, the 
spirit of Brutus would scorn the craven who bears not arms 





W. P. Lewis, New Albany, Member Exeeutive Committee. 


in his own defense. Argument is divided into three parts— 
discussion, contention and fight. Discussion is argument at 
sixty degrees Fahrenheit. Contention is argument at blood 
heat. Fight is argument white hot. Our state and national 
association must be trained in argument. We carry no chips 
on our shoulders and we desire all negotiations sung in the 
discussion register, but we must occasionally have “the last 
word,” and have these last words heard and heeded. We 
therefore object to the experience of an old Dutchman in a 
country store. He was one of a company who were discuss- 
ing matrimony, its merits and demerits. The comments had 
been general and quite -free, but Hans was silent. He was 
finally asked for his opinion on the subject. He said, “Vell, 
my friendts, dot marrich matrimony vas a great invention, 
hud id vas chust as easy for a camil to walk true mit a 
needle’s eye as for a man to get de behind word mit his wife.” 


A SHORTER CATECHISM, 


Our hardware association is a great invention, but it 
sometimes seems to those who are faithless and therefore 
unbelieving that it is as easy to perform the camel act as to 
have our request plainly heard and effectively heeded. How- 
ever, let us not grow pessimistic; let us take stock. Let us 
formulate a shorter chatechism. 

What are the objects of organization? 

The object of our organization is to obtain from the 
manufacturer and jobber that recognition, consideration and 
protection which is our due, and by free and friendly confer- 
ence learn the best business methods. Are these objects more 
firmly established to-day than when we were first organized? 

They are. 

Can these objects be more firmly established in the future 
than they are to-day? 

They can. 

What influence has been most effective in this movement ? 

State and national hardware associations. 
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Are these associations growing? 

Yes, rapidly. 

What is the influence of those hardware men who are not 
members? 

Highly injurious to themselves. 

Is there any sufficient reason why all hardware men 
should not become members? 

There is not. 

Will these associations flourish for a year or two and 
then vanish in thin air? 

As long as this old world, increasing, expanding, develop- 





J. L. Falton, Portland, Member Executive Committee. 


ing, demands hardware there will be found in commanding 
importance the hardware association. 

If all hardware men should immediately become members, 
what would be the effect? 

Bush and Corey would have a fit. 

But in all earnestness, permit me to state one more ques- 
tion. 

A QUESTION THAT WILL NEVER DOWN. 


How can our state and national organizations become 
more efficient ? 

This question is never closed. It will never down. It is 
the first one to rise and beckon the attention of an adminis- 
tration as it takes up the reins. It rides on the box with the 
driver through all the days of administrative toil, and at the 
close of one is ready, lusty and strong to assault the incoming 
executive of another. But let it come. It has been met and 
will continue to be successfully met. To one who remembers 
the beginning of this association, when, some five years ago, 
in the city of Evansville, at the call of a few hardware dealers 
in southern Indiana, a score or more earnest men met and 
brought into being that which has become this mangnificent 
organization, it certainly seems that some one has been an- 
swering this question if increase in membership indicates effi- 
ciency; but numbers alone do not represent the climax of 
efficiency. If every member here will have inscribed on his 
next purchase of stationery, “Members of State and National 
Hardware Association”; if every member will display con- 
spicuously in his store a sign bearing this same inscription— 
“Members of State and National Hardware Association” ; 
if every member will read carefully each circular letter 
sent out by the officers of either state or national association, 
and act at once on their recommendations, whatever they may 
be, it will soon be clear that our organization is a power. To 
me it is clear now that an impression has been made. There 
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are many evidences that the rights of the retail dealer are 
being seriously considered, but let us be patient; let us also 
be persistent and determined. A favorable outcome is sure. 
Concert of action on the part of several thousand retail deal- 
ers cannot fail of results, but there must be concert of action. 
There must be a united front. There must be harmony. 
There must be esprit de corps. 


ACT NOW. 


With these characteristics in strong action applied both 
to the National Insurance Company and in opposition to the 
parcels post bill, something of consequence will be accom- 
plished. Act now. The tide is at the flood. Let no man 
leave Indianapolis without taking a policy in the National 
Insurance Company. 

Strong in its management. 

Officered by experienced insurance men. 

Organized under the laws of Pennsylvania and on the 
most approved mutual plan known. Several hundred thou- 
sand already in force, and Indiana the second largest sub- 
scriber. Indiana is always to the front. I am proud of the 
state, but if at this meeting we can write enough applications 
to place Indiana first, “then can thy servant depart in peace.” 


A VICIOUS MEASURE. 


The parcels post bill is a vicious measure. Carelessness, 
negligence, indifference, procrastination—all these let us put 
away at once, and if any man has not already done so, as a 
member of the state and national hardware association let 
him address the congressman of his district and both senators, 
urging opposition to the parcels post bill. It is devoid of 
statesmanship. It asks the government to do one dollar’s 





Sec’y-Treas. M. L. Corey, Argos. 


worth of work for a special class and charge them only ten 
cents for said dollar’s worth. 


Let us close ranks. Let us move forward, without noise 
of fife or drum, without pomp and pageantry, but noiselessly as 
the springtime comes and as surely, too. Let us stand for 
non-interference with consumers. Let us stand for our con- 
stitution. Let us stand for justice, the cornerstone of Amer- 
ican diplomacy and American supremacy. 

A. F. Sheldon, Chicago, then delivered an address sub- 
stantially as follows on the subject of 
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THE SCIENCE OF SALESMANSHIP. 


SALESMANSHIP DEFINED. 

In order to understand this question of the science of 
salesmanship we must have definition of salesmanship and of 
science. Science has been defined as organized knowledge, 
and salesmanship has been defined as the art of disposing of 
goods, but salesmanship meaning the disposal of goods for a 
profit means a broader definition than this. Salesmanship is 
the power born of the combination of positive qualities to 
enable those who possess it to influence favorably a high 
average of those persons to whom they may try to sell. There 
is no luck or chance in business. The two foundation stones 
of success are character and health. Character is that central 
magnetic force of true manhood and real womanhood born 
of a combination of the positive qualities and faculties, mental, 
moral, physical and spiritual, the natural product of which is 
the power to influence. 

BASIS OF HEALTH AND CHARACTER. 

Health is governed by natural law and is not to be con- 
sidered merely as the ability to eat three meals a day, but is 
a harmonious condition of the entire human system which 
enables the proper performance of physiological functions 
and promotes the positive qualities. Health and character 
rest on education. By education I do not mean that which 
you go to college to secure. The best college is the college 
of hard knocks, and many of us can boast a post-graduate 
course therein. 

EDUCATION. 

Education is the drawing out of our qualities and facul- 
ties. Knowledge and experience are a good mixture. Educa- 
tion is easy to’secure. Concentrate your mind and think right 
and you will add daily to your store of knowledge. The man 
who takes out a book and adds to his store of knowledge while 





C. Boonshot, Petersburg, Kx-stsember Executive Committee. 


waiting for'an appointment will surpass the man of equal 
mental capacity who does not thus concentrate himself. 
SHOULD DO THE IMPOSSIBLE. 

If a thing is impossible, do it anyway. The other day 
my manager came to me and said we cannot get some circu- 
lars; it was impossible. “Why is it impossible?” I asked. 
“The printer has said that he cannot possibly get them in 
time.” As it was essential for us to have the circulars on‘a 
certain date, I called up the printing office and asked them to 
mail us their account. At that time we weré running an ac- 
count with them of some $2,000. The upshot of the matter 
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was that the printers found a way to get those circulars for 
us. The way to succeed is to do the impossible. 
CLASSIFICATION OF SALESMEN. 

The first step in the organization of any science is the 
classification of knowledge. 

There are four kinds of salesmen: First, the retailers, 
who sell to individuals; second, the wholesalers, who sell to 
the retailers, who in turn sell again; third, specialty sales- 
men, who sell to individuals—insurance solicitors, for exam- 
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Ex-Second Vice Pres. W. B. Shipley, Lafayette. 


ple, are to be classed in this division; fourth, promoters, who 
take the initiative and create new enterprises. 
FACTORS IN SALES. 
You will find the following factors in every sale: First, 
the salesman; second, the customer; third, the article sold; 
fourth, the sale itself. 


SELF-EXAMINATION, 


Science can help the salesman. A man should go home 
and look at himself; analyze himself and find his weak spots. 

There are three chunks into which every man should cut 
himself—namely: First; the body; second, the mind, and 
third, the soul. Each of these three have certain faculties ; 
thus the vigor and health are bodily faculties. Each quality 
of body, soul or mind has its negative. Thus, for the body, 
sickness is the negative of health. The mind has reason and 
judgment as qualities and unreason and injudiciousness as 
their negatives. 

The soul has the emotion, faith, love, etc., and all have 
their opposites. The germs of all these qualities lie in all 
men. 

COROLLARY SCIENCE. 

In regard to customers I would say there are many 
things in corollary sciences that are of interest. I do not advise 
any one to become a long-haired crank and make a mania of 
phrenology, and for that matter I believe your customers 
would object to your feeling their bumps, even if you wanted 
to. But there is much to be learned from a study of decided 
types. The study of human nature means much and so does 
inttuition. Women have by no means a corner on that com- 
modity. Intuition develops in due proportion to other posi- 
tive qualities. A special emphasis on those of a moral and 
spiritual riaturé. Woman has greater intuition than man 
because she’ has a greater development of the moral and 
spiritual qualities. Spitittiality cuts a big figure in a man’s 
business, and in this age of comimercialism it is the commer- 
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cial value of good, old-fashioned virtues that are generally 
recognized. There is great benefit from their development. 
THE QUESTION OF THE ARTICLE SOLD. 

The article sold is susceptible to great study, and in this 
connection the study of logic will greatly benefit a man. 
Pick anything to pieces that you want to sell. Find its salient 
selling features and marshal them logically. The human 
windmill and the verbal cyclone are out of date. 

MEN OF CHARACTER NEEDED. 


What the business world of salesmanship needs is men 
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A. H. Burkert Gosport, Sergeant at Arms. 


of solid character who are correct reasoners and logical speak- 
ers. If a personal salesman, he will exercise these same prin- 
ciples of logic and analysis, as far as the article to be sold is 
concerned, and these general laws apply to anything under 
the sun which is for sale. Every time he opens his mouth 
he will say something. When he expresses himself that ex- 
pression will contain thought, not ideas alone. There is a 
great difference between thought and ideas. 


"A SILENT SALESMAN. 


I can illustrate what I mean by this by outlining a con- 
versation which took place recently between Mr. Scott of 
Carson, Pirie, Scott & Company and myself. Mr. Scott said 
tome: “I have often wondered why it is that a certain silent 
man in our employ sells so many goods. He is not a great 
talker; he is a (here the speaker motioned deliberately with 
the index finger, as a man naturally does in thoughtful, de- 
liberate, earnest and logical conversation) man of this sort.” 
I answered: “Well, Mr. Scott, in the first place, I would 
be willing to wager that this man is a man of sterling char- 
acter, with whom you would be willing to trust a large sum 
of money if necessary.” He said: “Yes, that is true.” “And, 
in the second place,” I said, “you will find that this man is a 
logician; he is a correct thinker, a clear reasoner and a logical 
speaker. When he has finished talking the customer remem- 
bers the points that he has made. He drives every nail clear 
through and clinches it. Every time he opens his mouth he 
says something.” And Mr. Scott said: “Yes, that is right.” 
Then I said to Mr. Scott: “That man is a scientific sales- 
man, whether he knows it or not. He is working in obedience 
to many of the natural laws of success in salesmanship, either 
consciously or unconsciously.” 


THE SALE ITSELF. 


We must hasten on here to a consideration of the fourth 
and last factor which enters into every sales transaction, the 
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sale itself. This is indeed a most important part of the trans- 
action. It is here that the profits are realized. 
MENTAL PROCESSES. 


In connection with the mental laws of sales let us inquire: 
What are the mental processes through which the mind of the 
customer passes before the sale is consummated? Did you 
ever stop to think of this? Personally, I know that I thought 
on that subject long and hard before the mental law of sale 
became entirely clear to me. It is a simple law, just as all 
laws of nature seem simple when they are once made plain. 
As a matter of fact, the mind of any one who acquires any- 
thing—through purchase or otherwise, unless possibly it be by 
gift—passes through four mental processes, no more and no 
less. The first mental condition is attention, the second is 
interest, the third is desire and the fourth is resolve to buy. 

PICKING UP A STONE. 

You and I never acquired anything even by so simple an 
act as picking up a pretty stone on the beach, but in the act 
of acquisition our mind passed through those four mental 
processes. I am walking on the beach, my attention is at- 
tracted to a stone, I take an interest in it, I desire it and reach 
down and pick it up, and my mind has passed through those 
four mental processes. They may be so closely allied, the 
mind may pass from the one condition to the next and so on 
to the last of the four so quickly as to make the processes 
seem simultaneous in their existence, but nevertheless there is 
a dividing line between each. 

THE LADY AND THE ADVERTISEMENT. 

And, again, Mrs. Brown reads an advertisement in the 
newspaper. In this instance we will say it is one of the large 
advertisements of one of the great retail mencantile houses 
called “department stores.” Her attention is attracted to a 
given article, or, perhaps independent of the advertisement, 





Z. T. Miller, Bloomington, Il., Ex-Pres. National Ketail Hard- 
ware Dealers’ Association. 
necessity has attracted her attention to it. But in the case of 
the advertiseemnt, she reads on and takes an interest in a 
given article or articles; then she reads further still and her 
desire is created for it, and she takes her purse and goes down 
to that store with the resolve to buy already created. 
Thousands upon thousands of people tell the personal 
salesman, or respond to the advertisement of the advertiser, 
with the answer, “I can’t afford it,” when that answer is a 
mere excuse, a mere put-off. Had the salesman done his work 
well, had he converted attention into real interest, intensified 
interest until it became a burning desire, resolve to buy would 
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have followed as a natural consequence and a purchase would 
have been made in obedience to natural law. 


ILLUSTRATION OF BICYCLE CRAZE, 


This principle was forcibly illustrated a few years since 
during the bicycle craze. You and I have seen hundreds— 
yes, thousands—of working people riding to the factory or to 
the office on bicycles, when in the earlier days bicycles cost 
from $75 to $100. These same people if asked to buy some- 
thing else, which possibly might have been of even more real 
value to them than a bicycle, would have answered that they 
could not afford it. The real truth was that they did not 
desire it as much as they desired that bicycle. Their atten- 
tion had been directed to bicycles through advertising and 
through observation of other people riding “bikes.” Their 
interest was gradually aroused in the bicycle question. That 
interest ripened into a burning desire, and that desire ripened 
into resolve to buy. Thousands bought bicycles who couldn't 
afford them, who couldn’t even afford a warm lunch at noon, 
but carried their cold lunch with them on the back of that 
“bike” which they had bought in obedience to the working of 
a natural law, the mental law of sale. 


THE LAW OF HUSTLE. 


There is just one further law of success which I would 
like to mention in closing my remarks. It is one of those 
eternal laws of truth which bind all candidates for success 
together in universal brotherhood. It is a law which applies 
with equal force to the personal salesman and to the advertiser 
—indeed to all men in all walks of life, and that is the eternal 
law of “hustle,” the law which crystallizes itself into the motto 
of our school. 

The reason why most men do not accomplish more is 
because they do not attempt more, and again into that vital 
aphorism: “Genius is only energy intensified.” 


PADEREWSKI AND QUEEN VICTORIA. 


I never hear the use of that term “genius” without think- 
ing of what Paderewski said to Queen Victoria. Possibly 
you remember the instance. She had honored him with an 
invitation to perform in her presence, and after he had fin- 
ished she complimented him upon his genius as a musician, 
and he said, “Yes, madame, the world now calls me ‘a genius,’ 
but there was a time when I was just an ordinary musician. 
But I resolved that men should call me ‘a genius,’ and I 
began to practice, madame. I practiced hours, I practiced 
days, I practiced weeks, I practiced months, I practiced years, 
and finally I became what men call a ‘genius.’ But, madame, 
before I was a ‘genius’ I was a drudge.” 

I believe that is true. If we would enjoy marked success, 
be our field that of personal salesmanship or that of the ad- 
vertiser, we must recognize this eternal law of “hustle.” We 
must realize the fact that we must intensify our energies. 

Raymond Van Camp of the Van Camp Hardware & Iron 
Co., Indianapolis, on behalf of the local manufacturers, invited 
the members present to attend a banquet to be held Wednes- 
day night at the English Hotel. 

Various traveling men on being called upon to address the 
convention spoke as follows: 

H. W. Beegle of the Rochester Stamping Co., Rochester, 
N. Y., said: “Being a Methodist, I always respond when 
called on to speak. Your secretary, M. L. Corey, wanted me 
to tell you something about sharpening pocket knives. When 
I talk to one man, even so august a man as your president, I 
feel at home. But I am scared when facing so many. To 
interest your customers I would advise you to take up some 
definite item each week. You might take up the Jones axle 
grease for one week, but your endeavors for pushing it are 
likely to be haphazard. Talk axle grease to every one that 
comes into your store and have your clerks talk it. Have a 
package of axle grease in front of your store and some signs 
reading ‘Jones’ Axle Grease.’ ‘It Doesn’t Grit.’ ‘It Doesn’t 
Gum Up.’ Have your clerks talk axle grease to all cus- 
tomers whether they are likely to buy or not. You get an 
indirect benefit because people always think there is always 
something new to be seen at your store. Instead of axle 
grease you might show baking dishes. Set out.a baking dish 
and have your clerks call the attention of every man, woman 
and child that comes into your store to its good qualities. . Tell 
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them it makes a nice wedding present. A washer woman 
may need a wedding present in a week or two, and in that 
case she would naturally think of you. We are all apt to 
get in a r-u-t. I used to travel in Missouri, so you see | am 
a Missourian as well as a Methodist. Hardware men used 
to tell me, ‘I cannot sell that class of goods. My people are 
different from other localities.’ There was a town in Missouri 
that was a poor hotel town. All of the hotels lost money. 
They had an odor which did not act as an appetizer at meal 
time, and traveling men shunned that town whenever they 
could. A new man bought one of the hotels in that town, 
He had it painted, had the floors scrubbed and the sheets 
washed. It is now a favorite stopping point for the traveling 
fraternity and travelers go out of their way to stay there 
over night and every one said this hotel venture was sure 
to be a failure. I was in Des Moines last week and the Iowa 
dealers would like to steal your secretary, M. L. Corey, as 
they think he is a remarkably fine fellow. I told them that 
here in Indiana Mr. Corey did not cut such a commanding 
figure, as there were a great many hardware dealers in In- 
diana who were just as good as he was. I learned of one 
hardware dealer in Iowa that cut down the catalogue house 
sales in his territory three-fourths on a certain line at a time 
that others thought business was slipping away from them 
more and more each year. One hardware dealer told me how 
he sold wash boilers at a net profit of $2 each. You cannot 
make $2 profit on a $1 wash boiler.” 

E. M. Bush, Evansville, said: “I believe Mr. Beegle is 
right in saying that you should set a certain article out and 
have the clerks talk about it. You get results by doing this.” 

Frank Wells of E. C, Atkins & Co., Inc., Indianapolis, 
said: “I have spent a quarter of my life talking to you in- 
dividually, but have not had much experience talking to 
dealers en masse. I feel that I belong to the family. I have 
been going to the college of hard knocks that Mr. Sheldon 
has told you about for many years. My professors you see 
sitting before you, but they are good fellows at that. Any- 
thing that I can do for you gentlemen of the association or 
that the firm I represent can do for you will be gladly done. 
If you can arrange to go to our factory, I would be glad to 
take a party or individuals. Those who have not been will 
be interested, and those who have been will be re-entertained.” 


D. G. Hughes of the Estate of P. D. Beckwith, Dowagiac, 
Mich., said: “I have nothing to say. I was here a short 
time ago and figured out that 250 people were present. We 
have only given a hundred of our mugs away. I extend an 
invitation to all present to call and get souvenirs. The num- 
ber we have to dispose of is limited, as they take up consid- 
erable room and we received no special express rate. I 
would be glad to have you call this evening or to-morrow 
morning to take one to your room, but not to the bar. 
There are plenty of mugs at the bar already. Some of you 
who have no cups at home will find them quite valuable. I 
hate to give Secretary*Corey away, but he told me that he 
had no cups at home and wanted me to save’ him half a 
dozen of the mugs. And now let me give you the history 
of our concern. We made the first Round Oak stove in 1870 
out of cast iron. When a fire was built under it it expanded, 
and it has been expanding ever since.” 


C. B. Howland of J. E. Porter Co., Ottawa, IIl., said: 
“I am glad to be here and I feel local pride in having the 
convention here with us. In looking over your program I find” 
you have a paper on the subject of ‘Local Organization.’ You 
have tested state organization and national organization and 
have found them to be good. But there is an element which 
you can reach through local organization which you cannot 
reach through these bodies. You have passed resolutions on 
catalogue house competition, jobbers selling to consumers, the 
parcels post, etc., but you have not touched jealousy, which is 
the great trouble locally. You should form a merchants’ 
association in your town and get in the groceries, the racket 
stores and the dry goods men. You should make an agree- 
ment with them to keep out of their business and have them 
keep out of yours. The sum of individual successes in a 
town is the prosperity of the town.” 
Thomas L. Hayden, Belknap Hardware Co., Louisville, 
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Ky., said: “I would like the members of this association to 
hold a meeting in Louisville if possible.” 

Wm. Cumback, Jr., of the H. T. Conde Implement Co., 
Indianapolis, after having been forcibly brought into the hall 
by a committee consisting of Frank Wells and M. L. Corey, 
said: “I have been coerced and feel that I am placed in a 
false position before you. My paternal ancestor on my 
father’s side had quite a reputation as an orator, but that is 
no sign that I have also. But I will tell you a story. Jno. E. 
Lamb is the Congressman representing Terre Haute. He is 
a democrat, by the way. There is a Dutchman in that town 
who thinks Lamb is the greatest man that ever lived. Some 
one told him one time that the Bible said that the Savior was 
the greatest man that ever lived. ‘Oh, vell,’ said Mr. Lamb’s 
adherent, ‘Lamb vas a young man yet.’” 

Robert Craig, Janesville Machine Co., Janesville, Wis., 
said: “In a town where, baptism was going on an 
inquisitive and stuttering traveling man got too near 
the edge of the tank and the minister soused him in. When he 
got out he said, “You have made a mistake.’ I have nothing 
particular to say. I see a great many faces before me of 
those that I have met before. I have always been used well 
by the trade of Indiana, even if they did not buy my goods.” 

E. M. Bush, Evansville, said: “That stammering story 
reminds me of a story about my wife. This is a true story, 
gentlemen. She desired to hail a street car which was slowly 
moving off and spoke to a stranger standing by, asking, 
‘Would you please whistle for the street car?’ On his paying 
no attention, she repeated her request, whereupon the man 
turned around and said, ‘Madam, I can’t whistle.’” 

Ex-President W. P. Lewis, New Albany, said in response 
to a demand by the chair that he tell a story: “There was a 
farmer in New England who was very temperate and had 
pronounced views on prohibition, but he grew feeble in his 
advancing years and while he had no specific complaint, yet 
was in such condition that he required medical attendance. 
So he consulted the village doctor. The doctor looked him all 
over and said, ‘What you need is a good tonic, and the best 
tonic you can take is high-grade whisky,’ ‘I can’t take that,’ 
said the farmer, ‘on account of my son John. It might have a 
bad influence over him.’ ‘Well,’ said the doctor, ‘then take a 
drink when you shave in the morning.’ A few weeks later 
the man’s son came flying to the doctor and said, ‘Come up to 
the house at once and see father.’ ‘What is the matter?’ 
asked the doctor. “We fear he is out of his mind,’ said the 
son; ‘he is shaving himself six times a day.’” 

President E. M. Bush of Evansville then announced the 
following committee: 

Sergeant-at-Arms—A. Burkert, Gosport. 

Resolutions and Communications—J. L. Fulton, Portland; 
N. R. Stoner, Rochester; J. Raichenbach, Huntington. 

Auditing Committee—J. G. Dupriez, Shelbyville; A. W. 
Smith, New Ross; W. E. Campbell, Hartford City. 

Grievance Committee—Geo. F. Wineman, Hope; W. E. 
Ballard, Muncie; D. G. Shanklin, Franklin. 

Insurance Committee—A. N. Shidler, South Bend; H. D. 
Trueblood, Washington; T. J. Lindley, Jeffersonville. 

Secretary M. L. Corey of Argos announced that a 
smoker would be held on that evening and that all traveling 
men and manufacturers were invited. The convention ad- 
journed at 4 p. m. to meet at 10 a. m. Wednesday. 


WEDNESDAY MORNING SESSION. 


The Wednesday morning session of the Indiana Retail 
Hardware Dealers’ Association was called to order at 10:05 
a.m. President E M. Bush announced thé appointment of 
the following additional committees: 

Press Committee—Elmer Nichols, Anderson; Mr. Swine- 
heart, Clinton; H. P. Spaeth, Aurora. 

Committee on By-Laws and Constitution—Mr. Wein- 
hardt, Terre Haute; E. C. Minas, Hammond; T. N. Layne, 
Cloverdale. 

The following names were added to the insurance com- 
mittee, which consisted of the officers and members of the 
executive committee and A. N. Shidler, South Bend; H. T. 
Trueblood, Washington, and T. J. Lindley, Jeffersonville— 
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viz.: J. Dupriez, Shelbyville; C. A. Ellis, Carlisle; J. L. Fulton, 
Portland; W. L. Hubbard, Scottsburg; N. R. Stoner, Roch- 
ester; A. Stratman, Huntingburg; J. E. McEndarfer, South 
Bend, and J. A. Carnahan, Washington. 

Nominating Committee—C. A. Ellis, Carlisle; W. L. Hub- 
bard, Scottsburg; W. M. Hunter, Versailles. 

Committee for Entertainment of National Delegates—C. 
A. Ellis, Carlisle; J. Stalnaker, Indianapolis; Frank Von- 
negut, Indianapolis; Chas. Hall, Indianapolis; J. L. Fulton, 
Portland; W. P. Lewis, New Albany; M. L. Corey, Argos. 

S. M. Sampson, Indianapolis, representing the Indiana 

Grain Dealers’ Association, then addressed the convention 
on the subject of railroad rates. He said: “We are all in- 
terested in securing better service from the railroad company. 
The Indiana Grain Dealers’ Association took this matter 
up last year, but they took it up too late. They will take it up 
again before the next legislature. The grain dealers have 
trouble in getting cars between October 1st and April 1st. 
We are introducing a bil! in the legislature providing that 
freight must be hauled at least fifty miles a day. We are 
also trying.to provide for interchangeable switching between 
the railroads and the interurban lines. This law will be for 
the mutual interest of all trade organizations. 

President E. M. Bush, Evansville, then delivered the 
following 


ADDRESS. 





A CORDIAL GREETING IS EXTENDED. 


It seems only yesterday that I stood upon this self same 
platform accepting from you the honor of president of this 
association. But, twelve months have hurried by and brought 
changes to many of our members. Familiar faces I see be- 
fore me, many of them. New ones, too, are among the num- 
ber. To one and all, I extend a most cordial greeting and 
bespeak for every one a pleasant and profitable time. 

PEER OF THEM ALL. 


In so large a membership, some of our number in the 
year gone by, may have passed to the Great Beyond. Of this 
I have no knowledge, but request that if any of you have 
such a message of sorrow for us, you will make it known 
to our secretary, that suitable resolutions may be passed by 
this body. 

Some of our members have, I know, made business 
changes, and I trust find their new occupations as desirable. 
More so, I cannot say, for to me, now as when I began it 
thirty years ago—Hardware is peer, aye, king of them all. 

NO FAILURES. 


I am not aware that failure has come to any of us. May 
we not congratulate ourselves upon this, and give, at least, 
a small part of the credit of this creditable fact to the aid 
and influence of this association for its membership, in equip- 
ping them with the knowledge of how best to contend with 
adverse influences found in the trade and in each community. 
Let me for one bear testimony that my customers, as well 
as myself, have profited much from my meeting here with 
fellow hardware men—imbibing their ideas and plans, and 
using them to the advantage of my own business. 

A YEAR OF PERSONAL GROWTH AND PROFIT. 


Before going further into the business which lies before 
me, let me pay my respects to my predecessor in this office, 
who last year stood before you in this place—our past emi- 
nent commander, W. P. Lewis, of New Albany, a most worthy 
one, following, whom I have, indeed found a most difficult 
task. But if I have been able to bear in such manner as to 
meet, in any way, your approval, the honors and labors which 
he laid down one year ago, then truly shall I feel that this 
has been a year of growth and profit to me. 

CONSERVATISM IN PURCHASING IS URGED. 


This same year has, I take it, brought a profitable busi- 
ness to all, for the demand for and consumption of goods 
has been up to the average of such years in the past. Since 
late fall, however, has come a halting in both output and con- 
sumption of the furnace and mill products. Into what this 
may develop in the next few months, none can tell. The 
Louisiana Purchase Exposition and presidential year may 
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affect retail business to some extent. Let us pursue a wise 
policy, be somewhat conservative in the quantity of our pur- 
chases, not, of course, to the point of empty shelves or broken 
stock—that is always bad business. Watch stock closely, buy 
often, but cautiously. 


EXPECTS NO RADICAL REDUCTION. 


I am neither a “prophet nor the son of a prophet,” but I 
expect no radical reduction in merchandise, Should it come 
—trimmed sails are safe—and small but frequent buying a 
very good motto. 

DISCOUNTS ARE MORE EASILY REMEMBERED THAN NET PRICES. 

And, gentlemen, while buying is before us, let me ask how 
many of you insist that goods regularly sold by list and dis- 
count, shall be so figured upon your invoices? Those doing 
otherwise, make a grievous error as far as profits are con- 
cerned. Discounts are more easily remembered than are net 
prices, the first among many obvious reasons for insisting 
upon it; granted, that an invoice which has net prices, is 
more easily and quickly figured, but, gentlemen, for whose 
interest are you conducting business, that of the firm from 
whom you purchase, or for your own? If you do not under- 
stand discounts or abhor them, learn them and you will like 
them. Or a few dollars can make you the happy possessor 
of a book in which almost any combination of discount is 
figured for you. I know some merchants who return all in- 
voices not figured by list and discount. Resorting to this 
plan a very few times will bring your invoices as you desire 
them. Such matters as this we must consider and discuss for 
our mutual benefit. 


PAST, PRESENT AND FUTURE. 


A brief retrospect of this association’s past, a hurried 
glance at its present and future may well interest us at this 
time. Was there need for our birth? Have we a right to 
permanent being? If so, what additional plan should. be 
made to assure a progressive and beneficial existence. With 
so many earnest faces before me, these first questions seem 
puerile, when I recall, that less than five years ago, in June 
of 1890, this association was formed at Princeton, Ind., with 
19 charter members, christened the Southern Indiana Hard- 
ware Dealers’ Association. In nine months this lusty infant 
had tripled its size, having 57 members, when in February 
of 1900, in my own home city, at the solicitation of many men 
from the northern part of the state, it was discovered to be 
fitted for a wider existence and rechristened the Indiana Re- 
tail Hardware Dealers’ Association. 


OBJECTS OF ORGANIZATION. 


Under the title of “Appeal for Membership,” our objects 
and needs of organization were set forth by a committee at 
large, the ten clauses of which I present to you condensed into 
five, briefly, as follows: 

First—To make clear the fact that as dealers, our in- 
terests are mutual, not antagonistic—to lessen destructive and 
senseless oposition which is not competition. 

Second—Thorough association work to discuss questions 
which vitally affect our welfare. 

Third—To properly define and establish our relations: to 
jobbers. . 

Fourth—To develop a defense against mail order cata- 
logue houses, who pay no taxes in our respective communities, 
and handle inferior goods. 

Fifth—A National Association, and proper representation 
in same. 


ROME WAS NOT BUILT IN A DAY. 


Do you not agree, gentlemen, that some progress has been 
made in each of these directions? Greater in some than in 
others. In none of them as much as we want, but Rome was 
not built in a day. 

Let us study these for a moment. Has this association 
convinced its membership that our interests are mutual? 
Has it at all lessened destructive and senseless competition? 
The very fact of this large assembly is sufficient reply. Could 
men like these before me, mingle together, exchange ideas, 
engage in discussion, review the evils from which we learn 
we all suffer alike and can only overcome by concerted action. 
Could you do this and not find that in union there is strength? 
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AIM IS TO BRING MERCHANTS INTO CLOSE RELATIONSHIP. 


As to lessening destructive competition, never was it the 
intention of this association to restrict legitimate competi- 
tion or regulate prices, but rather to bring into closer re- 
lation merchants in the same hamlet, city, county and state, 
that we may learn that Jones across the street, or Smith in an 
adjoining town is not the sneaking, lying, vilifying rascal we 
in our imagination had pictured him, and he us. Knowing this, 
neither is so apt or anxious to cut and slash prices, neither 
one object in life to put the other fellow out of business and 
and probably cripple yourself by the same blow. Rather 
will you refuse to meet or beat the price some scaley in- 
dividual tells you he has had offered him, bobbing his head 
toward your competitor across or down the street, when he 
is probably either lying outright, or has in mind some in- 
ferior article priced in a catalogue from some far away city. 
You know your competitor now; probably you two have 
laughed together over this same scaley individual and his 
wiles. You both know how he goes around the corner and 
returns to say, “After all he guesses he'll buy of you, for 
Smith is out of the goods just now,” etc., etc. So you get 
your price and have cut neither yourself or your competitor 
out of a legitimate profit, as you probably might have done 
in former days. 

HARDWARE MEN ARE ALL RIGHT. 


You and I know, fellow members, that every hardware 
man of this association is all right and as anxious to make a 
goodly living for wife and babies as are you; that he wants 
only the just and fair profit to which he is entitled, and will 
not interfere with your making it, if you will let him do the 
same. If you don’t know this, learn it and act upon it. 


NEVER INITIATE PRICE CUTTING. 


A good rule to go by, is never to cut a price until you 
know it has been cut by another, and some invariably refuse 
to cut a price on first hearing that a competitor has done so. 
They must be reasonably sure he has cut it more than once. 
And the best way to learn the facts of the case is to go to your 
competitor and ask him. You may learn a good deal by ask- 
ing questions. I did one day, about demand and supply, and 
that they do not always regulate prices. Business duplicity 
sometimes governs them. The other day I stepped up to 
a German butcher and out of curiosity asked, “What’s the 
price of sausages?” “Dwendy cents a pount,” he said. “You 
asked twenty-five this morning,” I reminded him. “Ya, dat 
was ven I had some. Now I ain’t got some I sells him for 
dwendy cents. Dot makes me a reputation for selling cheap 
and I don’t lose noddings.” 

A CAMPAIGN OF PRICE CUTTING. 

All destructive competition has not been eliminated, but 
it grows beautifully less among the members of this associa- 
tion. Mark, I say, “Among the members.” Then it be- 
hooves you to persuade every merchant in your county to 
come into this association, that he may benefit by the edu- 
cation which has helped you. For, after all, this is a campaign 
of education. We are educated to have confidence in one 
another, and to believe that all are entitled to legitimate profits, 


-to life, liberty, and the pursuit of a customer. 


INSPIRATION ESSENTIAL. 

But mutual good feeling, alone, can neither increase your 
business, nor make profits. Every man must be inspired to 
have the neatest, tidiest, best displayed, best selected stock 
of goods justified by the size of his city or town. 


THEN GO TO WORK ON THE NEXT THING. 


Be on the outlook all the time for new goods, display 
them in show windows and front of store, calling customers’ 
attention to them till you have created a demand for them, 
then supercede them with a later new thing and begin again 
your campaign. If your competitor adds the same thing or 
something like it, “don’t jeer at him, don’t say, He copies 
everything I do, he has no originality.” Remember this is 
a free country. Take credit to yourself, get chesty and say, 
if it does you good, “Well, I created such a demand for that 
article that Smith had to get them too.” Then go to work on 
the next thing. 

Friendly rivalry in business brings its reward, makes — 














you a more alert, a keener business man, increases your 
stock, enlarges your building and builds up your bank ac- 
count, 

LANDED A LARGE CONTRACT. 

Determine to sell to your own community all its hard- 
ware. You have better facilities for learning the value and 
quality of goods than has the chance consumer. You prob- 
ably know him, may live near him. If properly approached 
and handled, he is more apt to buy of you at the same fig- 
ures, or even a little more than to send away, an doften you 
cannot only make a little profit yourself, but save money for 
him. Illustrating this fact, let me give you a personal ex- 
perience happening since our last meeting. Hearing that cer- 
tain fixtures were needed for a new building in my city, I 
familiarized myself with the goods, butted in, got a hearing, 
succeeding in landing the contract for $850.00 upon which 
was a neat profit. . Was then told by the purchaser that in 
forty-eight hours more he would probably have closed the 
contract with eastern parties for the same kind of fixtures for 
$1,400.00, ‘not knowing they could be bought through home 
parties. Need I tell you, the E. M. Bush Hdw. Co. holds that 
firm as a customer, and before this same building was com- 
pleted, furnished about $600.00 worth of other hardware? 
Gentlemen, it pays to get out and hunt up business. 


ANSWERS TO PRAYER. 


I am reminded of an old colored man who fived near 
my Southern home, known as Uncle Jack. He was a devout 
old negro, but he loved poultry. His master caught him in 
the act of cooking a stolen turkey, and rebuked him for mak- 
ing a profession of religion and at the same time continuing 
the sin of stealing. “I didn’t steal de turkey, massa,” argued 
Uncle Jack; “De Lord sent it. I prayed for it.” His master 
was skeptical and asked, “How does it come that the Lord 
sends you turkeys, while I have to raise mine?” “You jest 
try it, massa,” said the negro; “Try de Lord and see if he 
won't send you a turkey.” The master tried it, but failed to 
get a turkey, and, full of wrath, came back to flog his 
servant for stealing and then lying about it. But Uncle Jack 
stood firm. “You didn’t pray right, massa,” he replied. “You 
prays a formal prayer, like the Phar’sees. You must pray 
like Uncle Jack prays. When he pray, ‘O Lord, send a turkey 
to Uncle Jack,’ de prayer ain’t never answered; but when he 
pray, ‘O Lord, send Uncle Jack foh de turkey,’ de turkey come 
ebry time.” 

HAVE DONE WELL, 

Second Clause. Thorough association work to discuss 
questions that vitally affect our welfare. To this we all agree 
without debate. On this point we have done well. 

RELATIONS WITH JOBBERS. 

Third Clause. To properly define and establish our re- 
lations to jobbers. Have we made the progress here we have 
a right to expect? For complaints have been made to your 
officers this year of the trespassings of jobbers. Has busi- 
ness in these prosperous times come in such volume that we 
have had little time to notice or feel the effect of their tres- 
passings? Have we become discouraged in hoping to remedy 
this evil? Is the jobber respecting our wishes in this matter? 
From observation and the expressions of others, I conclude 
the last two questions are debatable. 


A WILLINGNESS TO WAIT FOR FRUITS OF CAMPAIGN. 


I detect no fear in this association that the evils cannot 
be overcome. But with prosperous times and a good busi- 
ness, comes a willingness to wait for the fruits of our cam- 
paign of education. Promulgated through addresses in our 
association meetings, state and national, published through 
our trade papers, through the correspondence of your secre- 
taries, personal remonstrances of traveling salesmen and 
heads of firms, and we expect much from the advice and sup- 
port we are beginning to receive through the officers of the 
National Jobbers’ Association. 

UNIVERSAL SALES. 


Some firms learn slowly, some need sharp lessons, as 
to the rights of the legitimate retail hardware dealer, some 
meed the school of experience and refuse to learn in any 
other. Certainly, those firms must be taught whose salesmen, 





THE AMERICAN ARTISAN 





AND HARDWARE RECORD 43 


after visiting the legitimate hardware trade, start out to sell 
department stores, drug stores, blacksmiths, pawn brokers, 
clothing stores and clear down the line. Perhaps, under in- 
structions from headquarters; perhaps, justifying himself, to 
himself, that he will sell only what the regular hardware 
dealer does not handle, the salesman goes to the department 
store, opens up his catalogue, gets his order started. 


SALESMAN CANNOT HELP HIMSELF, OH NO, 


Is it a salesman’s nature, as we know him, not to sug- 
gest that the line of purchase be extended just a little this 
trip, just a little next? Of course, he never suggests such 
a thing—the department buyer just demands that he take his 
order, and before the poor salesman knows it, the department 
store has a large line of salable and seasonable hardware. 
Neither he nor the department buyer meddles with a mi- 
crometer, or Arkansas oil stone and their like. Let the reg- 
ular hardware man carry these goods—it would be injuring 
his business to sell these people “hard-ware.” Our good 
friend, the salesman, may have gone into this store fully de- 
termined not to sell such goods as belong to the hardware 
man. Has any salesman ever said to you when you tried to 
buy goods out of your line which he sells to the jeweler or 
furniture man, “My dear fellow, I wish I could, but I can’t, 
it’s out of your line; I’m under strict orders to sell only to 
legitimate trade.” Does he keep all this virtuous conversa- 
tion for the other fellow? 


SCREWS AND GRIDDLES. 


Only the other day, a manufacturer who btys screws in 
good round lots from a firm who sells everybody in a town, 
wanted to know of me if I sold soapstone griddles like the 
one he bought for his own use from a hardware firm that 
made him a shipment of screws. 


ARE BILL POSTERS’ HAMMERS DRY GOODS? 


A department store manager came into a hardware store 
after a jointed handle for a magnetic bill poster’s hammer, 
explaining that the hardware firm who had shipped this with 
sume other goods he had bought, had sent the wrong handle. 
Is it news to you, gentlemen, as it was to me, that jointed 
handled, magentic bill posters’ hammers are either dry goods 
or basement bargains? 

SHOULD CHANGE THEIR SIGNS. 


Let firms who sell pawn brokers, blacksmiths, department 
stores, etc., etc., take down from their store fronts and strike 
from their bill and letter heads, the word “hardware” and 
substitute “general merchandise,” with the motto, “We are 
out after all that’s to be had.” This change of front would 
be made by several firms who masquerade as hardware job- 
bers under existing circumstances. 


A SERIOUS EVIL. 


Let me call your attention to one evil, a serious one to 
those retail merchants in whose city jobbers do a retail busi- 
ness. These jobbers usually have no marked retail prices. 
It’s a hit and miss with them. They instruct, understand me, 
gentlemen, they only instruct their employes to sell an article 
for 50 cents, marked to job at $3.50 to $4.00 per dozen; for 
75 cents, goods marked to job at $5.50 to $6.00, but it most 
frequently happens that the price struck is 35 cents and 5§ 
cents respectively. To their contractor customers they sell 
in single lots for his workman at jobbing prices. This con- 
tractor, honest man that he is, of course, hands the tool over 
at cost to his workman, etc., etc., while the retailer in his 
city and vicinity is kept constantly in hot water, with a 
fluctuating pricé and demoralized market always to contend 
with. Then the jobber wonders why the retailers in his town 
are such fools as to send out of town for their goods. 

RETAIL JOBBERS, 

If these retail jobbers must have a small retail trade to 
make their jobbing ends meet, let them better matters for 
themselves and for us by charging a stable legitimate re- 
tailer’s profit. No howl comes from a retailer on straight 
honest competition. I do not consider it ever justifiable for 
a jobber to conduct a retail business under the same roof 
with his wholesale business. But if he must do it, let him 
do it in a way fair to competitors whom he would like to have 
for customers. Let him publish himself as a retailer and 
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wholesale merchant. This evil is neither confined to one 
firm, nor to one city. 
INJUSTICES SHOULD BE REPORTED. 

If any member of this association has in the past, or shall 
in the future, suffer injustice at the hands of jobber or manu- 
facturer, it is his duty to report it to our secretary. Let me 
remind you that the complaint must be one which you shall 
be in a position to prove, a strong case, lest the association 
be unjustly brought into a fight which, when sifted, is found 
to be only a personal grievance; and so bring us into dis- 
repute where we most need the force and strength of fullest 
respect. It places your officer who lodges this complaint 
with the transgressor in a very embarrassing position if he 
finds himself without the support of a just cause. 

FIGHTING CATALOGUE HOUSES. 


Fourth Clause. To develop defense against mail order 
and catalogue houses, who pay no taxes in our communities 
and who handle inferior goods. As your worthy secretary 
will go into details on this subject, I have little to say. 

Those who study the catalogues of these greatest con- 
cerns, and have noted for a year or two past the better mar- 
gins that are left us on some goods, must know that this is 
a good result of association work. The future is promising 
for us all, as manufacturers learn our strength and deter- 
mination. We can hardly expect to eliminate these mail 
order houses entirely as factors in business, but we have 
through our National Association and through the manu- 
facturers, made them mark up some prices, while some lead- 
ing manufacturers have cut them off entirely. 

RETAILERS’ STRONG ALLY. 

The National Jobbers’ Association is now our strong 
ally in the fight, and by our united efforts, I promise you, 
in the near future relief that but a short time ago seemed 
impossible. 

Even so soon, those who recently received our ap- 
proaches on this subject with scant courtesy, deeming them 
an impertinence, have invited our national officers into con- 
ference with them and officers of the National Jobbers’ As- 
sociation upon this very subject. This is but the beginning. 

SALES TO CATALOGUE HOUSES DISCUSSED. 

At a recent meeting of the National Hardware Manu- 
facturers’ Association and National Jobbers’ Association at 
Atlantic City, our worthy secretary, also as you know, sec- 
retary of the National, was invited to address them. Always 
on the alert to advance the interests of hardware merchants 
and of the association, Mr. Corey discussed ably the in- 
justice to legitimate hardware merchants and, consequent 
evils arising from their sales to these houses, and gentlemen, 
we may be sure this forceful argument will be productive of 
great good to us. 

BLARNEY THEN BRIMSTONE. 


As the vast influence of this association business comes 
up before me, more and more is it beyond comprehension 
why so many dealers in the state, sit supinely by, letting a 
comparatively few do the brunt of the work of saving their 
business from utter destruction. Can they not see? I some- 
times think we must adopt the methods of certain good min- 
isters we know, who conducting revival meetings, talk at 
first only of love, grace, penitence, etc. When all possible 
have been reached through these persusaive means, they go 
after the rest with pictures of brimstone, hell-fire and damna- 
tion. Have we reached the hell-fire stage of our work for 
mew members? ; 

If unable to attend these conventions, will not our fellow 
dealers help the good work with their membership and dues? 
This campaign of education costs something. What a power 
would every state organization be, if 90 per cent of the re- 
tailers were enrolled as members. 

SHOULD PREPARE FOR YEARS OF FAMINE. 

When the next panic and depression of business comes, 
we will realize the greatest benefits from large and compact 
membership. Does any one within the sound of my voice 
believe that we would be suffering to-day from the evils 
we have, had we been able to throw united ranks against 
them? We have had years of plenty, let us prepare by 
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larger membership, closer organization and greater efficiency 
in our work for the years of famine which may not be far 
off. 

THE PARCELS POST. 


Doubly will we need our strength if the mail order 
and catalogue houses secure the enactment of their parcels 
post bill, the most unjust and iniquitous attempt at class 
legislation ever presented for the indorsement of the Ameri- 
can people. 

Will our secretary kindly read this law before we pro- 
ceed further? 

THE “OLD ROMAN” IN THE FRAY. 


At the meeting of the Jobbers’ Association and Manu- 
facturers’ Association in convention toegther at Atlantic 
City, of which I have already spoken, that noble old Roman 
in hardware, W. P. Borgardus, president of our National 
Association, made a most effective argument against this 
measure. He was preceded by a representative of the Parcels 
Post League, and in his audience were some influential 
friends of the measure. But so telling, so forceful was the 
address of our old Roman, that endorsement of the measure 
was unanimously voted down. One most influential firm, 
former supporter of the bill, came out in the trade papers to 
acknowledge they were in the wrong. This body passed 
resolutions to publish and mail to every senator and member 
of Congress in the United States, this address of our na- 
tional president, W. P. Bogardus. All honor to him. 


A PIVOTAL POINT. 


With this address and that of M. L. Corey, upon selling 
catalogue houses, presented on the same day and to the same 
body of men—am I not right in speaking of that day as a 
pivotal point in the history of our association? 

Mighty forces must be used to defeat and keep defeated 
this iniquitous measure. I state, with no fear of contradic- 
tion, that the National Hardware Bulletin, edited by our 
secretary, and the hardware organizations, have done more 
than any other agency in arousing and creating sentiment 
against its passage. 


TRADE PAPERS HAVE HELPED. 


Our trade papers have said much in opposition, though 
not all the situation demands. The American Merchant of 
St. Louis is doing valient work. 

The Indiana Retail Merchant of Anderson has taken up 
the battle, and thus the good work goes on. 


MORE STATES SHOULD ORGANIZE, 

Fifth Clause. Our National Association speaks for it- 
self, including 16 states, its efficient work a powerful factor 
for good to every hardware merchant in the land. I had 
the honor of being a delegate from this body at their last 
convention. My able associate, Mr. Fulton, will give you the 
report of this meeting. 

I ask this convention to memorialize the national to 
devise some means of inducing the hardware men in states 
not now organized to form organizations and join the na- 
tional. Also to urge upon the states already organized a 
more vigorous campaign for increasing their membership. 
Gentlemen, for the work before us, we need the strongest 
national body possible. 

This National Association, with the sole object of 
strengthening itself and benefiting us, has now a well organ- 
ized fire insurance company, of which our ex-president, W. 
P. Lewis, is a director. I am glad to report that many In- 
diana: merchants have placed insurance with them, and trust 
all will render every assistance possible to the good cause. 


HOPES MANY DEALERS WILL ATTEND. 


Indianapolis has the honor this year of entertaining the 
National Association in March. I trust many of you will 
attend. This association is entitled to only a limited repre- 
sentation by delegates, but the courtesies of the floor will 
be extended to all who may chose to come. 


INSURANCE, 


Instructed by this convention at our last annual meeting 
to proceed to organize a state mutual fire insurance com- 
pany for the hardware merchants, members of the association, 
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your president, a few weeks later, requested Mr. Corey to 
issue a call to your officers and executive board to meet for 
consultation in Indianapolis. All responded promptly and 
after consultation with officers of mutual fire insurance com- 
panies and with state officials, and after due deliberation, 
adjourned with instructions to your secretary to seek by 
correspondence, with what help your president could render, 
to secure enough applications for insurance to enable us to 
organize. The plan determined upon was that of the lum- 
bermen, which requires enough insurance to be written to 
produce $50,000 in premiums. The premiums to be repre- 
sented by notes of the members applying for insurance, to 
the amount of $40,000 and cash of $10,000. To secure these 
premiums of $40,000 and cash of $10,000, each application 
for insurance must be for five years, and one-fifth or one 
year’s premium must be in cash; the balance, or four years’ 
premiums, to be represented by a note, non-interest bearing, 
not transferable and constituting your entire liability to the 
insurance company, under any and all circumstances. The 
extreme liability of a policy holder for $3,000 with $1.50 per 
$100 premium would be $225; one-fifth, or $45 in cash and 
note for $180. 

The $2,000 policy holder with the same premium would 
be $150; $30 in cash and note for $120. 

The $1,000 policy holder would be $75; $15 in cash and 
note for $60. 

WILL SAVE MONEY. . 

Would the loss of either of these amounts, should it have 
to be paid, force any member of this association into bank- 
ruptcy? Gentlemen, do not lose sight of the fact that these 
notes will save you yearly from 25 to 50 per cent in your 
premiums and build up a reserve fund in the insurance 
company. 

CIRCUMSTANCES HAVE NEVER ARISEN. 

Of course, one-fourth of your note would be collectable 
annually as your policy expired. The only circumstances 
under which the whole would be collectable, would be the 
unusual occurrence of a string of fires confined to this one 
of business with risks scattered all over the state. One, two, 
or at most, four risks in each town or city, with possibly 
a greater number in the larger cities of the state. Such 
circumstances as I describe have never risen in the history 
of mutual insurance, so far as we can find out. It was 
estimated that with applications for insurance amounting to 
$800,000, with an average premium of $1.25 per $100, we 
would be safe in organizing. This amount of insurance 
would produce $50,000 in premiums, exactly complying with 
the law of Indiana, which has made it as difficult for mutual 
fire insurance companies to organize, as the insurance lobbies 
in the interest of old line companies could bring about. 

AN EASY PROPOSITION. 


This is an easy proposition for us if we have the cour- 
age to sign a note, that will in all human probability, pay a 
yearly interest of 25 to 50 per cent, by saving it in premiums. 
Should a policy holder in the company sell out his business, 
or desire for any cause, to withdraw from the company, he 
can do so and have note refunded. 


SHOULD WRITE OVER A MILLION. 


According to Dun’s year book, there are over 1,100 hard- 
ware merchants in Indiana. If 275 of these merchants will 
take a $3,000 policy, our limit upon any one risk; or 400 
of them a $2,000 policy; or 800 merchants a $1,000 policy 
upon which the average premium is $1.25 per 100, we can 
comply with the law and organize. But, gentlemen, we 
ought to write a million and a quarter of insurance at once, 
for if 1,000 hardware dealers in this state own stocks of only 
$3,000 each, the amount would aggregate $3,000,000. With 
an insurance company formed in Indiana, any member of 
this association can if he so desires, and his stock justify it, 
insure for $9,000 as follows: $3,000 in Indiana; $3,000 in 
the National; $3,000 in Minnesota. With this proposition, 
though not presented in exactly this manner, your secretary 
and president made several appeals to our membership and 
succeeded in securing pledges for a little over $400,000. 
With this report of our labors, the matter is referred back 
to this body for final action. We believe an insurance com- 
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pany can and ought to be organized in Indiana, both for 
the saving of dollars and cents to our members, and for 
the benefit it would be to the association in an increased 
membership, even more closely welded together. 

With this incomplete and very imperfect review of our 
association’s past work, with this very limited glance into 
the possibilties of the future before you, we return to the 
keystone of this address. 

PRAISE FOR SECRETARY COREY. 

Have we justified our birth? Have we a right to con- 
tinue and prosecute our work? Are you satisfied to con- 
tinue your membership and influence with us? I leave the 
question in your hands. 

In closing, let me commend the untiring work of our 
most efficient secretary, whom I am glad to count as my 
personal friend. All work intrusted to him is well and thor- 
oughly done. And for hanging on and getting results, he has 
the tenacity of a bull dog—as illustrated by an experience 
I had with him this past summer while camping in the wilds 
of Minnesota. 

FLAGELLATED WITH FLYING ENDS. 

One night brought a terrible storm to our camp, well 
exposed to the blasts, on a finger of land running out into 
one of those northern lakes. I had rushed to the tent which 
held my wife and her young friends, and was hard at it, 
keeping a roof over their heads, when the third man of our 
party came running to my calls for more help in the struggle 
with the winds. To my first query, “Where’s Corey?” came 
the reply from my excited friend, “Don’t know, blown into 
the lake I believe, can’t find him.” Leaving Perk on guard, 
I hurried forth to find my friend—“the boy, oh, where was 
he, ask of the waves? No, rather of the winds.” For hear- 
ing a strange commotion near our sleeping tent, I hurried 
there ‘rather than to the lake. And there I found him, hold- 
ing on with his usual tenacity to the guy ropes of the tent, 
the trailing garments of the night lashing about his fragile 
form as back and forth he flew in the lusty gale—from 
heaven to earth—from earth to heaven, whirling among the 
prickly pine boughs and with many a dull thud on Mother 
Earth the while, but holding on to the tent valiently, though 
lashed like a whip-cracker in the air and flagellated with 
flying ends and knots about him, shouting to me meantime, 
whenever he could get his breath, “all right Bush, I'll hold on 
as long as there is a string left to hold to. I'm a little 
short of breath and can’t talk much, but have plenty of 
‘hold on’ left yet,” and he always will have in whatever we 
intrust to his care. 

Secretary M. L. Corey, Argos, then read the following: 


SECRETARY’S REPORT. 





AN EVENTFUL YEAR. 


The work devolving upon your secretary within the last 
morth has been such that we were unable to give any time 
toward preparing a report until Saturday, Feb. 13th, and 
then with letters from over one hundred dealers staring us in 
the face and demanding immediate attention, we hastily run 
over the events of the year (which has been an eventful one) 
and has brought much to encourage and enthuse this body 
of retail hardware dealers. At the close of our last con- 
vention 182 members had paid their dues. The secretary 
collected from 63 more during the year, making 245 old 
members in good standing. We had received 65 new mem- 
bers on Feb. 13th; 40 have joined at this meeting—a gain of 
100 new members for the year; a total of 350. 


DELINQUENTS. 


We have about twenty-five good firms who are delin- 
cuent, who we hope will be represetned at this meeting and 
put themselves again in active affiliation. Those who are pres- 
ent can assist materially by securing receipts for their yearly 
dues. This enables our secretary to devote his time to other 
matters that interest and affect us all and saves time, expense 
and annoyance of collecting by mail. The secretary or his 
assistant is ready at any time to write your receipt, so do not 
delay. If you go broke before the convention is over, report 
it to our grievance committee, and they will advance any 
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necessary funds to secure return ticket. More than thirty 
members have sold or traded out or made a change in the 
firm name during the year. As the successor only learns by 
experience in active business the benefit and advantage of 
joining our association, we have naturally lost some on this 
account. Five firms have been dropped because the owner 
either wanted to sell or was too old to attend our conven- 
tions. Two former members, both delinquent, failed, while 
one firm who were in good standing and who were present, 
we believe, a year ago, were compelled to make an assign- 
ment. I am sure you all will sympathize with Koehlinger & 
Bauer of Fort Wayne. There may have been other changes 
unnoticed by us. 
NECROLOGICAL. 

Among those who joined us in 1901, and who have, I be- 
lieve, attended every meeting since, was the firm of Price & 
Co. of Marion. The cordiality and good cheer that always 
surrounded father and son as they mixed among us will 
never be forgotten, and many friends will learn to-day for 
the first time of the death on November 21st of the junior 
member of the firm, a most estimable young man, only 26 
years of age. It was my privilege to know J. Willis Price 
well, and I have often met him outside our meetings. His 
interest in association work never lagged, and your secretary 
joins you to-day in extending our heartfelt sympathy to the 
bereaved family, who are called to part with their only 
child. 

LITERATURE SENT OUT. 

In May we mailed 1,200 dealers copies of the last con- 
vention reports. A circular mimeograph letter accompanied 
these booklets, and an application blank. We secured fifteen 
members at this time. In July we sent out 900 letters, con- 
taining stamped and directed envelopes, asking for insurance 
pledges and information. In December we mailed 1,100 book- 
lets entitled “Parcels Post Paralyzes Prosperity,” and with 
these a mimeograph letter, application blank and other mat- 
ter, and received about fifteen members. 

MUCH MAIL MATTER SENT OUT. 


We also mailed 500 sample copies of the January Bulle- 
tin and 300 of the October issue. February 8th we sent out 
another letter, membership list and application blanks, and 
enclosed stamped and directed return envelope; over forty 
of these blanks came back accompanied by check. Our post- 
age account alone this year is over $175. It is impossible for 
the secretary to call upon dealers in person in an endeavor 
to obtain their membership; therefore this work has been 
done by mail, and by the assistance of other loyal members 
we have made excellent progress. Brothers Shidler, Bush, 
De Prez, Schenck and Fulton, Ellis, Rogers, Shipley and 


others have each reported new members, and many new firms. 


are represented in this convention to-day for the first time 
because some good, loyal member has manifested his desire 
to assist by recommending our association, and urged his 
neighbor to become one of us. 

APPRECIATION OF ASSISTANCE. 

In this connection I want to express my appreciation of 
the encouragement and assistance so fully and freely given 
me during my long term as secretary of the Indiana Retail 
Hardware Dealers’ Association by its individual members. 
There has never been anything but harmony and confidence 
manifested, and while we have not always secured what you 
desired, or what we expected, you have always cheerfully 
accepted the resultr A conservative spirit and a willingness 
to abide by the will of the majority and indorse the action 
of the officers have always prevailed to an unusual extent, 
and account for the great amount of good fellowship and 
very satisfactory progress that has been made. 

OFFICERS HAVE CORDIALLY CO-OPERATED. 

I am sure it is unnecessary for me to say that I have had 
the most cordial co-operation of our officers and executive 
committee during the past year. Indiana has always been 
most fortunate in its choice of leadership. The most perfect 
harmony has always prevailed, and it has made the work 
both pleasant and successful. It is an honor to be associated 
with such men and I fully appreciate it. 


President Bush has given freely of time and labor during 
the year and has, if possible, endeared himself to every mem- 
ber more than ever before. 

BUT FEW COMPLAINTS, 


We have very few complaints, but they have been of an 
unusual character and hard to adjust. One of them that has 
hung fire for several months has been considered in execu- 
tive committee session and adjusted entirely satisfactory 
to-day. Our president has explained the objection urged 
against jobbers as retailers. We have not taken this matter 
up in detail, but believe some agreement can be reached 
whereby our members interested will be protected. We be- 
lieve that a personal conference between your officers and 
such jobbers as are complained of should be held. Some 
complaint has also been entered on account of the persistent 
drumming of the blacksmith, mill and factory trade, This 
business rightfully belongs to local dealers, and in many 
instances our members do not carry such supplies, and on 
account of irresponsibility, do not care to sell the black- 
smiths anyway. In other towns the case is different, and the 
fight for the business has resulted in antagonism and con- 
demnation of our home jobbers. The jobber urges that if he 
does not sell, it simply transfers the business to such houses 
as Kelly, Maus & Co. and others who canvass this class 
principally. _We have studied the situation carefully and are 
free to admit that we have found no rule that seems to 
generally apply, both sides and local conditions considered. 

LOSING VENTURES ARE CHANGED TO SUCCESSFUL STORES. 

Our association has done much toward obtaining friendly 
consideration of your competitors’ rights and territory, to- 
ward establishing better business methods, better understand- 
ing and more pleasant, profitable business conditions. In 
many towns this has changed losing ventures into successful 
stores, and the dealers themselves no longer cross the street 
to avoid meeting their competitors. At the same time the 
business public is better served and better satisfied, and the 
whole community feels the stimulating influence of general 
profit and progress. 

SOME DEALERS VACILLATE. 

How is it with you? Our members should advocate and 
exemplify the doctrine of fair dealings, and honest, broad 
busizess fellowship. There are some dealers who figure an 
estimate on a building, for instance, at cost or sometimes less; 
who sacrifice their profit on a cook stove to sell a few trim- 
mings; who can’t resist an offer for fear their competitor will 
make the sale; who glory in the fact that he has met a loss; 
who take chances with doubtful customers and extend credit 
beyond all reason; who are all things to all men; always on 
the fence; without politics, creed or religion; vacillating in 
opinion; policy old-fashioned, mistaken, weak-kneed, is their 
bugaboo, and their business ideas still run in the old rut of a 
fight, a frost or a frolic. 

SHOULD RISE ABOVE FALSE CONDITIONS. 


Some of these conditions apply to every one of us. Let 
us rise above them, cut them out, and as we go, extend the 
hand of business fellowship to our brother dealers, who will 
surely respond, seeing that our principles are right and sen- 
sible, and the progress is genuine because we have com- 
menced at the right place, where our influence and power 
is unquestioned, supreme—yviz., in our own communities, our 
own hearts, our own stores. 

A MEETING OF THE EXECUTIVE COMMITTEE. 


On June oth all of the officers and members of the Ex- 
ecutive Committee were called together in Indianapolis by 
President Bush to consider the insurance question. All of 
the conditions and laws governing same were investigated, 
the State Insurance Commissioners interviewed, and the sec- 
retary was finally instructed to send out letters to all mem- 
bers, also to other dealers with a view of ascertaining if the 
necessary amount of applications could be secured to warrant 
a vigorous effort to organize a State Mutual Hardware In- 
surance Company. 

$400,000 INSURANCE, 

One hundred sixty-five answers were received, about 140 

being members, and about $400,000 of insurance was promised. 
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These 165 dealers carry a total of about $1,700,000 insurance; 
their average board rate is about $1.73, and average years in 
business 1534. Computing on this basis these firms have 
paid $454,940 in premiums, while their total losses as re- 
ported were only $99,495, leaving $355,445, or 72 per cént, to 
the insurance companies for profit and expense. Had the 
risks been limited to $3,000, the total fire loss would have 
been $40.495, or only 11 per cent of the premiums, thus leav- 
ing 89 per cent for expense and profit. In view of these 
statements being based upon actual past experience, they 
would carry weight in our consideration and are entitled to 
more credence than any mere condemnation or denial coming 
from antagonistic sources. 
AVERAGE HARDWARE RISK IS NOT HAZARDOUS. 


The success of the Minnesota Mutual Insurance Company, 
who have in four years paid all losses and expenses and accu- 
mulated a reserve fund of over $22,900, and who are insuring 
in twenty-four states, show that the average hardware risk 
is not an exceptionally bad and hazardous one, as has been 
so frequently charged. Their losses for four years have 
only equaled 17 per cent of premiums received, while their 
total expense is 10 per cent, leaving 73 per cent of their en- 
tire premiums to be returned to the insured or placed in their 
reserve fund to provide against any possible future emergency 
or unusual loss. When their reserve fund amounts to $50,- 
000 all their profits will then be returned to the insured, and 
will undoubtedly average a saving of at least 50 per cent. 
In 1903 this company’s business increased 57 per cent. A 
good many of our members are insured in this company, 
and so far as I know they have never met a loss in our 
state. 

WILL RESULT ONLY IN GOOD. 

The National Hardware Insurance Company has also 
written considerable business with the same results. The 
formation of solid, substantial mutual insurance companies, 
we believe, will result only in good. By careful, economical 
management success is sure. The element of uncertainty is 
mot nearly so great as one might suppose. 

A MISLEADING ADAGE. 

The old adage of “life is uncertain” is all wrong when 
applied to humanity in general, and the life insurance agent 
will tell you exactly how long you will live if he understands 
the conditions. Generally speaking, they never miss it. Fire 
insurance has much less uncertainty than life, and we can 
control and understand true conditions much easier. Mutual 
insurance eliminates some risk that the old line cannot avoid; 
for instance, every member is directly interested in prevent- 
ing loss, etc., and becomes more careful and watchful. Again, 
our risks are confined to the most successful and better class 
of dealers, and usually those who own good buildings in safe 
locations. Our goods are less inflammable and less apt to 
be injured in hasty removal. 

CANNOT SUFFER AN ENORMOUS LOSS. 


A mutual insurance company of our own, confining itself 
to selected, scattered, limited risks, cannot suffer an enor- 
mous loss in any general conflagration, such as face any old- 
liné company in the recent Baltimore fire, in which many 
companies lost nearly all their capital and surplus. Again, 
these old-line companies make extremely low and often un- 
profitable rates to secure large amounts of insurance on fac- 
tories, department stores and so-called fire-proof buildings, 
in our large cities. Our smaller towns are taxed to make 
good the loss of this class. 

. EXPENSES. 

Old-line companies pay at least 15 per cent for solicitors, 
another 5 per cent for high-priced adjusters; they vote an- 
other 2 per cent for high-salaried officials, and then a profit 
must be shown for the stockholders. These items are almost 
entirely eliminated in a well-managed mutual. 

J. L. Fulton, Portland, then read the following 


“Wy REPORT OF NATIONAL DELEGATE. 


FOOD FOR REFLECTION. 


I presume I am expected to report to this convention fe 
unwritten History of the last convention of the National Re- 
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tail Hardware Dealers’ Association. Its proceedings of a 
formal and perfunctory character have already been ably 
presented to you through the medium of the National Bulle- 
tin, and I hope that every member of this association has read 
every issue of the Bulletin through and through. It contains 
matters of utmost inmiportance to us all. Its chronicles fur- 
nish ample food for reflection, and if all would stand by the 
policies voiced in it we would be surprised at the rapid rate 
at which we would accomplish the desired reforms. 


A MODEL OF COMMON SENSE. 


I think the last issue of the Bulletin the most forceful, 
practical, helpful piece of association trade literature that I 
have ever s¢en. Its composition is practically faultless in its 
concise, suggestive, inspiring spirit, containing no superfluous 
matter, a model of common sense and business directness. 


REPRESENTATIVE DELEGATES. 


The fourth annual convention of the National Retail 
Hardware Dealers’ Association was held in Chicago March 
17th. 

The men composing the delegations from the several 
states were truly representative of our honored craft—one 
could not study the faces of that convention without seeing 
there the embodiment of our ideals, our ethics and our aims, 
and as the convention proceeded it became evident that it was 
a body fraught with potentialities that in this convention 
there was to be put into practical form sentiments of vital 
importance to every retail hardware dealer in America—and 
movements put on foot that would carry good to our common 
cause down through generations to come. 

The proceedings were notable throughout for the courte- 
sies extended by each, the consideration accorded every 
speaker. 

HE WORKS WHILE YOU SLEEP. 


After the opening address of the president came the 
annual report of Secretary Corey. Now, how can I do justice 
to this prodigious man, this personification of strenuosity, this 
indefatigable worker, this man of brain and brawn, of en- 
thusiasm and accomplishment—this man that “works while 
you sleep”; this earnest, alert, tirelss, effective, adroit, diplo- 
matic, resourceful, practical, hard-headed, forceful, faithful, 
indomitable, optimistic man. I tell you, fellows, I think Corey 
was led into this work by an act of Providence, and I have 
sought in vain to locate a man in my mind that I could sug- 
gest to an all-wise Providence as being a better one. Corey’s 
address contained a brief history of the work performed by 
him during the year and teemed with practical suggestions, 
gathered in the course of his invaluable experience and ob- 
servations. It was a fine testimonial of our faith in both 
Cormick and Corey that their recommendations were adopted, 
and their work heartily indorsed and commended. 


NATIONAL VS, STATE MANUALS, 


It was decided to take up the different recommendations 
in the president’s and secretary’s report in rotation. The first 
considered was making the manual a permanent feature and 
individual states requested to discontinue theirs. A long 
discussion followed; several of the states stating they had 
adopfed the plan of soliciting advertisement only from such 
manufacturers and jobbers as lived in or directly tributary 
to their state. This plan met with no particular objection, 
but the fact was strongly impressed that if all the states 
adopted this feature it would be so overdone that it would 
eventually prove a failure for all. It was also argued that 
with the National alone in the general field it could be made 
so successful that the National dues could be materially re- 
duced and this would aid the younger and weaker organiza- 
tions. 

SPIRIT OF FELLOWSHIP. 


I cannot but pay tribute to the spirit of fellowship and 
co-operation evident from first to last that this convention here 
were gathered representatives chosen evidently for their 
fitness for this mission—men of experience, judgment, prac- 
tical ideas, capacity and high purpose, men who do things, 
men that move forward and make business history in these 
strenuous times. 


47 




















a 


= 
~. a 
5 OF te may 





an i 


% 
a -_ 


oon PRES ey eS 


ees 


a 


ry 
i 
wo 

SF Se 


sane 









































































aa 


et Se aa 2 


48 THE AMERICAN ARTISAN 


ABLE PRESIDENTS. 


The opening session was called to order at 2 p. m. by 
President Cormick, who was at this juncture presented with 
a fine gavel by our former President Lewis, in his usual happy 
and admirable way. President Cormick’s response in accept- 
ance of this courtesy was equally appropriate, and right here 
I want to say that in my opinion our association has been 
fortunate from the start in the choice of its officers. I have 
not had the pleasure of a long acquaintance with Mr. Miller, 
the first presiding officer, but am ready to testify to his 
ability from the good words I have heard of him by those 
that know him. Our second president was our own beloved 
Hoosier, capable, polished, diplomatic, admirable, dignified 
and practical Lewis, whose administration of the affairs of 
the association through the trying times of his incumbency 
was progressive and satisfactory in all respects. Then came 
Cormick, a man fully alive to the responsibilities of the high 
position to which he was elected, a man of keen practical 
judgment, quick wit, and withal, a soul alive to the finer 
sensibilities that ever and anon burst forth in tuneful rhyme, 
expressive of practical sentiments of value to us all. 

His opening address was admirable, consisting of a 
resume of the work done during the year in his official ca- 
pacity, and teeming with practical suggestions for the good 
of our association and for its future guidance. Mr. Cor- 
mick proved himself throughout sessions of the convention 
a most capable presiding officer, alert, efficient and cour- 
teous. 

TWO DELEGATES FROM EACH STATE. 


An amendment was carried that membership of the Na- 
tional Retail Hardware Dealers’ Association shall consist of 
two delegates elected by each state association affiliated with 
the National Association, having 100 members or less, and 
one additional vote for each additional 100 members or major 
fraction thereof. 

FINANCES. 


An amendment carried that the finances of the National 
Retail Hardware Dealers’ Association shall be provided as 
follows: Each state association shall be assessed 75 cents 
per capita for each member of said association. The above 
amount, together with 25 cents for the Bulletin, has pro- 
vided in article 2, shall be remitted for the current year by 
the state secretary to the national secretary not later than 
March 1sth for each member in good standing, and whose 
dues are fully paid. The state secretary shall remit to the 
national secretary the full amount of the National dues 
when any member pays his state dues. 


MEETING WITH JOBBERS. 


The committee on resolutions reported the following reso- 
lution, which was adopted: 

“That, whereas, the National Hardware Association, 
through their secretary, have signified their willingness to 
meet with our executive committee; therefore, be it 

“Resolved that our executive committee be instructed to 
meet with their executive committee and that their secretary 
be so notified.” ¥ 


FORMATION OF AN INSURANCE COMPANY. 


Easily the most important action of this convention was 
the appointment of a committee to perfect a plan for a hard- 
ware dealers’ fire insurance. C. H. Miller of Pennsylvania, 
W. P. Lewis of Indiana, C. F. Ladner of Minnesota were 
appointed to do this important work. How faithfully they 
performed this great work is now a matter of history, for 
the National Retail Hardware Dealers’ Fire Insurance is an 
existing fact, and is rapidly coming to the front as one of 
the very greatest of our association benefits. I am free to 
say that our National officers deserve our greatest apprecia- 
tion for this one feature alone—even if they had not accom- 
plished anything else of note, this one accomplishment should 
be a lasting monument to their untiring energy, fidelity and 
judgment. It is the duty and should be considered the privi- 
lege of every member of our association to carry a folicy 
in the National. It means a saving of from 25 to 50 per cent 
of the premiums you have been paying for your insurance. 
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HARDWARE MUTUALS ARE SAFER. 


Those of you who carry more than $3,000 insurance 
should not only patronize the National but should also take 
out policies in the Pennsylvania State Company and the 
Minnesota Company, both of which can insure in this state 
and as soon as the Indiana Mutual is organized we should 
one and al! rally to its support. Our insurance movement 
is already being felt by the old-line companies. As an exam- 
ple of what can be saved by Indiana association members, 
say we have an average membership of 300 that carry an 
average of $6,000 insurance—this would mean an aggregate 
of $1,000 at an average rate of $1.70; would make $3,000 
premiums paid by us annually to the old-line companies. 
Now our hardware mutuals are actually safer than the old- 
line company because the risks are so divided and so lim- 
ited on each stock that no great conflagration could affect 
their stability. 

And why should we not save $10,000 each year to be used 
by ourselves in our own way? I think I have stated the situ- 
ation very mildly. The real figure would doubtless be found 
largely in excess of the calculation given. You have but to 
multiply these figures by the number of dg@iware dealers 
throughout the country to find that we as a p are paying 
over two million dollars every year in premiunags @ old-line 
insurance companies. 


A MAN OF RIPE EXPERIENCE. 


At this session the officers for the ensuing year were 
formally nominated and elected. Our highly respected and 
worthy friend, Bogardus, heading the list, and I feel again 
that in the selection made there was no mistake. Mr. Bo- 
gardus has the advantage of a long and ripe experience, a 
most dignified and engaging presence, a deliberate and con- 
vincing manner, gentle, wise, persuasive, effective in all his 
work. He assumed the important position with easy grace 
and feelingly expressed his appreciation of the honors con- 
ferred and the great résponsibility he had undertaken in 
accepting the post. 


INDIANAPOLIS WINS. 


Next came the selection of a place for the next meeting, 
and while I may yet be sorry for having done so, I think I 
may lay undisputed claim to being the original Indianapolis 
man, and I presented the name of our beautiful capital city 
as being the most desirable in all respects for the place of 
meeting. A spirited contest ensued, in which the little game 
of politics was adroitly played, and at one time we thought 
we had lost out to Minneapolis, but our Indiana delegation 
worked together beautifully and by placing our men at stra- 
tegic points in the controversy we won out “hands down,” 
and we are to have the next convention of the National 
Association at Indianapolis next month on the 22d, 23d and 
24th. ° 

BEST MEN SHOULD GO AS DELEGATES. 


Now a few words in closing. I have given you but a 
poor view, I fear, of the work done in the National Conven- 
tion. There were many practical moves adopted, many prac- 
tical ideas suggested—much good has come out of it—more 
good will come out of the meetings and the workings of 
the National body. We should send our best men as dele- 
gates to these conventions—men that have convictions and 
are ready and able to express them to the practical advan- 
tage of the association; men that are progressive, alert, prac- 
tical and successful; men that are broad enough to see both 
sides of every problem and every controversy; men of high 
purpose and honest principles. With such men our National 
Association will become a great power to be wielded for our 
mutual good. It is only through the National Association 
that we can accomplish many of our cherished reforms. It 
is the duty and should be the pleasure of every individual 
member of every state association to uphold every measure 
for the improvement and perpetuity of the. Nationa! Associa- 
tion, support every move that will strengthen it, make it 
impregnable in its power by your urited and loyal support, 
and it will return you dividends «f cash that will repay 
you every year many times your outlay of time and cash for 
these meetings. 
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Secretary M. L. Corey then asked all dealers who had 
written their Congressmen on the subject of the parcels post 
to raise their hands, and 35 hands were raised. 

Secretary Corey added: “You must let your Congressmen 
know about this matter. It is your business to attend to this. 
There is danger in the parcels post. It is only the forerunner 
of what will come from the catalogue houses. They will fol- 
low it up until the retailer becomes a thing of the past. The 
only protection the retailer has to-day is the express rate. 

Secretary Corey here asked how many dealers would 
write their Congressmen asking them to take action against 
the parcels post, on their return home, and over 150 promised 
to do so. Mr. Corey added: “If you do not know who your 
Congressman is, you can always find out by asking your post- 
master. Somehow or other the postmasters are always posted 
on this matter. I don’t know why. 

“We wish to see our towns amd villages grow. We have 
property that we desire protected. In working for this meag- 
ure you are working for the interests of the farmer. The 
retail merchant is a friend of the farmer, and the only reason 
he is not so considered is that farmers have saturated their 
minds with editorials in cheap farmers’ papers, which state 
that the merchant is a robber. These papers take this false 
view of the matteg in order to toady to their advertisers, the 
mail-order and ps ate oe peopie. Your duty and your 
best interests demand that you get in close touch’ with the 
farmer. Many people have opinions was a merchant 
for twenty-five years, and i ae ae and kept still. 
This is the policy that merchwnts have generally pursued in 
the past. Have they gained by this course of procedure? 
I do not think so. They have kept quiet until the false 
things said about them are believed. The retailer should get 
close to the farmer and ask him whether he had rather 
have rural free delivery or good roads, the parcels post or 
penny postage and good roads. You should post 
yourselves on these questions and argue the subject. One of 
the best addresses I ever listened to was that we heard yes- 
terday, and there is a great deal in the doctrine, ‘Man, know 
thyself.” That is the first thing for us to learn. When you 
do that the battle is half won.” 

A. N. Shidler, South Bend, chairman of the insurance 
committee, then delivered his report. He said: 

“This insurance business has been thoroughly talked over 
by the association. The law requires that we should write 
sufficient policies in order to have $10,000 cash and $40,000 
in notes before organizing. We have four hundred thousand 
promised, which gives us half the requisite amount. We 
need to secure the other four hundred thousand at a one- 
and-one-quarter-cent rate. We have induced twenty men to 
give their notes for $50 in order to hire a man who will travel 
over the state presenting the insurance proposition to dealers, 
and to pay other necessary expenses. All that we need now is 
that the members of the association should be loyal.” 

President E. M. Bush, Evansville, in response to the query 
of a member, as to the method in which the rate of insur- 
ances was determined, said: “We take the board rate as a 
basis; that is the way that all the mutual companies do. The 
rebate is secured afterwards.” 

M. L. Corey, Argos, then read the following extracts 
from the auditor’s report for 1903 regarding insurance in 
force in the state of Indiana. He said that the agent’s com- 
mission of 15 per cent had been deducted before the follow- 
ing figures were made: During 1903 the Hartford Insurance 
Company received $366,000 in premiums from the state, and 
paid out $160,000, leaving them a profit of $210,000. The 
Home Insurance Company of New York had received $461,- 
912 in premiums, and had paid out $170,000 in losses, leaving 
a profit of $291,912. In 1902 the same company had written 
$429,000 of insurance and had paid out $250,000 in losses. 
Another leading old-line company had received $127,500 in 
premiums from Indiana in 1903, and had paid back $40,000. 
In 1902 the same company had received $163,000 from the 
state and had paid out $74,000. 

In response to a question concerning the expense of mu- 
tual insurance, Secretary M. L. Corey said: “To figure the 
expense of mutual insurance you must look at the results of 
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other companies organized on practically the same basis on 
which we will form our company. The expense of the 
Minnesota Retail Hardware Dealers’ Association is about 
10 per cent of their premiums, and their losses are 17 per 
cent of their premiums, or 27 per cent in all.” 

In response to a question, President E. M. Bush, Evans- 
ville, said: “In case you secure better fire protection in your 
village, your rate of insurance is readjusted. The old-time 
companies all do that. Your rates are also adjusted when you 
move from one building to another. In that case the policies 
are exchanged. Many of us could cancel our policies if we so 
desired. It should be borne in mind that we will not be able 
to write insurance for sixty days.” 

A Member: I would like to ask a question about the 
adjustment of fire losses. ? I have $5,000 in a board company 
and if I took $3,000 in a mutual company and my property 
should burn down, could I make the old-line company pay in 
full, or would the insurance be charged proportionately to 
the different companies? 

President E. M. Bush, Evansville, said: “It would be 
charged proportionately.” 

Secretary M. L. Corey, Argos, asked all dealers who had 
had any fires during the past year to raise their hands, and it 
was shown that three dealers had fires, with loss of $200, 
$3,500 and $1,400 respectively. 

The meeting then adjourned at 12:30 noon. 


WEDNESDAY AFTERNOON SESSION. 


The Wednesday afternoon session was called to order at 
2:10 p. m., and in response to a question, President E. M. 
Bush said that the residences of hardware dealers would not 
be insured. 

Sharon E. Jones, Richmond, in speaking on the subject, 
said that he thought if a member applied for $6,000 insurance 
the Indiana Association should write him the policy and then 
reinsure part of the risk in another company. 

M. L. Corey, Argos, said: “This matter can be easily 
arranged. I have recently received a letter from the Ohio 
Hardware Dealers’ Mutual Fire Insurance Company, in which 
they state that when we are organized they will throw us 
considerable insurance.” 

Secretary Corey then read a detailed statement of the 
condition of this Ohio Hardware Dealers’ Mutual Fire Insur- 
ance Association, in which he stated that their total assets 
were $40,483 and their losses were $414, but in spite of this 
disparity they had only paid a 20 per cent dividend last year. 

President Bush said that as this Ohio Association had 
only been in business for a year and had written over $800,- 
ooo of insurance with a loss of $414 they certainly had made 
a good showing 

The question of insurance on mixed stocks was then dis- 
cussed and President E. M. Bush said that he thought a risk 
on hardware and furniture would be O. K., while a risk on 
hardware and groceries would not. 

J. L. Fulton, Portland, said: “I think that no matter how 
much stocks are mixed, that as long as a dealer is a member 
of the association he should have the benefit of the insurance. 
I believe that no one should get this benefit unless he is a 
member of the association.” 

Chas. Boonshot, Petersburg, said: “Insurance should be 
good on mixed stocks.” ‘ 

A member said: “I have a policy in the Minnesota Asso- 
ciation which includes my furniture stock.” 

President E. M. Bush, Evansville, said: “I think insur- 
ance on a hardware and furniture stock is-all right.” 

A member said: “I have insurance in the Minnesota As- 
sociation on a stock consisting of hardware, harness and bug- 
gies.” 

A. N. Shidler, South Bend, said: “We are organized un- 
der a different law.” 

A. Stratman, Huntingburg, said: “I am insured in the 


* Indiana Lumber Dealers’ Mutual Fire Insurance Company. 


We pay our first premiums just the same as in an old-line 
company. As soon as the policy is written up the amount is 
credited; after a year they figure out the losses. We all save 
money. The notes that we give with this insurance are non- 
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interest bearing, non-accessable and non-transferable. All 
motes are returnable by the state law if the policy holder 
wants his policy canceled.” 

On motion of Mr. Fitch of Lawrenceburg, a canvass of 
those present in regard to the amount of insurance they would 
take was made. 

M. L. Corey, Argos, then read his report as treasurer of 
the association, which showed receipts for the past year of 
$1,449.71 and expenses of $1,093.98, leaving a balance on hand 
of $335.73. 

Daniel Stern, of THe AMERICAN ARTISAN, Chicago, then 
addressed the convention as follows: 

“I was present at Atlantic City, N. J., when President 
W. P. Bogardus and Secretary M. L. Corey of the National 
Retail Hardware Dealers’ Association went down into the 
very home of the enemy to combat the parcels post. There 
was some feeling of distrust before the meeting on the 
part of the manufacturers and jobbers, but after it was over, 
the president of your association was able to say, as he was 
walking down the boaid walk at Atlantic City, ‘Veni, vidi, 
vici.’ After the able argument made by your representatives, 
the. manufacturers and jobbers were glad that the invitation 
had been extended and were proud of the appearance made 
by your representatives. Before the appearance of your rep- 
resentatives at Atlantic City, the manufacturers and jobbers 
who had been approached by the secretary of the Postal Prog- 
ress League were strongly in favor of the passage of the 
Parcels Post bill, and had gone so far in the matter as to 
subscribe money to aid that association, which was working 
for its passage, and leading hardware manufacturers had 
even gone so far as to allow their names to appear on printed 
matter issued in favor of the passage of this measure, but 
after the hot shot poured into the parcels post by your na- 
tional officers, W. P. Bogardus and M. L. Corey, they changed 
their front and opposed the bill. In fact, several leading 
hardware manufacturers apologized for the stand they had 
taken in this matter in the meeting. Your representatives 
riddled the arguments advanced in favor of this measure. 
Their remarks were calm, mature and to the point and were 
so well received that the National Hardware Association es- 
tablished a new precedent. I have listened to the remarks 
of members of Congress and captains of industry at their 
meetings, but Messrs. Bogardus and Corey evidently hypno- 
tized them, as this association did something they had never 
done before in having their remarks printed, by a unani- 
mous motion, in order that they might be distributed to 
hardware jobbers, traveling men and retail hardware men. 
In fact, I see some of them on the table before me. In almost 
every state retailers are growing in strength, and I need no 
better support for my theme than the fact that so many 
dealers are here to-day.” 

After this introduction Mr. Stern delivered the follow- 


ing paper on 


HAS ASSOCIATION MErIBERSHIP A DOLLAR 
AND CENTS VALUE? 





WILL CONVINCE THE WAVERING. 


Gentlemen of the Indiana Retail Hardware Dealers’ As- 
sociation: I wish to thank you for the honor conferred -in 
placing me on your program. The subject which I have 
chosen, while not admitting of much eloquence, is one which 
I believe will contain data which will convince the wavering 
that they are missing the bargain of the year in not joining 
the ranks of the various hardware associations. 


MONEY IS GONE FOREVER. 

It costs a hardware dealer located in the state of Indiana 
$4.00 a year to belong to the Indiana Retail Hardware Dealers’ 
Association: When the dealer pays this money it is gone for- 
ever, as I do not know of a single instance in which my friend 
Corey ever rebated any portion of his members’ dues after he 
had once got his firm clutch on it in behalf of the association. 
Four dollars a year is a little over a cent and'a third a day, 
and when little Willie Wilkins goes into your hardware store 
and coughs up his 5 cents for a pound of nails you can watch 
his diminutive form retreating through your front door and 





feel that all your profit on the transaction has been gulped 
up by that grasping corporation, the Indiana Retail Hardware 
Dealers’ Association. 

THE OTHER SIDE OF THE LEDGER. 


That is one side of the ledger. Now let us turn to the 
other and see if the credits granted by association membership 
should not vastly more than counterbalance this $4.00 on the 
debit side. Let me first take up some other associations in 
other lines than hardware, and see what they have done for 
their members. For instance, the Oklahoma grocers formed 
an association, and within a week,-through the freer inter- 
course between dealers, they secured the capture of a burglar 
who stole some goods in one store and was trying to sell them 
in another part of the state. The victimized grocer recovered 
goods to the value of $92.00, which was just $90.00 more thas 
his association membership for that year cost him. 


SHORT CHANGE SHARK ARRESTED. 


This association also celebrated its initial week by arrest- 
ing a short change racket shark. His game was to enter a 
store, purchase 5 cents’ worth of merchandise, throw down a 
$5 bill, getting four dollars in silver and 95 cents in change, 
and just as he receives the change discovers that he had a 
nickel and asks the storekeeper to give him a dollar for the 
change, and as he receives the dollar pushes the $5 toward the 
merchant, saying, “Guess I will take the $5 bill.” The mer- 
chant usually hands over the $5 bill and takes the five silver 
dollars and the stranger walks away with $6, or one ahead of 
the merchant. 


® REPEALED AN OBNOXIOUS ORDINANCE. 


Coming up north, we find that the St. Paul: Retail Grocers’ 
Association, by the efforts of its. officers, succeeded 
in having a city ordiance repealed which compelled 
grocers to pay a fee of $2 for having their weights and meas- 
ures examined. This alone very nearly returned their dues 
to members of this organization. Then again, this same as- 
sociation succeeded in getting the return of money to grocers 
in six cases where they had cashed forged checks. In six 
months their collection department collected $3,280, mostly in 
bills from two to four years old, and it is probable that a 
large amount of this money would not otherwise have been 
secured by members of the association. 

STATE EXEMPTION LAWS ARE AMENDED. 

Coming to the Pacific Coast, we find that the Washingtom 
State Grocers’ Asosciation recently secured an amendment in 
their state exemption laws, which has saved the retailers be- 
longing to their association several thousand dollars. 

ESTABLISHED A SUGAR CARD, 

By hard work they shave established a sugar card in 120 
cities and towns in that state, which has enabled the dealers 
in those cities to make a fair profit upon this staple, and, has 
given them $120,000 extra clear cash in the past two years. I 
will say in passing if,the retail grocers of Washington can 
make a sugar card in that state effective, saving their mem- 
bers $120,000 in two years, why cannot the Indiana Retail 
Hardware Dealers’ Association establish cards on a variety 
of hardware staples, and thus secure so much extra clear cash 
for their membership. Returning to this question of this Pa- 
cific Coast Grocers’ Association, we find that their credit de- 
partment collected over $3,000 in 1902 in old accounts which 
had been abandoned by the members. They have also taught 
the dead beats in that section of the country that they have 
both the time and money to go after them to the finish for 
the protection of their members. 

CO-OPERATIVE BUYING. 

Coming down to our own trade, it is only necessary to 
refer to the Chicago Retail Hardware Dealers’ Association to 
show that the $3.00 they charge for membership is returned 
to the dealers in its ranks many times over in the course of a 
year. Take the subject of co-operative buying, for example. 
Unfortunately I have not the latest statistics at hand, but 
during the year 1901 that association had very satisfactory 
deals on refrigerators, rubber hose, blue flame oil cooking 
stoves, oil heaters, gas hose cocks, wire cloth, stovepipe, wire, 
ete. Altogether they bought $16,000 worth of goods on which 
the members of the association saved from $3,500 to $3,700, or 
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arly 25 percent. In the matter of co-operative buying alone, 
| 1901 the different members of the Chicago Retail Hardware 
‘ealers’ Association saved about eight times the cost of their 
membership, assuming that each member purchased an equal 
mount of goods for the sake of arguing. 
MEMBERS WERE NOTIFIED. 

Co-operative buying is not the only way in which this 
\ssociation has proven itself to have a dollar and cents value 
to its members. Along in August a certain man formed an 
organization under the title of “The Citizens’ Mutual Alli- 
ince,” with himself as its attorney, and in a quiet and unos- 
tentatious way commenced to arrest hardware dealers and hale 
them before a certain justice of the peace on the charge that 
they did not obey an obsolete ordinance which required every 
hardware dealer selling firearms to keep a register in which 
he should enter certain specified memoranda as to the name of 
the purchaser, style of the gun, etc. These hardware dealers 
were fined $7.00 and costs by this justice. Of ‘course the As- 
sociation quickly became aware of this injustice inflicted on its 
members, and the different members were notified as to what 
steps they must take to conform to the law, and in conse- 
quence this alliance man’s little graft. suddenly flickered out. 
Had there been no Chicago Hardware Dealers’ Association, the 
presumption is he would have silently pursued his devious tactics 
until all of the six or seven hundred Chicago hardware dealers 
had contributed $7.00 each for their negligence in this matter. 


EFFECTIVE LOBBYING, 


It is less than three months ago that an ordinance was 
brought up in the Chicago Common Council assessing a tax 
of $25 or $50 (I forget which) in the shape of a license fee 
on every dealer selling firearms. The Chicago Association at 
once commenced active lobbying and succeeded in shelving 
this proposed bill. If- this bill had passed the members would 
have to pay this fee or discontinue the sale of firearms. In 
the first case the membership saved them $22.00 and in the 
second case it saved them the difference between $3.00 and the 
profits on their annual sales of firearms of all kinds. 


INSURANCE, 


Another line in which association membership has a dol- 
lar and cents value is along insurance lines. That this is 
feasible for hardware dealers is shown by the marked success 
which the Minnesota Retail Hardware Dealers’ fire insurance 
have had. The financial condition of the company on De- 
cember 31, 1903, was as follows: Cash on hand and due from 
policy holders, $35,948.58; reinsurance reserve, $13,008.07 ; net 
surplus, $22,940.51; insurance in force, $1,308,808; the return 
premium for 1904 was 30 per cent. In the address before the 
Wisconsin Retail Hardware Dealers’ Association a fortnight 
ago, A. T. Stebbins, Rochester, Minn., in speaking of this 
Minnesota Association stated that they expected to return 40 
per cent in premiums during. the present year, and: hoped to 
make it 50 per cent in 1905, and to show that this is not at 
all impracticable is shown by the following letter sent by an 
insurer in the Mutual Insurance Co., of the Western Retail 
Implement and Vehicle Dealers’ Association, to the secretary 
of this Association, which was read at their annual meeting in 
Kansas City, Mo., in the latter part of last January: 


WHAT ONE MEMBER SAVED. 


“I am a member in good standing of the W. R..T..& V. 
D. A. and hold a policy in the Reciprocal Underwriters. 
Last year we took out a policy of $1,000 which cost us the 
board rate, $54. August 15, 1903, we received a return pre- 
mium of $36.71. We will expend at the convention as fol- 
lows: 


Membership in the W. R. lL. & V. D. A..............-. $ 3.00 
Round trip to K. C. convention ...............+.0.. 5.20 
Three days at Coates House ...............00ceeceees 9.00 
Three tunnel “high-ball” each evening’s performance... 1.35 
Three Havana cigars each evening’s performance...... .9O0 
Rear ig at ¢ My teas OB sce ne” ce) a Co 1.00 
ee 6 BE EE PO Re per ee eee 10.00 
ee eee ee ee eRe Ce SUR 2 
Implement Trade Journal ..............c0ceeeeeeeeees 1.00 
gg ES es SSE ey OP ary ee 1.00 
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Leaving balance for next year of ............seeeeees 3.01 
$36.71 


“The Reciprocal saves to me my entire expense, and I have 
a jolly good time at the convention every year. Say, boys, 
get in the band wagon and blow in some Reciprocal money.” 

I am, of course, thoroughly aware that Indiana hardware 
dealers never ride on street cars, place the palm of the hand 
outward with a deprecating gesture when asked to take the 
seductive high-ball or a festive Martini, but even virtuous 
merchants are not averse to making and saving the $36.71 
out of an insurance investment of $54, and while this stage 
cannot be reached for several years, as it takes time, yet I 
feel that it is certain to come for the Indiana and the other 
hardware insurance associations. 

LOCAL ASSOCIATIONS. 

Of course, a good local association, by establishing uni- 
form prices, giving information about dead beats and other 
ways can save the dealer a considerable amount of money. 
Few hardware men recognize the great potentialities of the 
National Retail Hardware Dealers’ Association in giving them 
a dollar and cents return for the 2 cents a week which they 
contribute to the expense of that organization. It may be telling 
tales out of school to say so, but I know that Secretary Corey 
has appeared before certain manufacturers of staple lines of 
hardware and has convinced them that at the prices at which 
catalogue houses were selling their goods, dealers could not 
possibly make an adequate profit on same, and as a result an 
extra 5 per cent has been conceded by the manufacturers in 
question to the retail trade. A decided opening wedge having 
been made in this direction, this policy will undoubtedly be 
kept up in the future. The saving brought about to Indiana 
dealers by this has unquestionably amounted to considerable 
sums in the course of a year, although there are probably 
many dealers who do not imagine that this rebate was se- 
cured through the work of their National Secretary, but sup- 
pose it is because they look diplomatically sour at the last 
traveling salesman from a jobbing house that visited their 
store, 

WORK OF NATIONAL CONVENTION. 

It is impossible to compute the value to Indiana dealers 
which resulted to you gentlemen, as from the work of the 
officers of the National Retail Hardware Dealers’ Association 
in checking the attempt of the Chicago catalogue houses to 
make postmasters their agents, giving them a premium for 
money order checks sent in. 

Concomitant with this was the work of the National in 
preventing railroad agents and postmasters from having cata- 
logues from these houses sent to them in bulk. If this work 
had not been checked, it cannot be denied that catalogue sales 
in a good vicinity would have increased a certain percentage. 
Furthermore, a certain percentage of this increase in sales 
would have been in hardware, and you would have been the 
sufferer. I believe in this work alone the National Associa- 
tion certainly paid you back a good dividend on the dollar you 
spent for this in 1903. 

WORK AGAINST THE PARCELS POST. 

The magnificent work done by Messrs. Bogardus and 
Corey at Atlantic City in general agitating the subject has 
done much toward deferring if not defeating the passage of 
the Parcels Post Bill. Should this bill pass with its conse- 
qtient cheapening of the delivery of parcels, the margin’ which 
you have offered this house, caused by the difference between 
the bulky freight which you pay and the freight on small 
packages which they pay, will be largely wiped out and a re- 
duction will have to be made in your selling prices in order 
to meet their competition, will make huge inroads into your 
margin of profit. You are doing what you can to forestall this 
by having formed a national association, and if every other 
trade, the grocers, the druggists, the shoe man and others were 
as active in combating this evil as the National Retail Hard- 
ware Dealers’ Association has been, there will be no danger of 
a Parcels Post. 

PAPERS. 


Another question, ideas concerning your business should 
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certainly be of value to you. A number of papers have been 
read at the Indiana meeting, and I do not see how any intel- 
ligent man can deny that the information they contain is of 
value to him. Your ex-president, W. H. Weed, of Vincennes, 
is a shrewd and experienced hardware man, and yet at a 
previous convention of this association I heard him make the 
statement that a single business idea which he heard men- 
tioned in one of the papers read at one of these more than 
reimbursed him for the year’s dues. 


AMMUNITION. 


In closing, I would apologize that there has not been 
more attempt at literary smoothness in this article, but its 
aim has been to furnish dealers with information which they 
can use in firing at the doubting ‘Thomases when they get 
home. Of course, there are a certain percentage of dealers in 
Indiana and elsewhere who will cling to their $4.00 with fren- 
zied desperation, and I believe the great majority are amenable 
to the argument of dollars and cents value of hardware asso- 
ciations, and would urge vou gentlemen to try a few on them 
and see if you cannot bring them within the fold for a mutual 
benefit. 

J. A. Shapker, Mt. Vernon, then read the following 
paper on 


EVOLUTION OF TRADE. 





WAS AWE-STRUCK. 

When I received a letter from our worthy President, Mr. 
Bush, and had read just enough to learn I had been seiected 
to prepare a paper for the meeting of the Indiana Retail 
Hardware Dealers’ Association, a sudden awe overtook me, 
and the letter was thrust into my pocket with the impulse to 
decline the compliment, feeling that it would be impossible to 
undertake so stupendous a task. However, after some hours’ 
deliberation, I had summoned sufficient courage to peruse the 
letter in its entirety, when a sense of duty bade me onward, 
with the hope that my desire to co-operate with you might, at 
least, be appreciated. A novice in the hardware business, I 
know i cannot say much that will be of interest. 


CO-OPERATION. 


As stated, I was impelled by a sense of duty, and believe 
every member should accept any task, simple or difficult, im- 
posed upon them by the officers of this Association, who are 
devoting so much of their time for our welfare. Much has 
been said already on the subject of co-operation, but we can- 
not be reminded too often of this feature, so essential in 
association work. We need but refer to the achievements of 
the past in which that spirit predominated; in commerce, sci- 
ence, diplomacy and war. All the strategy of the greatest 
general would avail him nothing if his army were not united 
in accomplishing his object. Are we not battling to-day for a 
righteous cause—not for supremacy—but for justice and pro- 
tection? Does it not then behoove us to stand by the officers 
of this Association? Let the presiding officer call upon those 
members to say something, who do not voluntarily enter into 
the discussions, making them feel that whatsoever little .inter- 
est they manifest in this work, it is of some importance. 


YOUNG MAN WILL BEAR COAXING. 


Encourage the young man to come forward. Right here, 
gentlemen, I want to say the young man will bear coaxing. 
Give him every opportunity to learn your business. Don’t 
find fault when he makes a mistake the first time. Show him 
his error, and it is improbable he will commit it the second 
time. Whilst I was associated with the Evansville Gas & 
Electric Light Company a young man was employed to look 
after complaints. One day he was called to remedy a leak 
of gas in a residence and had the misfortune to break a pipe, 
causing a strong flow of gas to escape. Whilst he was hasten- 
ing to the company’s office for other tools, the occupants of 
the house detected the strong odor and started to investigate. 
They entered the basement, struck a match and as a result 


the fire department was called. A few days later the presi- 


dent of the company met the young man, and hearing the 
circumstances, said: “Charge it to experience and do better 
the next time.” (That president is the ablest business man in 
Evansville to-day.) 
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Not only in association work, but take the spirit of c- 
operation home and let it permeate employers and employe; 
alike, and coupled with this, a spirit of “good fellowship,” | 
have no doubt our business will grow along those lines, whic 
have’ made the ‘great did successful commercial enterpris: 
throughout this land, manifesting to a high degree that cc 
operation has been the life in the 

EVOLUTION OF TRADE. 


Some of you gentlemen, perhaps, can recall the day whe: 
trade was sought by taking wagon trains to the West, carrying, 
their goods with them, and bringing back gold, or other mer 
chandise, in exchange. Soon the railroads and steamboats 
took the place of this slow traffic, and the commercial travele: 
was introduced, followed quickly by every wholesale merchant 
and manufacturer who sent their salesman “on the road” in 
quest of trade. For many years the retail’ merchant was the 
legitimate charlnel through whom all commodities reached the 
consumer. Rapidly the evolution of trade has been wrought ; 
enterprises have started who herald their goods through the 
metropolitan dailies and magazines until, with the beginning 
of the 20th century, we find ourselves face to face with the 
mail order houses going into the homes of our customers and 
selling all kinds of merchandise for cash only. 

HAS LEARNED TO GO AFTER TRADE. 


The progressive retail merchant has kept pace with this 
evolution and has learned to “go after trade.” It is well that 
he should cmulate the example of the larger and successful 
houses, who advertise systematically, who have equipped their 
offices with modern “follow up” systems, and modern appli- 
ances, such as typewriters, adding machines, addressing ma- 
chines, dupligraphs, etc. If single firms find it necessary to 
use these in great numbers, they are more necessary to the 
retail merchant, many of whom, by reason of forced economy, 
must personally manage all the details of his business. 

SOLICITING TRADE. 


I was invited to outline the method employed by our firm 
in soliciting trade. We are visited by at least a dozen hard- 
ware salesmen, six or eight,of whom call every two or three 
weeks. I have been told by one of them that he calls on one 
hundred and twenty merchants. Now doesn’t it strike you 
that if the jobbing house he represents finds it expedient to 
send their salesmen to these merchants so often, it would be 
profitable to the retail merchant to get into closer and more 
frequent touch with his trade? Following the example thus 
set forth, we undertook to reach 1,200 families every three 
weeks with a personal letter. 

OBTAINING A MAILING LIST, 


To obtain a perfect mailing list we sent out a young man 
to follow the rural delivery mail wagons, who recorded the 
names on the mail boxes, and if he passed a house having no 
box, he made it his duty to get the name of the occupant. 
Thus we were equipped with the list, whilst others waited until 
the postoffice department posted the names for public benefit. 


THE ADDRESSOGRAPH. 


The work of getting out these letters is easily accom- 
plished with the use of the “Addressograph,” a modern office 
device, which commends itself to the public for its rapidity, 
accuracy and neatness, its work being fac-simile of the type- 
writer. The names are made up with rubber type, set into 
metal grooves, which link together, forming a number of belts. 
New names are quickly inserted, and “dead ones” as quickly 
removed. 

The preparations of the letters is as follows: 

The reading matter, usually referring to seasonable goods, 
something special, and quite often quotations, is given to our 
lady stenographer, who prepares the letter by setting rubber 
type, with metal punctuations, into long metal grooves, which 
are placed on a form 8x8. This form is sent to the local 
printer who prints the letter on our stationery. In the mean- 
time the stenographer has addressed 1,200 envelopes in forty- 
five minutes with the Addressograph, and prepares the adver- 
tising matter which will accompany the letter. The printer 
having returned the letters, the stenographer “fills in” the 
names on them with the Addressograph. (The printer uses . 
the same ink, thereby obtaining a genuine letter.) Placing 
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the letters in sealed-yet-open envelopes, sealing and stamping, 
hey are delivered to the postoffice in the evening of the second 
day, and the next morning 800 go out on the fifteen rural 
routes, and 400 in the city. Of the latter we have a selected 
ist in which addresses are made to “Mrs.” or “Miss” to pre- 
clude the habit of the busy city man from consigning the 
letters to the waste basket. The actual time required by the 
stenographer is not over twelve hours, and when compared to 
the old method of addressing 1,200 envelopes with its omis- 
sions and errors, you can readily observe the advantage given 
by the Addressograph. 


POSEY COUNTY PRODUCTIONS. 

You have heard of Posey County and its great productive- 
ness. Even the newspaper field has been prolific, having pro- 
duced five in Mt. Vernon alone, one daily and four weekly. 
Now, all of them are friends of ours and I do not wish to 
disparage their value as an advertising medium. I simply 
wish to give a comparative cost of a display advertisement 
which, at an average of $50.00 each, would be $250.00 per 
annum. 

The cost of our letters with the Addressograph is as fol- 
lows: ‘ 





1,200 sheets Scotia linen, 80 M..............000e0ee ens $ .06 
1,200 sealed-yet-open envelopes, .65 M............ ee 78 
ee ee Sy ee ee 12.00 
Cogn War Ge BONN 5. a5 - 0 vc Tadic tess Was v0 c0dae » 299 

Total cost for each issue ..............ceseevees $ 15.24 
Cost for twenty issues during the year............... 304.80 


THE DUPLIGRAPH. 


The printer’s cost will soon be overcome when the Ad- 
dressograph Co. put on the market during this year a new 
device called the “Dupligraph,” with which, after you have set 
up the reading matter as hereinbefore described, you can 
print complete letters at a rapid rate, and by using Addresso- 
graph belts of addresses, each letter begins with a different 
name and address, while the signature, autograph or otherwise, 
can be, if desired, in a different color from the body of the 
letter. With one impression the letter leaves the machine 
complete, including signature. 


PERSONAL LETTER SHEETS, 


The cost of the Addressograph, including 1,200 addresses 
and a cabinet, was about $90. There is no after expense; it 
is indestructible and has manifold uses. A simple adjustment 
enables us to print an address in duplicate, and also to repeat 
as often as desired. The personal letter sheets are headed: 

E. B. Scuenxk Harpware Co., Established 1870. 

Mt. Vernon, Ind. Incorporated 1902. 

Being distributing agents for several specialties, we have 
a jobbing list. The first of each month statements are filled 
in to those having open accounts, but envelopes are printed 
to all, and, if there is no statement to enclose, some advertising 
matter takes its place. Shipping tags are printed when a 
dozen or more are wanted for one shipment. 

The personal letters have constituted our system of adver- 
tising during the two years past, and suffice it to say, have 
proven effective. A distinct advantage lies in the possibility 
to reach the trade in the busiest of seasons. In December 
last we sent out one on the first of the month and another 
ten days before Christmas. The holiday trade surpassed all 
previous years. Our show windows, receive a good share of 
attention, making attractive displays. An attractive store 
room, with a well assorted stock, the result of untiring energy, 
has given Mr. E. B. Schenk a reputation for miles surround- 
ing, and established a phrase heard every day, “You'll find it 
at Schenk’s.” A high standard of quality in all lines and an 
adherence to fixed prices so far as consistent, have proven a 
good advertisement. 

ENCOURAGING CASH TRADE. 

I will not attempt to outline any particular plan toward 
this end, but believe the time ripe for earnest consideration 
by the retail merchant to put himself in position to meet the 
competition of the mail order houses and department stores, 
who have a distinct advantage by selling strictly for cash, 
which enables them to buy for cash, giving a profit which 
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many a dealer cannot always avail himself of. Ask your 
friend who is engaged in doing a cash business, how he feels 
every night when he turns the key in the door? You will 
certainly admit that his lot is an enviable one. It is undoubt- 
edly the secret of success in this age of “volumes at small 
profits.” Verily, it is a twentieth century method. For sev- 
eral years it ha§ been the custom of our firm to give register 
checks with each cash purchase entitling the holder to a re- 
bate of 2 per cent in cash or trade. We do not wait to be 
asked for the checks, but insist on the purchaser receiving 
them, and would even follow him to the door, thereby remind- 
ing him that his cash trade is appreciated. 

Yet our cash trade is far from what it should be. This 
situation prevails in most of the smaller towns, and the sooner 
the loose credit system is abolished the better it will be for 
merchant and purchaser. 


LOOSE CREDITS. 


Why do we permit it. when our jobber, from whom we buy 
thousands of dollars worth of goods, insists upon the pay- 
ment of his account when due? Why do. we encourage this 
loose credit system when we are refused credit by the cash 
stores? It is lack of nerve; fear of hurting the other fellow’s 
feelings, or losing his trade. If a customer owes*you and 
shows no inclination to pay, by all means cut him off. If you 
continue to credit him you'll lose out, three times in five. 
But suppose he pays you in the end, is the profit worth the 
trouble and worry? You would not think of loaning him a 
dollar each month for a year, yet you let him have twenty- 
five to fifty dollars worth of merchandise and then go to your 
treasury for the cash to replenish your stock. 


EVILS OF CREDIT. 


The credit business sums up the following evils: 

Requires a double cash capital. 

Inability to discount your purchases. 

Lost accounts. 

Adds greatly to your office expense. 

Breeds dishonesty, wastefulness. 

When your customer owes you, he avoids your store. 

If you dun him in thirty days, he’s mad and asks: “Are 
you afraid you’re not going to get the money?” 

If you wait six months, he’s mad and says: “Why in the 
h—— didn’t you present this account sooner?” 

If you sue him, he becomes your enemy. 


THE REMEDY. 
What’s the remedy? 
There’s only one, sell for cash, or, upon such terms 
whereby you are sure to get your money at a specified time. 
Commence at once by restricting your credits. And en- 
courage cash trade at your store by paying cash yourselves 
for groceries, meats, dry goods, doctors, lawyers, etc. 


GROWTH OF MERCHANTS’ ASSOCIATIONS. 


I am very glad to note the rapid growth of the Retail Mer- 
chants’ Associations throughout this state, getting into closer 
relationship for the purpose of protection, and fortifying them- 
selves against the indiscriminate credit of the past. Protec- 
tion against legislative measures detrimental to our interests 
and the welfare of the public at large. Aside from other 
arguments against the Parcels Post Law, the thousands of 
retail merchants have a right to protection against this on- 
slaught, as well as the manufacturers who are protected by 
laws from invasion of foreign commodities. Protection against 
the unintelligent competition which confronts us by the dealer 
who does not know the “cost of production.” 


RETAIL MERCHANT SHOULD AFFILIATE. 


Fortifying themselves against all unfair demands of clerks’ 
unions, and finally against bad accounts. The jobber and the 
manufacturer have had the guidance of Dun, Bradstreet and 
Credit Men’s Associations reporting the financial condition of 


the retail merchant, whilst he has been taking “all the 
chances” from the individuals who say: “Oh, if you are afraid 
to credit me, I can get it across the street.” Is it not time, 


therefore, that the retail merchant should affiliate with the 
associations, the purpose of which give promise at least of 
good-fellowship, protection and encouragement of cash trade. 
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COMBINATION HARD TO BEAT. 

In closing my remarks I quote the following from a letter 
written by a leading hardware jobber: 

“The application of sound principles in the management 
of our affairs,-such as good judgment in the selection of goods, 
courteous treatment of customers and ‘careful discrimination 
in the manner of granting credit to those who wish to buy on 
time.’ These form a combination hard to beat, and the in- 
dividual or firm that makes them the ruling principles in busi- 
ness is a sure winner in the race for commercial supremacy.” 


A. N. Shidler, South Bend, Indiana, chairman of the 
insurance committee, stated that 112 of the members present 
had subscribed for $271,000 of insurance. 

The rest of the session was largely devoted to the dis- 
cussion of catalogue-house competition and sales of jobbers 
to blacksmiths. The practice of jobbers on making low 
prices on guns was also thoroughly threshed over. 

The last speaker of the day said: “I was in- 
terested in your discussion on the price of guns. There is 
nothing in life that one can secure without an effort. Three 
months ago in glancing over THE AMERICAN ARTISAN I saw 
the copy of an advertisement of a Central Illinois 
dealer in their advertising department. This adver- 
tisement was copied from a local paper, and show- 
ed a cut of a gun which was listed at $16 A 
reference to the catalogue of one of the Chicago supply 
houses would show the same gun listed at $17, and yet the 
dealer made a profit of 60% on that gun. He secured the 
gun from a tobacco house who were giving guns as a pre- 
mium and took. advantage of exceptional conditions to buy 
a lot of 25 of these guns at $240. This is the kind of tactics 
that the catalogue houses are always pursuing. A little while 
ago the dealer in talking to me said that he had only 
sold a couple of those guns, but since he had advertised them 
he had more than quadrupled his sales on other guns, as he 
said by putting an advertisement of this gun in the paper at 
a price of $16, or $1 less than the catalogue houses made, he 
re-established the confidence of the purchasing public of his 
community.” 

President E. M. Bush, Evansville, announced that the 
members would have a treat the next day in an address by 
Z. T. Miller, ex-president of the National Retail Hardware 
Dealers’ Association. The convention adjourned at 5:30 p. m1. 


WEDNESDAY EVENING. 


Wednesday evening was devoted to a banquet at the Hotel 
English. The floral decorations were exquisite. 


The following dainty menu was discussed: 


Blue Points. Manhattan Cocktail. 
Celery. Olives. Radishes. Salted Nuts. 
Essence of Sage Hen, in Cup. 
Cheese Straws. 
Kennebec Salmon, en Papillotes. 
Potatoes Julienne. 
Champagne Punch. 
Roasted Snow Birds, Barde. 
English Bread Sauce. 
French Peas, in Cases. Haut Sauternes. 
Tomato and Lettuce Salad.” 
Biscuit Glace Cream. 
Fancy Cake. 
Bric. Toasted Crackers. 
Cafe Noir. Cigars. 


Mr. I. S. Gordon acted as toastmaster and the toasts 
were as follows: 

Hon. John W. Holtzman, mayor of Indianapolis, was the 
first speaker. extending an “Address of Welcome” to the dele- 
gates. Sharon E, Jones of Richmond responded to the toast, 
“Our Association,” -with well chosen words. The Hon. Chas. 
W. Miller, attorney-general, spoke eloquently on the theme, 
“Onur Country,” and Hon..William L. Taylor, ex-attorney- 
general, and candidate for governor, appealed fervently to 
state patriotism in his address on “Our State.” The. toasts 
were all of a high order of merit and Toastmaster Gordon 


-discharged his duties felicitiously. 
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Herewith are the autographs of those at the speakers’ 
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The following Indianapolis firms subscribed to this ban- 
quet: E. C. Atkins & Co., Inc.; H. T. Conde Implement Co., 
Union Selling Co., Tanner & Co., A. Burdsal & Co., Central 
Supply Co., Crucible Steel Co. of America, Van Camp Hard- 
ware & Iron Co., Duckwall-Harmon Rubber & Supply Co., 
Fairbanks-Morse & Co., Holliday & Wyon Co., Home Stove 
Co., Indianapolis Stove Co., Knight & Jillson Co., Indianapolis 
Saddlery Co., Layman-Carey Co., Danicl Stewart Co., Tucker 
& Dorsey Manufacturing Co., Taylor Belting Co., E. H. Tripp, 
Parry Manufacturing Co., Union Transfer & Storage Co., 
Vonnegut Hardware Co., Capital Paper Co., Udell Wooden- 
ware Co., Standard Paper Co., American Buncher Co., In- 
dianapolis Tent & Awning Co., Gates-Osborn Carriage Co., 
Atlas Paper Co., Hollweg & Reese, Chas. E. Pearson & Co., 
Winter & Hill, American Wire & Steel Co. 


THURSDAY MORNING SESSION. 


The Thursday morning session was called to order at 
9:30 a. m. and Louis,C. Bartholomew of Michigan City read 
the following paper on 


ADDING SPECIALTIES AND SIDE LINES. 





KEEP OUT OF THE RUTS. 


Alertness is essential to success. To prosper you must 
have your eyes open and keep abreast of the times. Keep 
out of the ruts. They are easy to fall into, but not so easy to 
get out of. Do things in a different way than your competi- 
tor. No retailer lives up to his own possibilities who does not 
keep on the watch all fhe time for new lines to add. 

Your people are accustomed to buy from you now one or 
more lines. This habit of theirs forms the best part of your 
capital. They are equally ready to buy other lines if you will 
let them. 

STUDY YOUR TRADE. 

Do not be afraid to try new ways and new goods. Be as 
good a merchant as you can and success will come to you. 
Study your trade. Endeavor to anticipate its wants. Study 
your stock. Endeavor to keep it clean and free from stickers. 


A READER OF TRADE PAPERS. 


The modern successful merchant uses his every effort to 
keep in touch with what is going on in his lines. He is a 












kers’ 


subscriber to two or three of the trade papers. He reads them 
carefally. He examines with care the good advertising that 
comes within his reach, selects from it the best ideas and 
methods, and adapts them to his own use, taking care to in- 
still into them as much of his own originality and personality 
as possible. He leaves no avenue unexplored where the ex- 
tension of his trade is possible. 


IS ONLY HALF APPRECIATED. 


He “adds side lines and specialties” as often as he can. 
Capital and space are his only limits. The importance of this 
question of “adding specialties and side lines” is not disputed 
and only half appreciated. The reason why a man with a 
small stock of variety goods can hold his own against con- 
cerns that have dollars where he has dimes is simple. Every 
penny of his capital is in quick-turning goods. The variety 
store handles nothing but quick.sellers. It omits the heavy 
staples which take a lot of money to handle, require a lot of 
room, and on which profit is small. 


SHOULD CARRY MORE LINES. 


While I do not advocate turning the hardware store into a 
variety store, I do advocate carrying more of a variety of 
hardware and kindred lines than is carried in most hardware 
stores. Add lines that suit your trade. Lines that are quick 
sellers, for quick sellers are profitable. 


PAINTS. 


The question of carrying a line of paints has recently been 
discussed in the trade press. This is a line that goes in nice- 
ly with the builders’ hardware trade. If properly bought 
and properly sold it is a profitable line. We have handled 
paints, oils, varnishes and brushes for twenty years and our 
paint department has grown to be one of our best departments. 


SPORTING GOODS. 

Fishing tackle, hammocks, guns, bicycles, base ball goods 
are generally handled in sporting goods stores or department 
stores. They belong to the hardware store. Start a sporting 
goods department yourself. Take a fishing trip or a hunting 
trip during your Watation ; ; learn the merits and demerits of the 
lines you carry by actual experience. Then you can sell a 
line of sporting goods intelligently, and there is profit in sport- 
ing goods. : 
NICKEL PLATED WARE. 

Add to your line of fifty and seventy-five-cent nickel 
plated tea and coffee pots some of the more expensive sorts, 
a few baking dishes, a chafing dish or two. Put them in a 
nice show case prettily arranged. Display them. Talk them. 
Advertise them. Then see if your trade on nickel plated ware 
does not increase and your profit account also. 

When you have nicely started your sales of nickel ee 
ware add a line of fancy earthen tea pots. That will please 
the ladies and a well pleased lady customer is one of your best 
advertisements. 

TOYS AND HOLIDAY GOODS. 


One of the most profitable departments we have ever ad- 
ded has been, and is, our toy and holiday goods department. 
We cdrry in season-a complete line of iron-'and wooden toys. 
We have them bought and in the store before Thanksgiving. 
This year just passed we commenced our holiday display on 
the day after Thanksgiving. We displayed toys in one win- 
dow, and in another a line of fine nickel and silver plated 
ware. These displays were changed every few days. We 
cleared a large space in the front of our store and devoted it 
to an exhibit of articles suitable for Christmas gifts. We 
were busy from Thanksgiving up to ten o’clock the night 
before Christmas. The toys pleased the children. The chil- 
dren told their parents. One little girl four years old said 
to her mother: “You can get all the toys you want down at 
Bartholomew’s whether you have money or not.” A small boy 
called off his Christmas list up the chimney to Santa Claus, 
and said: “You can buy all of those at Bartholomew & Co.” 
The parents were interested, came to buy toys and found we 
had other Christmas goods to sell and bought them. By the 
addition of this side line we have made the month of Decem- 
ber one of the busiest of the year, and also one of the most 
profitable. 
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THE ONLY LIMITATIONS. 

As remarked before, the adding of specialties and side 
lines should only be limited by space and capital. Space is 
wasted in all manner of ways. Possibly some of the last sea- 
son’s goods still hang around. Why not store them upstairs 
or downstairs or in some cheap warehouse? Put away your 
unseasonable goods. Bring them out next season as new, 
fresh goods. 

CARRYING SURPLUS GOODS. 

Why not get along with a smaller quantity of goods on 
the shelves and carry some of the surplus lots in your storage 
room. The greatest of all sources of wasted space is overbuy- 
ing, over-stocks, too many goods of one kind on hand. This 
is also a great source of wasted capital. Every time you buy 
two dozen of an article when one would have kept your stock 
filled you waste your capital, for the money that pays for that 
second dozen might have bought an article you do not now 
sell and thus have increased your sales. 

SHOULD ADVERTISE NEW LINES. 

A new line added should be judiciously and intelligently 
advertised. In the newspaper by well displayed ads and newsy 
locals; in the store by being prominently displayed, by being 
exhibited by proprietor and clerk. And the clerk will not 
know how to do. so, effectively, unless he thoroughly un- 
derstands the article he is trying to sell. Do not be afraid 
to explain to your clerk the good points and features of your 
goods. Do not be half-hearted in your explanation. Know 
your line. Enthuse it a little. Get your clerk enthused. 


SHOULD HANDLE THE BEST GOODS. 


Endeavor to handle the best goods in your line. There is 
profit in the best. It is easier to sell. It is better to sell. As 
a jobbing house of some repute says, “The recollection of 
quality remains long after the price has been forgotten.” Try 
to get the exclusive sale on the “best,” be it tea pot or stove. 
Then every time you sell one of these exclusive line articles 
you advertise your own business. Your customer tells his 
friend about the fine tea pot he bought at your place, the 
friend tells his friend, and all the time you can rest in peace, 
because you know when the friend gets ready to buy a tea pot 
like it he must come to you. You have a little monopoly, and 
you control the price and the profit on that kind of tea pots 
in your locality. 

SECURE SPECIALTIES SUITED TO YOUR LOCATION. 

As your capital and space permit, add to your business 
such side lines and specialties as are suited-to your location. 
You will see that your business keeps increasing, and that 
you are adding to your profit account very materially. So 
much so that you will feel the need of trying some of yournew 
side line fishing tackle in old Lake Michigan, off the piers of 
our Sandy City, there to rest from your labors, spend some of 
your profits, and go back home with renewed vigor ready to 
add more specialties and side lines. 

President E. M. Bush, Evansville, said: “The subject 
just discussed is one of much interest. I would say that in our 
store we are getting results from our holiday trade. Formerly 
December, January and February were the three dullest 
months in the year, but the last few years our December busi- 
ness has been increasing. By advertising we have been educat- 
ing the people to buy useful Christmas presents, such as wash- 
ing machines. Last December I did the best business of any 
month in the year. All of you can do this.” 

A. N. Shidler, South Bend, then read the following paper 
on: 

NECESSITY AND ADVANTAGES OF LOCAL OR- 
GANIZATION. 





NECESSITY OF LOCAL ORGANIZATION. 

The necessity of local organization of any particular line 
of mercantile business becomes apparent when we point out a 
few of the advantages to be derived. I say any particular 
line of business, because every merchant is most interested in 
becoming informed about the article which he is handling and 
learn how to cope with the knotty problems which constantly 
confront him. 













































































































































































WHAT INTERESTS THE GROCER. 


To organize might not be as difficult a problem as w 
keep up interest in the organization. 

The grocer is interested in learning how and when sugar, 
teas, coffee and spices are produced. The best brands to han- 
die and the most efficient manner of placing them in the 
hands of the consumer, all of which brings in advertising; 
the arrangement of store, kind of clerks, best method of de- 
livery, etc 

OTHER TRADES ARE INTERESTED. 

Likewise the clothier, dry goods man, druggist and hard- 
ware man. 

We are comparatively little concerned as to which brand 
of shirt will shrink the least or whether there is any profit 
in the sale of Peruna. 

LOCAL PRICES. 

But we are interested where from three to nine hardware 
men of the same town are able to shove up to the same fire, 
smoke cigars from the same box, and discuss the folly of sell- 
ing a certain saw at $1.40 just because some catalogue house 
sees fit to quote it at this price as a business getter. Better 
sell eight customers the saw at $1.75 and let two buy at a 
distance than sell ten at $1.40. 

ARE ABOVE THE AVERAGE IN INTELLIGENCE. 

While it is not advisable for any local organization to fix 
prices, I do believe that hardware men, as a rule, are above 
the average business men in intelligence, otherwise he could 
not run a hardware store successfully, and when for any 
reason prices on a certain article are too low, are ready and 
willing to place the asking price where the profit will produce 
a legitimate income on the investemnt. 

SHOULD DISCUSS WAYS AND MEANS OF DOING BUSINESS AT A 
PROFIT. 

With the great number of articles which only a few years 
ago were to be found in the hardware store alone and sold at 
a good profit that are now being distributed by the five and 
ten-cent stores or the department store at just about cost for 
the purpose of leading the public to believe the hardware 
merchant to be a robber, it behooves every hardware man in 
this house who is not a member of a local organization to go 
home and call your hardware friends together to discuss the 
best ways and means of doing business at a profit, for with- 
out profit you are bound to fail. 

YOUR COMPETITOR IS NOT YOUR ENEMY. 

The time is long past when you should think your compet- 
itor is your enemy. He is not, and if he is make him your 
friend, meet him socially, at church, or at your political meet- 
ings. You can use him, for when you run short on 8d. nine, 
borrow a keg or two, and when yours come in return them 
at oncé and you will find him soon doing the same. Don’t ask 
him to loan you anything which is of a different kind or 
quality than you can return. Better buy it of him. He will 
sell it at a profit of 10 per cent. You can sell it at a profit of 
from 25 to 40 per cent, make some money and your customer 
will feel you have done him a great kindness. 

MERITS OF LOCAL ORGANIZATION. 

Thus far we have not discussed the merits of local organ- 
ization in the broader sense. The state and national organiza- 
tions of all kinds are making every effort to prevent such 
legislation as will be detrimental to the retail trade and enact 
such as will enable us to more nearly receive that which is 
justly ours, and may the day be not far off when Indiana 
has a reasonable garnishee law and parcels post be a night- 
mare of the past. And yet no legislation can possibly bring 
the direct results that may be accomplished in local co- 
operation. Such an organization, I believe, should take in 
not only merchants of every line of mercantile trade, but the 
manufacturers, the lawyers and the doctors; even the minis- 
ters might be interested - 

SHOULD BE A COMMERCIAL ORGANIZATION. 

Let it be, if you please, a commercial organization, the 
duty of which should be to take up all subjects of commer- 
cial interest, such as securing the location of factories, inter- 
urban roads, arranging for public demonstrations on national 
holidays, entertaining commercial conventions, regulating the 
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hours of closing business houses, securing such ordinances 
as will be for the best interests of the town and not for the 
benefit of a few individuals. 
The many advantages of such an organization were then 
illustrated by a few incidents. Continuing Mr. Shidler Said: 


SOUTH BEND’S COMMERCIAL CREDIT EXCHANGE. 


The Commercial Credit Exchange of South Bend, which 
is an outgrowth of the Merchants’ Association, is to the local 
retailer what Dunn and Bradstreet are to the jobber and 
manufacturer. 

It is a corporation owned, controlled and managed by 
representative business and professional people of all classes 
and derives its legal existence under the laws of Arizona, 
which empower the exchange to legally transact all kinds of 
business that may become necessary to carry out the purposes 
for which it is organized—viz., to increase cash business, cur- 
tail and centralize credit, curtail individual credit business, 
extend and guarantee credit, collect bad debts, compile, pub- 
lish and deliver credit-rating books and delinquent debtors’ 
lists. 

It unites the business people in each city or town, caus- 
ing them to act in harmony and refuse aid to all scheme dona- 
tions, scheme subscriptions, scheme advertising, scheme trade 
gifts, scheme trade discounts and scheme enterprises. 


MANY DISTINCT BENEFITS. 


If this exchange had no other merit than taking care of 
the scheme impositions alone, it is worth many times its cash 
in a single year. 

It seems to me that with the many direct benefits that are 
being derived from local organizations every merchant from 
town or city where such organizations do not exist should 
appoint himself a committee of one to see that steps were 
taken at once to organize and realize the benefits yet possi- 
ble in 1904. 

Sharon E. Jones, Richmond, said: “I think we should 
talk on this topic. We are everlastingly asked for contribu- 
tions by ladies’ auxiliaries, ladies’ aid ieties, etc., and the 
men are no better, as we are called on by ‘Bilis, Masons, Odd 
Fellows, etc. Last December our city was full of that kind of 
thing. Nothing small will answer for these people. In fact, 
some merchants gave articles worth as much as $50, and every 
merchant suffered. This is an injury to trade, and it would 
be better for hardware merchants the sooner they set their 
foot down on this matter. Two days do not pass that some 
one does not come around with some scheme to sell some- 
thing for less than it is worth or for a donation. I would pay 
$50 to be protected against this sort of thing.” 

Mr. Jackson, Jonesboro, said: “People come to hard- 
ware dealers and ask them to donate here and to donate there. 
In some cases he digs up with good grace and at other times 
for policy’s sake. Suppose-they ask him for a refrigerator or 
a steel range for some Charity, and the chances are that before 
nightfall a dozen kids will come to his store to sell him a 
chance on the article. He not only gives the article away, but 
gets a chance to buy it back at retail prices. We have just 
started a business men’s association at Jonesboro. We are 
imposed on by ticket agents, solicitors, etc. Hereafter if they 
wish to auction anything off we will sell it to them at whole- 
sale prices. We have a system of picking out dead beats. 
You may not believe it, but it is a fact that of 17,141 persons 
who purchased on credit in Grant county last year 23.43 per 
cent are dead beats, whose names are marked X, XX, XXX, 
XXXX, etc., according to the number of merchants who have 
reported them. But we have a harder class than this to deal 
with in the persons who are listed as slow pay and limited 
credit. You pay more money to the shoe carpenter running 
after these people than you get out of them. There are 19 
per cent of these in this credit list in Grant county. This 
makes the total of people who do not settle promptly 42.43 
per cent of those who buy on credit. In the five months that 
our business men’s association has been in existence over $600 
of bad debts have been recovered.” 

J. E. Endarfer, South Bend, said: “We have a local 
credit bureau which works very satisfactorily. I save at least 
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oo a year by being a member on account of the various 
hemes from which it protects me.” 

W. E. Campbell, Hartford City, said: “We have a mer- 
;ants’ association, which has been organized for a short time 
and which contains over forty members. I saved $17 in one 
ase through this association. We have three hardware men 

our town and we make prices on certain staples. We are 
acting in harmony.” 

President E. M. Bush, Evansville, said: ‘Associations of 
retail merchants are not organized for vicious purposes, but 
for self protection. We have a committee to pass on solicit- 
ing schemes of all kinds, which we call our sanction board. 
By referring all schemes for tickets, advertising schemes, etc., 
to them the blame for refusing to patronize these ideas is not 
placéd on any’one merchant. It is an elegant way of turning 
them down. Merchants have an association embracing 4,000 
members in Indiana.” 


C. A. Ellis, Carlisle, then read-the following paper on 


HARDWARE BUSINESS IN A COUNTRY TOWN. 





WOULD RATHER PLAY THE PUPIL. 


I am loth to discuss the subject assigned me because of 
the fact that the greater number of you have probably had far 
more experience in successfully meeting the strenuous com- 
petition of the modern business world. I would rather play 
the pupil and listen to extracts from your successful experi- 
ences than to thresh out some of my own half-defined ideas. 
The word of our president is law to us, however, and I have 
bowed to his request as one should bow to an absolute prince. 


SEVERAL MENACES. 


I must confess, however, that the subject of the future of 
the retail dealer is one of particular imterest to me, perhaps 
more so because of the difficulties of his situation. And if you 
find that I take the matter rather seriously, please let your 
charity attribute this seriousness to a real interest in the 
subject and not to a cruel desire to bore you. Being myself 
a small retailer situated in a purely agricultural community, 
and dependent entirely upon the farmer for my business, I 
can easily see—in fact, cannot help seeing—that there are 
several menaces that threaten the future of the small retail 
store. 

RURAL FREE DELIVERY. 

In the first place, there may be mentioned the rural free 
delivery. This is certainly detrimental to the best interests 
of the retailer, as the farmer who formerly came to town two 
or three times a week to get his mail and incidentally to do 
a little shopping now comes only when necessity requires, and 
naturally does not spend as much money on this trip as he 
would on the half dozen that have been interfered with. 


ELECTRIC INTERURBANS. 


_ Again it seems highly probable that the electric inter- 
urbans will have an injurious effect on the merchants of the 
smaller communities, as they will afford a comvenient and 
cheap transportation to the stores of the cities. The effect 
of these may be overestimated, yet I do not see that they can 
be left entirely out of my account. 

THE PARCELS POST. 


And the parcels post that is now being agitated so general- 
ly in the entire country will play its little part in the sum 
total of disadvantages to the small ,etailer. This is bound 
to extend in the future to what the two mentioned above have 
done in the past—that is, a widening of the market to the 
consumer. Jt will in many ways bring the farmer, whose trade 
is so essential to our very life, practically face to face with 
the larger houses in the cities. 

ACQUIRE A SINISTER SIGNIFICANCE. _ 


And it is in connection with these large catalogue houses 
that these possible menaces noted above have a real meaning. 
Rural free delivery, interurban service and parcels post are not 
bad in themselves any more than a gun that is lying peaceably 
on the ground. But used as a means, used as a weapon in 
the hands of our giant friends, the catalogue houses, they 
acquire a more sinister significance. For deadly weapons they 
become in the hands of the managers of these houses—men 
who have risen to their powerful position by means of this 
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very ability to turn all facts to their own account. We may 
expect, therefore, that in the future these men will combine 
their great advantage of closer buying with the on-coming 
advantage of quicker, safer and more convenient transporta- 
tion, and unless checked these houses will make far greater 
strides in the future than in the past. This is the condition 
that does now and will tend to more fully face the small 
retail dealer, and we must bear in mind that it is a condition 
and not a theory to be dismissed with a word. 

PLANNING IS HALF THE BATTLE. 

Is this view over-pessimistic? Just think, each one of 
you, over the list of your old patrons, and: see if you do not 
find that this ene and that one has been seized with the 
catalogue house madness. In doing this you will perhaps 
realize where the small retail dealer stands to-day—that is, if 
he stands at all. We should recognize this situation as it 
really exists, not as we would have it be. A situation clearly 
seen can be better faced. It is well to recognize and realize 
the power of our enemy, the disposition of his forces and his 
various points of vantage. Then we can plan as well as fight, 
and planning is half the battle. Face the question with its 
difficulties fairly and squarely, and a solid solution will come 
that will hack its way through all opposition. Deny that 
such a situation exists, close your eyes to the tendency around 
you, merely because you do not like the trend, you will be 
dragged down with the current. 


CATALOGUE HOUSES ARE HERE TO STAY. 


In hunting for a solution of the difficulties, however, I 
think we should not butt our heads against.a wall.. We must 
realize that the catalogue houses, with their lieutenants, the 
free delivery, the interurbans and the possible parcels post, 
are here to stay, whether we like it or-not, and what we must 
do in order to maintain our own existence is to modify our 
actions to meet these new conditions. The business world 
waits for no individual or no class of individuals; it goes 
steadily. forward, and those of us who but stand still at best 
fall behind. 


JOBBERS’ INTERESTS ARE IDENTICAL WITH RETAILERS’. 


Well, we have our problem—what are we going to do 
about it? For one thing, we can fight these various aids to 
the big houses—and especially the parcels post—to the very 
last ditch. We can go even further than that and enlist the 
sttpport ot the jobbers as a class to aid us. The jobbers have 
isf225&5 ,r22h shrdl uetaoishr dluetaoincmwfyp etaoincmfwnn 
interests identical with our own and they can but read their 
death in our dissolution. Even the manufacturers themselves 
can be made to see that we small retail dealers must not be 
eliminated, for if we were, he would have but the one market 
for his products and his profits would go down with his prices 
under the terrific onslaughts of the one buyer—the catalogue 
house. He will be left entirely at their mercy, and mercy in 
its real meaning has no significance to them. Thus one can 
see that the interests of the retailer, the jobber and the manu- 
facturer are all one, and this association is urged to use its 
influence in furthering the closer co-operation of these three 
classes against the common enemy. 


PERSONAL RELATIONSHIP. 

But the average retailer in the small town has some- 
thing more fundamental to fall back upon in this contest, if 
he will but take the time to cultivate it. I believe that we have 
a weapom which, if rightly used, can successfully meet 
all competition of the catalogue houses—a permanent means 
that will do double sums in arithmetic and an aid to our 
purse without subtracting from our pleasure. What I refer 
to is the personal relationship that must and _ does 
spring up between the dealer and his trade in the surrounding 
community, know their wants and their needs, be interested 
in their successes and failures—in a word, be personally 
interested in them. This personal touch between man and 
man, between a dealer and his trade, will do more to kill the 
influence of the catalogue houses than anything else. What 
does the matter of a few cents amount to between friends? 
After all, isn’t it better to pay your neighbor a little more than 
the stranger—especially as your neighbor’s very existence 
depends upon your action? Such would be the spirit en- 

















4 
eS SS SS eee 


















































































58 THE AMERICAN ARTISAN 


gendered by this personal relationship between dealer and 
trade. 
OUTSIDE SOLICITING. 


This may be helped in many ways. With myself I have 
adopted the idea of outside soliciting. To illustrate more defi- 
nitely: In the fall one of our employes is given to understand 
that his duties are “on the road,” and with horse and buggy 
is required to visit every family in the territory from which 
we enjoy patronage, and he is to talk stoves. In this way 
the prospective purchaser is usually found and orders usually 
diverted from the catalogue houses to our own store. At the 
proper time we take up other lines—twine, implements, etc.— 
and push them during the season that the contemplative farm- 
er is in need and in the humor of making his purchases. In 
this way we watch our trade, and the personal element is not 
lost sight of. 

REASONING WITH THE FARMER. 


Then again, we can reason with the substantial farmer 
that has a leaning toward these catalogue houses and show 
him that he is hurting his whole community by patronizing 
outside merchants—show him how such action will finally 
react on his own property and touch him vitally. If you 
have a good personal acquaintance with your trade they 
will not resent such truth telling, and will realize that, con- 
sidered in the large, they would do better to pay you a dollar 
for an axe that they could get at one of these houses for 
90 cents. 

This personal relationship is to my mind the best solution 
to the problem of the retail dealer. It is not as glittering as 
some schemes, but I have found one thing in its favor—that 
is, that it will work. With this much to recommend it, it 
should receive some consideration. 

A member said: “You can get more money by establish- 
ing a uniform price than by cutting prices.” 

Sharon E. Jones, Richmond, said: “The catalogue houses 
do not worry us much. A nickel in the slot machine can sell 
what a man knows he wants before he comes into a store, and 
I have impressed upon my clerks that I pay them to be sales- 
men and not merely order takers. Some years ago there was 
a paint which was all the rage in our town and on which the 
profit was very small. I took a trip to a factory and purhcased 
1,500 gallons of the highest priced paint on the market and 
when I returned I told my clerks that I expected them to sell 
it to painters and householders. The price I asked was $1.50 
a gallon. I commenced selling this paint on May 13 and by 
December 1 I had sold 5,093 gallons. A certain man in our 
town purchased 100 squares of corrugated roofing from a cata- 
logue house and a little later came into our store and asked us 
our price on this roofing. We named our regular price, which 
was 5 per cent less than that charged by the catalogue house, 
without taking into consideration the subject of freight. We 
also follow the market on these goods and the catalogue 
houses do not. When a salesman comes in to sell us any- 
thing we always ask him, ‘Does your firm sell the catalogue 
houses?” The dealer who does not put this question is not 
fighting catalogue houses. The goods the catalogue houses do 
not carry are those you make a profit ons and it would pay 
you to encourage other manufacturers.” 

F, H. Prunk, Indianapolis, said: “It makes no différence 
what prices you put on your goods, there are always some 
who will want lower prices. One day a man came into my 
store when it was crowded with customers and picked out a 
No. 1 axe handle which was marked 25 cents. He said to 
me, ‘Can not you sell it to me for 20 cents?’ I said, “Take it 
and go. If I sell it to you for 20°cents you will not: know 
whether I am making anything or not. If I give it to you, 
you will know that you are getting something.’ ‘Thank you,’ 
said the man. A few weeks afterwards I saw the man driving 
past on a wagon, and he said, “That axe handle was the best 
I ever bought.’ Since that time he has come into my store and 
has purchased manure forks, shovels, etc. and has never 
asked me to take five cents off a price.” 

Mr. Voorhees, Flora, said: “The only way to be pre- 
pared to meet catalogue house competition is to secure cata- 
logues and have them in your store. When they show you a 
gun in the catalogue, say that it is not as good a gun as you 
have, and talk about the flaws. When they talk about cata- 
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logue house stoves, say that stove manufacturers occasiona. y 
overproduce and they sell their accumulation of goods in th: ; 
store houses, which are a little rusty and are two or thr 
years old, to the catalogue houses, which we only han 
improved stoves that are thoroughly up to date. Tell the 
that your stove is O K and that if it does not work right y: 
will repair it. A farmer who bought a gasolene stove of ou 
complained about it, but the next day our man went out a1 
showed him how it worked and he was well pleased. I saw a 
steel range purchased from a catalogue house in a blacksmit 
shop across the street. Its walls were only three-sixteenth 
of an inch thick and it cost $18.64. I told the purchaser tha: 
he would not think of buying a similar steel range which | 
was selling at $15. One of the peogle in our town bought a 
round bar from a catalogue house for 15 cents and paid 35 
cents expressage.” 

On motion of A, N. Shidler, South Bend, $150 was voted 
to M. L. Corey, Argos, unanimously as an appreciation of the 
work he had done for the association last year. 

President E. M. Bush, Evansville, in announcing this 
motion to Mr. Corey, said: “You realize that this is only a 
slight compensation for the services you have performed.” 

M. L. Corey, Argos, said: “I thank you for this showing 
of confidence. I appreciate this very much and will work to 
make a success of this association more in the future than I 
have done in the past. It is a pleasure to serve the Indiana 
hardware dealers. My friendship is as strong for the association 
as it was when I left the meeting at Evansville. I have never 
asked a member for a service when he did not freely respond. 
I hope that no man has enmity toward me and I have naught 
but the kindest feelings toward the members. I accept the 
present and thank you from my heart for it. If I am again 
elected as your secretary, I will do everything to forward the 
interest of the association. I hope the new members will be 
enthused with the same spirit which pervades the old mem- 
bers. I have received twenty-five letters from old members 
who have unavoidably been kept away but whose hearts are 
with the association. I thank you very much for the present 
and assure you that I appreciate it.” 


A. N. Shidler, South Bend, chairman of the Insurance 
Committee, said: “At the meeting : Insurance ,Com- 
mittee held» Tuesday evening the foll directors of this 
company were chosen: M. L. Corey, Argos; E. M. Bush, 
Evansville; H. L. Fulton, Portland; Chas. E. Hall, Indianapo- 
lis; A. N. Shidler, South Bend; H. T. Trueblood, Washing- 
ton; A. Stratman, Huntingburg; W. P. Lewis, New Albany; 
T. J. Lindley, Jeffersonville. The Insurance Committee will 
meet in Indianapolis March 22 to complete its organization.” 

President E. M. Bush, Evansville, said: “Every hard- 
ware dealer should subscribe for one or more trade papers. I 
take four trade papers and get benefit from them all... The 
meetings of these associations and those in other states are 
reported in these papers. If any gentlemen here are not sub- 
‘scribers to any trad® paper, I would suggest that the repre- 
sentatives of THe AMERICAN ARTISAN and the Iron Age, who 
are present ‘here, will be glad to take their subscription. 

R. R. Shuman, representing the Iron Age, then made a 
few remarks, as follows: “All recognize that the man who 
talks through a pencil does not talk well on his feet. I have 
attended four conventions of retail hardware merchants dur- 
ing the past month, but,had never before been to a hardware 
convention. Indiana has. the best convention which I have 
yet attended: 

Mr. Shuman then told the following story: “An editor 
in a country town in the west went to New York City and 
saw the bulletins displayed before the doors of one of the 
metropolitan dailies. He thought it was a good idea and de- 
termined to put theory into practice when he arrived at home. 
Consequently when he heard of the illness of one of the lead- 
ing citizens he put a blackboard out in front of his office and 
chalked up the following bulletins: 

“to a. m.—Deacon Jones, a well known hardware dealer, 
is critically ill.’ 

“tr a. m—A number of doctors have been called in 
to hold a consultation over Deacon Jones. The case is criti- 
cal.” 


oe 


1 p. m.—Deacon Jones is sinking.’ 
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“ ‘1:30 p. m.—Deacon Jones, one of the most prominent 
citizens of our city, has passed away and gone,to heaven.’ 

“A traveling man, who did not have a very high opinion 
of Deacon Jones, passed that way about three hours later and 
read these bulletins, and taking up a piece of chalk he added 
this extra bulletin: 

“ ‘4:30 p. m.—Great excitement in heaven. Deacon Jones 
has not arrived yet.’” 

A second story was that of a boy whose grandmother had 
gone on a journey, and when he said his evening prayers, it 
was suggested that he should pray for grandmother’s safety, 
whereupon he exclaimed, “When did grandmother get a 
bike ?” 

A third story was that of a young couple who had been 
blessed with a small baby, who went to a baby carriage fac- 
tory to purchase a baby carriage. The manufacturer of these 
carriages who occupied this factory, it appears, not only made 
baby carriages, but handled a large number made by other 
concerns. Well, the upshot of the matter was the happy 
father and mother purchased a carriage and commenced to 
wheel their baby down the street. By and by the lady became 
quite disturbed because everybody who looked at them laughed 
at them, and she said to her husband, “People are laughing at 
us; is there anything the matter with me?” “No,” said her 
husband. “Is there anything the matter with me, such as 
smut on. my nose or something?” “No,” said his wife, and 
then the same thought occurred to them both and they looked 
at the baby, but nothing appeared to be the matter with the 
baby. Just then they glanced at the front of the carriage and 
saw thereon the placard of the manufacturer reading: “Our 
Own Make.” 

President E. M. Bush then called on S. P. Johnston of 
THE AMERICAN ARTISAN for a few extemperaneous remarks. 
Mr. Johnston said: “Indiana has an excellent association, and 
these meetings are certainly productive of much good. It is a 
pleasure for me to be present with you to-day. When I 
listened this morning to scathing remarks made by some of 
you gentlemen in regard to manufacturers selling to catalogue 
houses my conscience was perfectly clear, as the goods of the 
concern that I represent are not to be found in catalogue 
houses, biit-are sold only to the legitimate hardware trade. I 
confess that being called on thus suddenly I am somewhat at a 
lack for the proper words to express myself, but in that case I 
am evidently not in the fix of the waiter in the following story: 

“A rather fastidious Englishman drifted into a shabby and 
somewhat questionable restaurant on Clark street, Chicago, 
and while waiting for his order to be taken was somewhat dis- 
gusted by hearing orders transmitted in such language as 
‘Ham and,’ ‘Draw one,’ etc. So he determined to give the 
waiter an order whicu could not be translated into this pecu- 
liar patois, so he said: ‘Will you please bring me two poached 
eggs on toast and break the eggs over the toast?’ The waiter 
sung out without a minute’s hesitation, ‘Adam and Eve on a 
raft, wreck them.’ Gentlemen, I thank you.” 

T. J. Lindley, Jeffersonville, then delivered the following 
paper on 


THE INFLUENCE OF THE LOCAL PRESS AND 
WHY IT SHOULD BE CULTIVATED. 


SUBJECT IS WORTHY. . 

A few days since your worthy secretary requested that 

I prepare and read a paper before this association and as- 

signed the following subject, “The Influence of Local News- 

papers and Why We Should Cultivate Them.” I am heartily 

in sympathy with the subject and regret that your secretary 

did not assign this part of the program to some one that 

could have given you a more able response, as I am only a 

plain every-day business man and feel my inability to handle 
so worthy a subject. 

LOCAL PRESS SHOULD NOT BE BELITTLED. 


The local paper is sometimes not regarded with the im- 
portance which belongs to it. Some people are apt to re- 
gard with undue importance the utterances of metropolitan 
papers. Of course in matters national and general politics 
we naturally expect more authoritative and abler articles from 
metropolitan papers for the reason that they have great 
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wealth and can command the highest class of talent. It is 
also a fact that the editors of great papers are brought more 
in connection with men who consider, discuss and decide 
matters of great importance. But this fact should not lead 
us into the error of belittling the local press. 

DEPENDS WHOSE CORNS ARE TRODDEN. 

There is no one who finds out the importance and in- 
fluence of the local press better than the man who, up to a 
certain date in his life, always decried the local newspapers, 
and, suddenly, when a friend or some pet theory is attacked, 
commenced a vigorous kick, and at once recognized the im- 
portance and influence of the local ress by his loud pro- 
tests and utterances against it. 

A person living in a small city near a larger city where 
the local and metropolitan journals come in competition 
soon learns to recognize the importance of the local press and 
why it should be cultivated. Let the citizen of the small 
town undertake to break into the metropolitan paper, let 
him address the communication to the editor of a large 
paper and one which he has hitherto thought so important 
and valuable and see with what cold, matter of fact way 
his communication will be regarded. Let him watch the 
boiling down process, the smallness to which his communica- 
tion has been reduced and the obscure position in which 
it is placed, or the insignificance of his utterances in the 
great mass of matter published and among the display ads 
as well as of many pages in which it is obscured and then 
he will understand if there is some value in the local news- 
paper. 

AT HOME WITH LOCAL PAPER. 

If a citizen of your town walks into a local newspaper 
office he feels at home. He feels that he is among friends, 
he feels like a patriot upon his own native soil fighting for 
the defense of his country, for he is conscious of being in 
the right, being where he is entitled to be. He is not em- 
barrassed as when he approaches a potentate, mighty, cold 
and indifferent to his appeals, he feels that he has a sym- 
pathetic ear, tnat he is talking to one of identical interests, 
one with whom he has had business transactions and con- 
stant intercourse and a knowledge that they have mutual 
interests at once places him at ease and he approaches him 
and makes the appeal clearly, fully and deliberately without 
embarrassment. . 
LOCAL PRESS IS IMPORTANT. 

It is the local press which serves you in every emer- 
gency. There you go in trouble, it is there you go in pros- 
perity. If you want to boom any manufacturing enterprise, 
any railroad project for the development of your town, for 
your lodge to increase its influence, or if the lodge desires to 
add to its membership, or to erect a new hall, or in any way 
advance its interests, the local press is immediately appealed 
to for help. So’it is with our churches, if it is a picnic, or 
festival, a new carpet, or an organ, the local press is found 
to be useful in furthering every good object. If a raid is 
to be made on sin by the ambassadors of Christ the columns 
of the local paper are used freely and gratuitously in advertis- 
ing the revival or protracted meeting. The candidates and 
politicians find also the importance of the local press. 

As a rule retail and wholesale hardware dealers are 
men of character, good morals and integrity, always inter- 
ested in any enterprise that will advance the interests of 
their city. When a dealer buys advertising he wants the 
best article he can get, he wants to advertise in a paper that 
is ably edited, has a large circulation and covers all the ter- 
ritory possible for him to draw trade from. Newspapers 
can do much to attract people to your city and store. The 
more people brought to a city the more prosperous are all 
the merchants 

BELIEVES IN RECIPROCITY. 

So, clearly there are many reasons why the local press 
should be cultivated. Yet in spite of all these facts the peo- 
ple most interested in the local paper are sometimes the last 
to give it their support and are frequently known to take 
several metropolitan papers and shut out their local paper 
altogether. If there is anything in the argument about the 
advantages of home trade, surely it makes a strong appeal 
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on behalf of the local press because the money for the labor 
is always expended where the paper is printed, and if paid 


‘ out with one hand for subscription, advertising or job print- 


ing it comes into the other hand and thus remains with you, 
If by any means you freeze out your local paper and leave 
yourself at the mercy of the foreign paper, you would find 
out more fully than words or arguments could explain why 
the local paper should be cultivated. 

The committee on nominations then made the following 
report: , 

President, Edward M. Bush, Evansville. 

First vice president—A. N. Shidler, South Bend. 

Second vice presidgni—T. J. Lindley, Jeffersonville. 

Secretary and treasurer—M. L. Corey, Argos. 

Delegates to national convention: E. M. Bush, Evans- 


ville; A. N. Shidler, South Bend; T. J. Lindley, Jeffersonville; 


j. L. Fulton, Portland; H. T. Trueblood, Washington. 

Alternate delegates to national convention: C. B. Frame, 
North Manchester; T. N. Layne, Cloverdale; J. G. Duprez, 
Shelbyville; Chas. E. Hall, Indianapolis; A. Stratman, Hunt- 
ingburg. 

The unanimous vote of the association was cast for the 
officers named. 

President E. M. Bush, Evansville, said: “It is certainly 
an honor which I fully appreciate to be re-elected to this posi- 
tion. I have tried to secure the best interests of the Indiana 
Retail Hardware Dealers’ Association the past year. I am 
grateful for the support this association has given its president 
and other officers, and without this we would not have come 
to Indianapolis with the record of progress that we have. I 
hope that I will continue to have the hearty support and co- 
operation of the members of this association. We are practi- 
cally in our infancy as an organization. The progress we 
have made is not due to the president so much as it is to the 
secretary. A great deal of hard work has been done by your 
secretary the past year and his success is due to his untiring 
efforts. I thank you for this honor.” 

M. L. Corey, Argos, said: “I know that you feel I appre- 
ciate this. Unless things are different than they have ever 
been before I can fully depend on the members to sustain my 
efforts. For the past two years your president has rubbed it 
in on your secretary and I have received a great deal of 
notoriety that Bush has given me. I have not said anything 
against Mr. Bush along the fishing line, but next year I will 
get even with him. I know things about Bush that he does not 
know about himself, and I want to say something right here 
about writing your congressman about the parcel post bill. 
Just tell your congressman that you want him to oppose the 
parcel post bill, and that the retail hardware dealers of In- 
diana, individually and colléctively, are against this bill. I am 
informed by a special correspondent in Washington that 90 
per cent of the letter from retail merchants which have gone 
into Congress in opposition to the parcels post have come from 
retail hardware dealers. A large number of dealers have 
meant to send in such letters, but have not done so. We want 
a current of letters that will shut this measure out. The 
friends of the parcel post say to’ the congressmen, ‘If you do 
not vote for this measure you will be dead politically.’ We 
should inform them that we are on the ground and they are 
our people and they should look after our interests.” 

J. L. Fulton, Portland, said: “I suggest that we go home 
and see our dry goods men, grocers, etc., and get them inter- 
ested in this measure.” i 

Chas, Boonshot, Petersburg, said: “I circulated a peti- 
tion and also sent in a personal letter to James Heminway, 
our congressman, and received a letter from him in which he 
said he was opposed to the parcels post. 

J. L. Fulton, Portland, said: “I wrote to Congressman 
Geo. W. Kromer, who said he would vote against the parcels 
post, as he was in sympathy with my suggestions and was 
pronounced against this measure.” 

A member stated that he had received a letter from Con- 
gressman Landis in which that national legislator said that he 
would do all he could against the parcels post bill. 

President E. M. Bush, Evansville, said: “We should 
write our congressmen, and our senators, too. We should 
certainly bombard our senators a little.” 
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President E. M. Bush announced the following commit- 
tee on freight transportation to confer with a similar commit- 
tee of the Indiana Grain Dealers’ Association—viz.: Chas. E, 
Hall, John B. Gohman and Mr. Lilly, all of Indianapolis. 

M. L. Corey stated that it would be a good plan if this 
committee should also confer with the Shippers’ Protective 
League of Indiana. 

J. L. Fulton, Portland, chairman of the Committee on 
Resolutions, then submitted the following. 


RESOLUTIONS 


THANKS FOR TRADE PRESS. 


’ 


Resolved, That we are deeply grateful for the presence 
here of representatives of the several trade papers, and the 
many courtesies extended to us by these papers.’ They have 
been loyal, helpful advocates of our cause and deserve our 
hearty support. 

THANKS FOR ADDRESSES, 

Resolved, That we express our grateful appreciation and 
the great pleasure and benefit we have experienced in listening 
to the various addresses by gentlemen not’ members of our 
association, notably Mr. Z. T. Miller, Mr. A. F. Sheldon and 
Mr. Daniel Stern of Chicago. 


THANKS FOR BOGARDUS AND COREY. 


Resolved, That we heartily endorse and commend the 
magnificent work done by Messrs. Bogardus and Corey, the 
president and secretary of the National Retail Hardware Deal- 
ers’ Association, leading up to and in the joint convention of 
the Hardware Manufacturers’ and Hardware Jobbers associa- 
tions at Philadelphia and Atlantic City last fall; that we are 
gratified with the progress made toward bringing these im- 
portant. organizations into harmonious and concerted action 
with ourselves in our efforts to secure desired reforms and-in 
fighting objectionable legislation. 

THANKS .FOR. BANQUET. 


Resolved, That we express our grateful appreciation of 
the delightful banquet and entertainment so generously and 
graciously tendered us by the manufacturers and jobbers of 
Indianapolis at the Hotel English on the night of February 17 
and that it is the sense of this convention that such occasions 
are most powerful agencies in cementing the ties of business 
and social esteem in which we hold our good friends of 
Indianapolis and our fealty to our beautiful capital city and its 
interests. And be it further 

Resolved, That a copy of this resolution be sent to each 
subscriber to this beautiful courtesy. 


THANKS TO LOCAL RETAILERS. 


Resolved, That we express our thanks to our retail breth- 
ren of Indianapolis who have contributed. so much time and 
effort to our entertainment, and have so admirably facilitated 
our work and contributed to cur vleasure in many ways. 


IN ACCORD WITH GRAIN DEALERS. 

Resolved, That we} as an association, are heartily in ac- 
cord with the grain dealers’ association in condemning the 
present system of freight movement, and that it is the sense 
of this convention that we should aid in a proper way the 
efforts to secure legislation to better regulate freight traffic 
and to secure better freight facilities. 

THANKS TO OFFICERS. 

Resolved, That we heartily endorse and commend the 
magnificent work done by Messrs. Bush, Corey and the execu- 
tive board of this association the past year. 

NECROLOGICAL. 


Be it resolved, That in the death of Willis Price of Ma- 
rion, Ind., in November last, our association lost a loyal 
member, whose presence in our conventions was pleasant and 
helpful, that the business community has lost a young man of 
exceptional ability and promise and we mourn with his be- 
reaved relatives his untimely death. 

CARRIERS SHOULD NOT BE HUCKSTERS. 

Resolved, That it is the sense of this convention that the 
rural free delivery carriers of the United States are and should 
be the exclusive servants of the mail service; that they should 
not be permitted to act as agents or carriers for any other ptur- 
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»se whatever; that we recommend that they be paid a salary 
ficient to support them without the necessity of engaging in 
outside or contributory work, and that they be prohibited by 
law from doing any other service and from receiving any tips, 
es or other compensation from private, individual or cor- 
orate interests. 
THANKS TO TRAVELING MEN. 

Resolved, That we express our appreciation of the loyal 
support and helpful work for this association by the hardware 
traveling salesmen of Indiana and that we extend an invita- 
tion to them to become honorary members on payment of one 
dollar per year. 

The convention adjourned at 12:20 p. m. 


THURSDAY AFTERNOON SESSION. 





The Thursday afternoon session was called to order at 
2:30 p. m. by President E. M. Bush, Evansville, and the ques- 
tion of district meetings throughout the state was taken up. 

President Bush said that he thought these meetings would 
be a good thing, for if a man once attended a meeting the 
association had him cinched. 

Sharon E. Jones, Richmond, said: “We might divide the 
state into thirteen congressional districts. Conditions in Rich- 
mond are different from those around Lake Michigan. We 
could meet once or twice a year.” 

M. L. Corey, Argos, suggested that as a number of dis- 
tricts were gerrymandered they could hardly go in on this 
basis. He thought it was an excellent idea to have local meet- 
ings in towns of dealers within thirty miles of the town and 
organize the state with the large towns as hubs or centers. 


E. M. Bush, Evansville, said: “Many of us have been 
thinking along this line. We are apt, are we not, to lose 
interest to a certain extent when we attend the meetings of the 
state association, which occur only once a year? If district 
meetings were held once or twice a year it would keep us 
closer together. If these meetings were held those who trans- 
gressed against us would not transgress as much as they do 
now.” 

E. Maier, Chrisney said: “In the southern part of the state 
our president is entitled to some consideration. I received a 
letter from him asking me to join. It had a nice, persuading 
way about it and I was going to answer it, but I put it aside, 
and you know that after a letter has been put aside for two 
days, that is all there is to it. Then I got a letter from the 
secretary, which was to the point. I was either a blamed fool 
or I had to say yes or no. Anyhow, I’m here. The secretary 
told me if I came and was not satisfied he would pay me my 
money back. I have not called for my money yet.” 

A member said: “Just as the politicians are organized 
from senator down to ward heeler, so we should be organized 
from national to local. There are a great many annoyances 
to be remedied by local dealers. We should get our friends 
within twenty or thirty miles together and we will find that 
our competitors are not as mean as we thought they were, but 
good fellows.” 

A prominent worker along association lines who was 
present said: “In the many years I have been en- 
gaged in the hardware business I have devoted much 

ought to local organizations and have placed great stress on 
the importance of local organization, which I will illustrate. 
Last year I visited a place where there were many complaints 
that there was no profit in the stove business, and I will say 
right here that the unbusinesslike methods of home dealers 
do more than catalogue houses and department stores to di- 
minish trade. After talking with one dealer I said to him: 
‘Don’t you think you have missed your calling? You should 
sell out all of your stock but two articles and then go to the 
rack and get your pick and shovel and work for $1.50 per 
day. Then you would be sure of getting $9 a week every 
Saturday night.’ I asked him what he secured for a certain 
steel range. He said ‘$40,’ adding, ‘I can’t get any more 
because farmers tell me that is what their neighbors pay for a 
range like this.’ The dealer had eight different kinds of 
ranges on his floor. I said, ‘If a farmer asked you which 
range was the best, which one would you indicate?’ He said, 
‘That one,’ pointing to one of his stock. I asked why. He 
said, ‘I have sold a number of them and they have all given 
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satisfaction.’ He had no other argument. I said, ‘A farmer 
comes to you, who are a man who has been in the hardware 
business for ten years and claims to be a hardware dealer and 
you are unable to tell him the difference between these stoves, 
and so when he can’t tell the difference between the stoves 
he thinks you are telling the truth. He doesn’t know any 
more about the goods he is talking about than you do.’ Some 
such dealer who has mistaken his calling is a greater difficulty 
in any locality than the catalogue houses, and such dealers do 
greater damage to the localities where they are located than 
all the catalogue houses in the United States. I visited a 
store in another city which contained nothing but builders’ 
hardware. The man said he was making good profits on 
this line, but had not been able to do so always. He had had 
many years’ experience in the stove business, but had thrown 
out all his stoves and confined himself to builders’ hardware 
and was making more money than ever before. He attributed 
this to local organization. He said that he confined himself 
to builders’ hardware and gave other lines to other dealers. 
In a case where a contractor came to a dealer with a set of 
plans to have them figured on the dealer would know whether 
any one else had figured on the plans or not, because the first 
dealer figuring on the plans would go to a telephone and 
would call up every dealer belonging to the association, saying 
that Mr. So and So is placing orders for the hardware for 
such and such a building, our price is such and such a figure. 
The other dealers would not underbid him. The dealers in 
this town meet every morning at 7:15 a. m. They could not 
do this in a city the size of Chicago or in a rural district. 
These instances show the importance of local organization. 
The evils from which the hardware trade suffer are not so 
much to be placed to the catalogue houses, but to competi- 
tors in your own cities. You should surround your. competi- 
tor with conditions that will revert to your own interest.” 

A member said: “In our city there are eighteen or 
twenty tin shops and at one time we did work at ruinous 
prices, often at a great loss. A few years ago we formed a 
local organization and talked over our differences. After a 
second meeting we established a price list. Since that time we 
meet on the first Wednesday of each month. We got together 
and while we found that some members were breaking away 
and that some needed sharp prodding up, we have been doing 
our business at a profit.” 


E. M. Bush, Evansville, said: “Last year we decided to 
let in the stove and tinware men. They are also eligible to 
our insurance company.” 

A member said: “I hardly think you will get many of 
these stove and tinware men into your association, as they 
quite generally belong to the retail furniture associations.” 

Z. T. Miller, Bloomington, IIl., ex-president of the Na- 
tional Retail Hardware Dealers’ Association and representa- 
tive of the Brand Stove Co., Milwaukee, Wis., then delivered 
an address entitled “A Survey.” This address was largely of 
a confidential character. After brilliantly and exhaustively 
leading up to the causes underlying present day commercial 
conditions, these were critically analyzed and their possible 
trend was pointed out. 

President E. M. Bush, Evansville, then announced the 
appointment of the following members of the executive com- 
mittee: W. P. Lewis, New Albany; H. L. Fulton, Portland; 
Chas. E. Hall, Indianapolis. 


Secretary M. L. Corey, Argos, took the floor and said: 
“It is pretty safe to say that we will have the parcels post 
defeated. We have a man on the ground who reports to me 
once a week, so they will not be able to steal any march on 
us. Chairman Overstreet of the Post Committee says that 
no snap report will be allowed, as he will hear us before any- 
thing is done. We are fortunate in having an Indiana mem- 
ber at the head of this committee.” Secretary Corey then 
went exhaustively into various phases of the parcels post and 
also went over the meeting held with the manufacturers and 
jobbers in Philadelphia last May. He paid an eloquent trib- 
ute to the work done in behalf of the retailers by President 
R. A. Kirk and T. James Fernley of the National Hardware 
Association at this conference in May, and also at Atlantic 
City in November. 
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The selection of the time, place and hotel of the next meet- 
ing was left to the secretary and executive committee. 
Secretary M. L. Corey said: “This is the best convention 
we have ever had. We should have a hundred more next 
year.” 
The convention then adjourned at 4:30 p. m. 
The following firms were represented at the meeting: 


Arcadia Hardware Co., Arcadia. 
Arnold & Jackson, Liberty Center. 
Bartholomew & Co., Michigan City. 
Barrett & Son, Lawrenceburg. 
Bowen, F. H., Roachdale. 

Booster, L. H., Friendship. 
Boonshot, C. F., Petersburg. 

Bever Brothers, Newton. 

Brodie & Brodie, Williamsport. 
Baumgartner Brothers, Berne. 
Baske & Prevo, Kewanna. 
Breckenridge-Bradshaw Co., Crawfordsville. 
Bell & Son, Knightstown. 

Ballard, W. H., Muncie. 

Carpenter & Henley, Newcastle. 
Cottle Hardware Co., Hartesville. 
Campbell, W. E., Hartford City. 
Creighton, W. J., Wabash. 
Charters, Brown & Co., Peru. 
Coen, O. G., Elnora. 

Cawley & Cawley, Kendallville. 
Cornwell & Spencer, Montezuma. 
Cravens & Gardner, Scottsburg. 
Champlin, C., Anderson. 

Chaney, C. H., Montpelier. 

Cook Brothers, Culver. 

Compton & Son, Tipton. 

Cicero Hardware Co., Cicero. 
Darby, E. L., Colfax. 

Dufendach Hardware Co., Huntingburg. 
DePrez, J. G., & Co., Bloomington. 
Dooley & Dooley, Rockville. 

Davis Hardware Co., Bloomington. 
Doble & Griffey, Shelbyville. 

Dick, Edgar, Terre Haute. 

Fitch, Harris, Lawrenceburg. 
Frame, D., & Son, North Manchester. 
Fields, Merrell & Zuck, Waynetown. 
Fox, R. E., Markle: 

Fenner, S. L. Hardware Co., Terre Haute. 
Fowler, J. H., New Richmond. 
Fulton Hardware Co., Portland. 
Franklir Hardware Co., Franklin. 
Gorham, R. C., Kirklin. 

Gumm, W. L., Remington. 

Gable Hardware Co., Hartford City. 
Gage Hardware Co., Indianapolis. 
Gwinn, J. W., Martinsville. 

Gordon & Bishop, Muncie. 
Washburn, G. A., Earl Park. 
Gardner, M. F., Indianapolis. 
Heard, W. H., Bunker Hill. 
Horner, Robert E., Daleville. 
Hemphill, Oran, Franklin. 

Hiatt, A. J., & Co., Lynn. 

Hobbick & Magee, Winchester. 
Hess & Hess, Dana. 

Hamilton, J. W., Medora. 

Hess, L. J., Plymouth. 

Huffman, F. C. Mount Zion. 

Heldt, H. C., Oakland City. 
Hamilton, M. M., Brownstown. 
Harmon & Hall, Indianapolis. 
Hall, B. L., Roachdale. 

Hoy Hardware Co., Montpelier. 
Handman, R. D., LaFontaine. 
Hubbard, W. S., Scottsburg. 
Johnson & Rowland, Richmond. 
Jackson Brothers, Jonesboro. 
Judson & Miller, Van Buren. 










Jamison Brothers, Lafayette. 
Jones Hardware Co., Richmond. 
Keller, G. A., Mooresville. 
Ketch Hardware Co., Richmond. 
Linton Hardware Co., Linton. 
Lindley, T. J., Jeffersonville. 
Laymon, J. A., Spencer. 

Lorey & Sturm, Jasper. 

Lewis & Creed, New Albany. 
Luginbill, E. A., Berne. 

Layne, T. M., Cloverdale. 
Lebanon Hardware Co., Cloverdale, 
Laird, Leonard, Otterbin. ce 
Letts Hardware Co., Otterbin. 
Minas, E. C., Co., Hammond. 
McCormick & Sons, Albany. 
Miller, G. H., Mulberry. 

Miller Hardware Co., Sidney. 
Morris & Aspy, Eaton. 
McEndarfer, J. E., South Bend. 
McCormick, O. M., Farmland. 
McKee, W. L., Milroy. 

McBeth, David, Clinton. 

Maier, E., Chrisney. 

Maier, Charles, Indianapolis. 
Moon & Opp, Otterbin. 

Meyer, John & Bro., Batesville. 
Miller, E. P., Warren. 

Marbaugh Brothers, Monterey. 
Miller, W. C., Akron. 

Moon & Yoder, LaGrange. 
McNamee, King & Hipskind, Wabash. 
Neu, C. H., & Co., Bourbon: 
Ordung, J. C., Hanna. 

Price & Houser, North Liberty. 
Peru Mercantile Co., Peru. 
Phillips, D. D., Reynolds. 

Peck, O. S., St. Paul. 

Prunk, F. H., Indianapolis. 
Randall & Brown, Fortville. 
Reichenbach & Wickenhiser, Huntington. 
Richardson, L. C., Blountville. 
























































*. Renner, H. L.,) Sanborn. 


Rector, John, Co., Dugger. 

Rimdidt Brothers, Rockport. 

Torbet & Romey, Columbia City. 
Rogers, A. B., Warrington. 

Risinger & Ellis, Carlisle. 

Richey Hardware Co., Sheridan. 
Rogers, Philo, Bluffton. 

Shawhan, Boonshot & Co., Petersburg. ‘ 
Stinson, D. H., Kendallville. 

Shanklin, B. G., Frankfort. 

Sharp Brothers, Ossian. 

Smythe & Hanna, North Salem. 
Shirley, C. H., Orleans. 

Smiley Brothers, Matthews. 

Scott, W. G., Sullivan. 

Stratman, A., Huntingburg. 

Staiger Hardware Co., Michigan City. 
Shuee Bahls Hardware Co., Lafayette. 
Smith & Tilson, Franklin. 

Schenk, E. B., Hardware Co., Mount Vernon. 
Smith’s, C. C. Sons Co., Terre Haute. 
Stoner, H. R., Rochester. 

Shidler Brothers, South Bend. 

Slayter Hardware Co., Argos. 

Stewart & Naftzger, North Manchester. 
Spaeth, H. P., & Co., Aurora. 

Taylor, H. W., Lynn. 

Trueblood, H. T., Washington. 

Thayer, H. B., Co., Greenfield. 
Thomas, James, Greenfield. 

Twibell & Co., Wm. M., Keystone. 
Von Behren Hardware Co., Bloomington. 
Wertenberger & Millbern, Mentone. 
Weinland & Sons, G. D., Hope. 
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Williamson Hardware Co., Bluffton. 

Weir & Cowley, Ligonier. 

Wales Hunt Hardware Co., Converse. 
Wagner Brothers & Co., Vernon. 

Wagoner & Sons, T. P., Knightstown. 
Weinhardt, A. G., Terre Haute. 

Young & Steffy, Sheridan. 

Zook, Edward, Rochester. 

McCrae & Brown Co., Brazil. 

Jas. R. Johnson, Muncie. 

Ed. R. Gardner, Monticello. 

Chas. Gardner, Monticello. 

C. A. Ellis, Carlisle. 

W. M. Hunter, Versailles. 

Dinwidde Gaddis, Frankfort. 

Orleans Hardware Co., Orleans. 

Johnson & Hollowell, Orleans 

C. B. Cook & Sons, Greenwood. 

J. T. Gardner, Scottsburg. 

Freitag Weinhardt Co., Terre Haute. 

Gough & Snyder, Fairland. 

C. W. Spencer, Waveland. . 

Miller & Lortman, Akron. 

Rogers & Cole, Bluffton. 

Oscar U. Muntz, Edinburg. 

F. M. Smith & Co., Fort Wayne. ° 
Romary Goeglein & Co., Fort Wayne. 

A. B. Summer & Son, Hillsboro. 

Mellott & Livingood, Mellott. 

M. L. Steinhart, Ireland. 

F. Reitemeir & Son, Lafayette. 

Duncan & Vawter, Franklin. 

Johnson-Barnes Hardware Co., Lafayette. 
Neeld & Co., Bloomington. 

John Dribele, Kendallville. 

Milo J. Thomas, Corunna. 

Nichol & Makepeace, Anderson. 

N. H. Strong Hardware Co., Shelbyville. 
Todd & Son, Lagro. 

Strack Hardware Co., Mt. Vernon. 
J. H. Nieman, Sunman. , 
Mobley & Boling, St. Paul. 
Chas. Koehring & Bro., Indianapolis. 
A. W. Smith, New Ross. 

Marion Hardware Co., Marion. 
D. C. East & Sons, Anderson. 
John B. Gohman, Indianapolis. 
Shaw Hardware Co., Worthington. 
Creek & Heldt, Oakland City. 

A. H. Burkert, Gosport. 

Howe & Shipley, Lafayette. 

J. E. Tipton Hardware Co., Tipton. 
Thomas & Son, Greenfield. 

Mullin & Head, Bunker Hill. 
Little & Oakley, Muncie. 

J. C. Brown & Co., Lebanon. 

W. H. Shaver, Carthage. 

West & Mossup, Marion. 

Harris Hardware Co., Jonesboro. 
G. W. Crawford, Morgantown. 
A. F. Nelson, Boston. 

M. J. Carnahan’ & Co., Washington. 
Voorhees Bros., Flora. 

R. Scott, Muncie, 

Hillsboro Hardware Co., Hillsboro. 


CONVENTIONALITIES. 
The White Lily Washer Co., Davenport, Iowa, had 
an exhibit of their White Lily washers in the lobby 
of the Hotel Denison. Their representative, H. T. 
Hansen, was kept busy in distributing white lily bou- 
tonnieres to the Indiana hardware dealers. 
H. C. White and Charles Mearns were the repre- 
sentatives of Voss Bros. Mfg. Co., Davenport, Iowa, 
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and they were kept busy explaining the mechanism 
of their Ocean Wave and Eagle washers to their many 
friends in the Indiana trade. The principle of the 
Ocean Wave washer is a tilting rack, to which is riv- 
eted a four-hour guide operating on a ball securely 
fastened to the upright shaft and driven by the pinion 
wheel fastened to the main shaft. These machines are 
fully guaranteed and Mr. Mearns claims that 100,000 
of them are in use. 

D. E. Seeley and W. T. Royce occupied room 20 of 
the Denison Hotel, directly opposite the convention 
hall, where they certainly had the most spectacular 
display in the hotel. These representatives of the Su- 
perior Mfg. Co., Ann Arbor, Mich., were showing a 
line of gas lamps, pressure lamps and pressure systems. 
Altogether they had eighteen different styles of lamps, 
and when several of their brilliant store lighting sys- 
tems were all burning at once their headquarters were 
certainly brilliantly lighted. 

William Bradford and Ed Rosenberg, representing 
the Indianapolis Tent & Awning Co., Indianapolis, 
were giving away a carnation as a souvenir. 

J. W. Hackney, representing the Fischer Leaf Co., 
Louisville, was giving away a gutta percha comb as a 
souvenir. 

F. T. Meharry and Chas. E. Draper had a fine ex- 
hibit of the goods of F. & L. Kahn & Bros., Hamil- 
ton, Ohio, in room 43. They were giving away car- 
nations as souvenirs. 

L. H. Brewer was among the “fringe” at the Deni- 
son, where he stood as the representative of a “Hero,” 
and a most popular “Hero” at that. Not an ordinary 
one like Dewey, whose fame jumps to the highest 
pinnacle and then dwindles away to be spasmodically 
aroused at times, but one that is perennially in favor, 
viz., the “Hero” furnace made by the Chas. Smith Co., 
122 Lake St., Chicago. 

Room C of the Hotel Denison was the headquarters 
of the Layman-Carey Co., Indianapolis. This firm 
were keeping open house and were giving away car- 
nations as souvenirs. They had a piano, whose en- 
livening strains attracted the trade to the open house 
kept by this popular local fouse. Their representatives 
were C. P. Aten, J. T. Layman, J. T. Layman, Jr., 
Theo. Layman, H. C. Davis, Frank Stone, Charles 
Pearson and J. M. Lewis. 

The A. Burdsal Paint Co., Indianapolis, occupied 
room 29 of the Hotel Denison, and were represented 
by Granville Allen, Gus Hirszch, Albert Stevens and 
H. R. Reed. They were giving away a tape measure 
as a souvenir. 

F. A. Emerson, representing the Germer Stove Co., 
Erie, Pa., occitpied room 145 of the Hotel Denison. 
The Radiant Home stoves and ranges have many 
friends in Indiana, and Mr. Emerson was kept busy in 
shaking hands with the friends of this popular line. 

May & Fiebeger, Akron, O., were represented in 
the corridors of the Denison Hotel by Frank B. Scott 
and H. G. Haydon, who were busy in greeting their 
customers, as Akron air blast furnaces are very popu- 
lar in Indiana. 

The Cole Mfg. Co., Chicago, had a handsome ex- 
hibit in room 14 of the Hotel Denison in charge of H. 
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P, Baker. They were showing three of Cole’s original 
Hot Blast coal stoves. They were also distributing 
circulars showing their spiral tubular radiator. Their 
walls were adorned with a monster poster Io feet high 
and 5 feet wide, showing some imps of the inferno 
utilizing the great heat of this stove. 

C. A. Young, representing the Forest City Paint & 
Varnish Co., Cleveland, Ohio, occupied room 53, where 
he was showing color cards of the various goods of this 




















company, including house paints, barn paints, roof 
paints, floor paints, carriage paints and wagon paints; 
also varnish, oil and shingle stains, enamels, wood 





fillers, paint and varnish removers, etc. He was 
giving away a number of interesting souvenirs, includ- 
ing a stick pin, a button and a celluloid book mark in 
the shape of a fish. 

The cabalastic sign, “Come in and see it,” hung over 
room 2, and dealers whose curiosity was excited thereby 
found Ad. Kammerdiener, the suave representative of 





the Joliet Stove Works, Joliet, Ill. Mr. Kammerdeiner 
was giving away a handsome match box with celluloid 
cover as a souvenir and was exhibiting the patent anti- 
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scorching cover for Moore’s steel ranges; also thei: 
oven thermometer and controlling dampers, as well a: 
a sample showing the construction of their ranges an‘ 
their thermometric guide. His list of photographs in 
cluded Moore’s steel range, Moore’s_ steel cook, 
Moore’s cast air tight for soft coal and Moore’s base 
burner ; also Moore’s firekeeper with ash pail. 

In parlor D of the Denison Doe-Wah-Jack held 
forth in all his aboriginal splendor. Instead of seek- 
ing the scalps of the pale face, this red man dealt them 
out punch, while D. G. Hughes, W. T. Leckie and G. 
E. Thompsett, the latter a special furnace representa- 
tive, did the honors in behalf of the Estate of P. D. 
Beckwith, Dowagiac, Mich. As an exhibit they showed 
the Round Oak Chief steel range with high closet and 





reservoir, and also a design of the oven door of this 
range, showing the-workings of their oven thermom- 
eter. As souvenirs they gave away a handsome stein 
in delicately contrasting colors, which was adorned 
with the noble visage of the great and only Doe-Wah- 
Jack. A second souvenir of theirs, which was also in 
decided demand, was a miniature Round Oak heater 
for use as a watch charm. 

The 1903 Washer Co., Altoona, Pa., were represent- 
ed by E. A. Griffin, who was showing a small model of 
the 1903 washer in the lobby of the Denison. 

The Peters Cartridge Co., Cincinnati, were repre- 
sented by J. E. Reid, who made his headquarters in 
room 233 of the Denison. These cartridges have a 





large number of friends among Indiana dealers, and 
the cartridge pin which Mr. Reid was distributing as 
a souvenir was decidedly in evidence. 

W. F. Garretson occupied room 21 of the Denison 
Hotel and was keeping open house in the interests of 
the Lincoln Stove & Range Co., Freemont, Ohio. He 
had a nice line of photographs and was showing five 
different styles of their popular steel ranges. Mr. 
Garretson has a large number of friends among In- 











eld 
ek- 
em 


ita- 


ved 
ind 


lis 
Tl- 
in 
ed 


in 
er 


it- 
of 





THE AMERICAN ARTISAN 


liana dealers as he has traveled in gas belt territory 
for a number of years. 

Frank Wells, J. W. Davis and E. W. Springer oc- 
cupied parlor B of the Denison in. the interests of E. 
Cc. Atkins & Co., Indianapolis. Their line of sou- 











venirs included a whetstone on which appeared the 
word “Atkins,” and the reproduction of one of their 
saws and also some unique saw pins. Their line of 
exhibits included a line of hack saws, ranging from 
those designed for jewelers’ use to those capable of 





sawing rails. They were also showing Jones coping 
saws, plasterers’ trowels, hard wood scrapers, hand 
saws, and in ordinary saws, as Mr. Wells euphonious- 
ly expressed it, “hack, back, butcher, buck.” 

Room 54 of the Denison was occupied by C. D. 
King, C. M. Haldemann and R. M. Houston, repre- 
sentatives of the Home Pride Range Co., Marion, Ind. 
They were giving away a handsome nickel plated stove 

















lifter as a souvenir, and the uniqueness and appropri- 
ateness of this souvenir made it eagerly sought by 
the members of the hardware fraternity. They made 
an unusually complete exhibit of steel ranges, includ- 
ing a malleable steel range in blue steel with polished 
top; a malleable steel range, finished in japan with 
plain top and ranges showing right and left hand res- 
ervoirs and high closets. These ranges all had a very 
artistic appearance, which called forth many enco- 
miums from dealers visiting these headquarters. The 
representatives of this firm and their goods are popu- 
lar all through this western country, and, unlike the 
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prophet of the axiom, they are held in decided honor 
in their own country. 


E. H. Huenefeld, W. J. Lammers and N. C. Apgar 
occupied room 47, where they had a magnificent dis- 
play of the Boss Hot Blasts, manufactured by E. H. 
Huenefeld. Mr. Huenefeld has a great many friends 
among the Indiana dealers, and he and his representa- 
tives kept open house, extending a cordial greeting to 
their many visitors. 

W. F. Calvert and E. F. Sander, representing the 
Heath & Milligan Mfg. Co., Chicago, were giving 
away a neat button, showing a four-leaf clover. 

H. N. Hagaman, representing the Culter & Proctor 
Stove Co., Peoria, Ill., was among the traveling men 
in attendance at the Hotel Denison and was kept busy 
warmly greeting the many friends of Peoria stoves and 
ranges. 


A. B. Cleaveland, Indianapolis, representing the Ma- 
jestic Range Co., occupied room 49 of the Hotel Deni- 
son and gave away a souvenir book showing Festival 
Hall and Cascades and the Indiana State Building at 
the Louisiana Exposition. 

Hibbard, Spencer, Bartlett & Co., Chicago, occupied 
rooms 18 and 19, where they were represented by Al- 
ford P. Reiter, general salesman from their Chicago 
office ; Frank H. Warren, Jr., Indiana territorial man- 
ager; A. L. Brown, resident salesman, and H. S. Dell, 
W. H. Jackson, E. W. Straubinger, H. A. Munson and 
T. P. Van Horn. They were giving away a usefut 
morocco covered memorandum book as a souvenir, and 
their line of samples included nine Hibbard air tights 
as well as samples of Pitkin paints. Besides this mag- 
nificent exhibit, Fred Greenleaf, representative of this 
firm’s sporting goods in Indiana, had a special sample 
room in room 243 of the Denison, where he was show- 
ing fishing tackle, hammocks, bicycles, etc. 


W. A. Rowand occupied room 3 of the Denison 
Hotel and kept open house in the interest of the Gem 
City Stove Co., Dayton. He had a large basket of 
apples, which proved quite a magnet to visitors and 
distributed a large number of Clermont memorandum 
pads. He was showing photographs of an entire line 
of new steel cooks; also a line of new steel ranges, as 
well as four new Oaks and two new wood heaters. 
Mr. Rowand and the Gem City line are deserved favor- 
ites in Indiana territory, and this gentleman was kept 
busy meeting his many customers among the attend- 
ants at the convention. 


FRINGE. 

E. L. Bigelow, Landers, Frary & Clark, New Britain, 
Conn. : 

Chas. Mearns, Voss Bros. Mfg. Co., Davenport, Ia. 

H. C. White, Voss Bros. Mfg. Co., Davenport, Ia. 

F. S. Howard, J. A. & W. Bird & Co., Chicago, IIL 

L. W. Horn, Toledo Stove & Range Co., Chicago. 

H. C. Stephens, J. A. & W. Bird & Co., Chicago, IIL 

F. A. Emerson, Germer Stove Co., Erie, Pa. 

F. E. Sladden, Allith Mfg. Co., Chicago, IIL. 

J. A. Benson, Allith Mfg. Co., Chicago, Il. 

J. G. Hermann, National Lawn Furn. Co., Indianapolis, 
Ind. 

Will Cumback, Jr., H. T. Conde Implement Co., Indian- 
apolis, Ind. 

Frank H. Martin, H. T. Conde Implement Co., Indianapo- 
lis, Ind. 
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C. B. Howland, J. E. Porter Co., Ottawa, IIl. 

L. H. Brewer, Chas. Smith Co., Chicago. 

N. Christopherson, A. J. Lindemann & Hoverson Co., 
Miiwaukee, Wis. 

A. D. Woodford, Ajax Paint Co., Indianapolis. 

H. Wilding, Peerless Fdy, Co., Indianapolis, Ind. 

W. F. Garretson, Lincoln Stove & Range Co., Fremont, O. 

Alford P. Reiter, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Il. 

Frank H. Warren, Jr., Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill. 

A. L. Brown, Hibbard, Spencer, Bartlett & Co., Chicago, 
Ill. 

- Fred Greenleaf, Hibbard, Spencer, Bartlett & Co., Chica- 

go, Ill, 

H. S. Dell, Hibbard, Spencer, Bartlett & Co., Chicago, II. 

W. H. Jackson, Hibbard, Spencer, Bartlett & Co., Chicago, 
Til. 

E. W. Straubinger, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, III. 

H. A. Munson, Hibbard, Spencer, Bartlett & Co., Chicago, 
Ill. 

T. P. Van Horn, Hibbard, Spencer, Bartlett & Co., Chi- 
tago, Ill. 

M. N. Hagaman, Culter & Proctor Stove Co., Peoria, IIl. 

W. J. Selvage, Acme White Lead & Color Wks., Detroit, 
Mich. 

S. H. Hart, Acme White Lead & Color Works, Detroit, 
Mich. 

W. H. Packard, Detroit White Lead Works, Detroit, 
Mich. 

H. P. Baker, Cole Mfg. Co., Chicago. _ 

E. M. Seward, Supplee Hardware Co., Philadelphia. 

Frank B. Scott, May & Fiebeger, Akron, O. 

H. G. Haydon, May & Fiebeger, Arkon, O. 

Fred C. Stevenson, Lamb Wire Fence Co., Adrian, Mich. 

W. A. Rowand, Gem City Stove Co., Dayton, O. 

Ad. Kammerdiener, Joliet Stove Works, Joliet, Ill. 

Ira L. Sawin, American Steel & Wire Co., Chicago, IIL 

J. A. Boyd, American Steel & Wire Co., Chicago, III. 

Wm. Bradford, Indianapolis Tent & Awning Co., Indian- 
apolis, Ind. 

Ed Rosenberg, Indianapolis Tent & Awning Co., Indian- 
apolis, Ind. 


D. G. Hughes, Estate of P. D. Beckwith, Dowagiac, Mich. d 


W. T. Leckie, Estate of P. D. Beckwith, Dowagiac, Mich. 

G. D. Thompsett, Estate of P. D. Beckwith, Dowagiac, 
Mich. 

J. W. Hackney, Fischer-Leaf Co., Louisville, Ky. 

C. P. Aten, Layman-Carey Co., Indnanapolis, Ind. 

A. C. Davis, Layman-Carey Co., Indianapolis, Ind. 

Frank Stone, Layman-Carey Co., Indianapolis, Ind. 

Chas. Pearson, Layman-Carey Co., Indianapolis, Ind. 

J. T. Layman, Layman-Carey Co., Indianapolis, Ind. 

J. T. Layman, Jr., Layman-Carey Co., Indianapolis, Ind. 

Theo. Layman, Layman-Carey Co., Indianapolis, Ind. 

J. M. Lewis, Layman-Carey Co., Indianapolis, Ind. ~ 

R. C. Craig, Janesville Machine Co., Indianapolis. 

Frank Wells, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

J. W. Davis, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

E. W. Springer, E. C. Atkins & Co., Inc., Indianapolis, 
Ird. 

H. W. Beegle, Rochester Stamping Co., Rochester, N.Y. 

F. C. Hippard, Rochester Stamping Co., Rochester, N. Y. 

_H. Pickering, Sandusky, O. 
H. H. Wallis, Wallis, Robinson & Co., Chicago, III. 
F. L. Anderson, Elliott Mfg. Co., Warren, IIL. 
H. Quig, Stoddard Mfg. Co., Dayton, O. 
Geo. F. Terrell, Harrison Wagon Co., Grand Rapids, 
Mich. 
F. T. Meharry, F. & L. Kahn & Bro., Hamilton, O. 
W. A. Tuttle, Gates-Osborne Carriage Co., Indianapolis. 
Chas. E. Draper, F. & L. Kahn & Bro., Hamilton, O. 
L. H. Pigott, Yale & Towne Mfg. Co., Chicago, III. 

. C. D. King, Home Pride Range Co., Marion, Ind. 


C. M. Haldemann, Home Pride Range Co., Marion, Ind. 


R. M. Houston, Home Pride Range Co., Marion, Ind. 


W. H. Calvert, Heath & Milligan Mfg. Co., Chicago, IIL. 

E. F. Zander, Heath & Milligan Mig. Co., Chicago, Ill. 

E. H. Huenefeld, E. H. Huenefeld, Cincinnati, O. 

W. J. Lammers, E. H. Huenefeld, Cincinnati, O. 

N. C. Apgar, E. H. Huenefeld, Cincinnati, O. 

A. B. Cleaveland, Majestic Mfg. Co., St. Louis, Mo. 

C. D. Maxson, Excelsior Steel Furnace Co., Chicago, II. 

C. A. Young, Forest City Paint & Varnish Co., Cleve- 
land, O. 

Granville Allen, A. Burdsal Paint Co., Indianapolis. 

Gus Hirszch, A. Burdsal Paint Co., Indianapolis. 

Albert Stevens, A. Burdsal Paint Co., Indianapolis. 

H. R. Reed, A. Burdsal Paint Co., Indianapolis. 

D. E. Seeley, Superior Mfg. Co., Ann Arbor, Mich. 

W. T. Royce, Superior Mfg. Co., Ann Arbor, Mich. 

A. F. Hansen, White Lily Washer Co., Davenport, Ia. 

Jno. P. Walter, F. K. Tryon, Jr., & Co., Philadelphia, Pa. 

Daniel Stern, THe AmeErRICcAN ArtiIsANn, Chicago, IIL 

Sidney P. Johnston, THe American ArtisAN, Chicago, 
Ill. 

R. R. Shuman, the Iron Age, Chicago, III. 

E. A. Griffin, 1903 Washer Co., Altoona, Pa. 

J. E. Reid, Peters Cartridge Co., Cincinnati, O. 

E. S. Jordan, Pittsburg Steel Co., Pittsburg. 

C. D. James, Pittsburg Steel Co., Pittsburg. 

J. C. Thompson, American Wire Fence Co., Chicago. 

W. A. Collins, American Wire Fence Co. Chicago. 

Thos. L. Hayden, Belknap Hardwaré Co., Louisville. 

W. J. Snyder, Rathbone, Sard & Co., Aurora. 

John C. Frame, the Wm. Resor & Co., Cincinnati. 

F. G. Raible, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Edward E. Brenneman, Lawrence Bros., Sterling, III. 

B. F. Isbell, Lawrence Bros., Sterling, Ill. 

J. R. Brower, Kinsey Mfg. Co., Dayton, O. 

B. H. Colver, Allright Mfg. Co., Cleveland, O. 

Cecil E. Gibson, the Gibson-Short Cycle & Automobile 
Co., Indianapolis. 
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THE SUCCESS CREAM SEPARATOR. 





The accompanying cut shows the Success cream 
separator, manufactured by the Seither-Cherry Co., 
Keokuk, Ia. This separator is deep setting, quick 
ccoling and ventilated. The milk ean has a tube 
through center and a funnel shape bottom, so the wa- 
ter is around it, beneath it and through the center, 





which will cool the milk quickly. It has a sloping bot- 
tom, causing the milk and cream to flow readily toward 
the faucet. The outside water can is large and has 
ample space for ice, if you wish to use it. The cover 
has a removable brass and cloth strainer. The faucet 
on the milk can is so attached that it can be taken off 
and cleaned. 


ine bite i atiniatintitngestidbies 
It is said that a large deposit of tin ore has been 


recently discovered near Salmon City, Idaho. 
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SPOUT HOPPER PATTERN. 
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To THE AMERICAN ARTISAN. 

After having-obtained the plan and elevation we pro- 
ceed by dividing the circle (in the plan or, we can cell 
it a circle for convenience) into any number of parts 
(we will say 12), starting at a. Now from the point 
x (on the plan) draw lines to a b c d and from Y 
tod ef g and from z tog hij and from wto J K LA. 
Now the true length of all these lines are found by 
transferring them with the dividers to the horizontal 
line in the left corner of the paper, using o as one 
of the points for each one. Draw a line (vertical) 
from o to p and lines from a b c d, etc., in the eleva- 
tion to intersect with this line, and from these points 
draw the hypothenuse of the triangle to corresponding 
letters on the horizontal line, thus obtaining the true 
lengths of the lines a x, b x, c x, etc., on the plan. 
Having obtained the true lengths of these lines, we 








pine peta Oo 














. 
can proceed to draw the pattern starting with the 
seam at a x (any other line would serve exactly the 
same as this one). We transfer the line a to the 
pattern, calling the top end a and the bottom one x. 
We also transfer b, using x as bottom point. We 
thus proceed until we have transferred all the lines. 
From a to a is the stretch out of the circle taken from 
the plan and from x to x is the stretchout of the box 
shape in the plan. 

I could explain more accurately, but, judging from 
your drawing, you must-have a pretty good knowledge 
of drawing, so I think you will understand from the 
paper without any explanation at all. I would have 
drawn the other pattern, but could not see the stars 
you referred to. If this pattern is correct send me 
the description of the other pattern and I will mail 
same to you. . Yours truly, D. L. O’Brien. 

Denver, Colo., Feb. 10; 1904. 
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THE REMEDY FOR DEFECTIVE HEATING 
SCHEME FOR RESERVOIR. 





To THE AMERICAN ARTISAN. 
The trouble with A. M. Witman’s plan of heating 
his reservoir from his range is that he is trying to 
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make the hot water run down hill—a.thing which it 
will not do. Try connecting the upper or hot water 
outlet to the reservoir on a level or, better, on an in- 





























cline to reservoir instead of following parallel with 
the cold water supply, and his trouble will be no more. 
THE ‘CARRINGTON TINNER. 
Carrington, N. D., Feb. 8, 1904. 
STE OS eer 


SHEET METAL BOAT. 





To THE AMERICAN ARTISAN. 
Would some of the craft kindly furnish me with a 


pattern for a sheet metal boat? 
O. H. Crockett. 
Kansas City, Mo., Feb. 10, 1904. 
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BARTHOLOW'’S SELF-HEATING SOLDERING IRON 








W. P.-Bartholow, Webster City, Ia., is manufac- 
turer of the Bartholow self-heating soldering iron and 
blow torch shown in the accompanying cut. 





Bartholow’s Self-Heating Soldering Iron and Blow Torch. 

It is constructed as the illustration indicates with a 
brass tank back of the handle to hold the gasolene, 
which is carried down to the burner by means of a 
Y%-inch pipe, which also acts as a stem for the copper 
point. The copper point is made hollow and the blow 
torch tube being set back of it shutes the flame down 
into it, thereby heating the point alike all over. The 
pump that is used to get the compression, is set 
inside the tank, making it very handy and complete. 





NOTES AND QUERIES. 





SHAVING MUGS. 
From W. A. Lemon, Cincinnati, Ohio. 
Who manufactures barbers’ mugs in the United 
States ? 
Ans.—Anchor Silver Plate Co., Oswego, N. Y. 
HARDWARE PRICE BOOK. 
From A. B. Avis, Pomona, Cal. 
Have you a price book suitable for retail hardware? 
Ans.—Lamberson’s Hardware Price Book, for sale 
by Daniel Stern, 69 Dearborn street, Chicago; $5.00, 
cloth bound; $8.00 Morocco. 
HOLLOW COPPER WIRE. 
From “Iowa Friend,” Marshalltown, Ia. 
Where can I buy hollow copper wire? 
Ans.—Plume & Atwood Mfg. Co., 199 Lake street, 
Chicago. 
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GASOLENE PRESSURE LAMPS. 
From “Iowa Friend,” Marshalltown, Ia. 

Where can I buy gasolene pressure lamps? 

Ans.—Acorn Brass Mfg. Co., Chicago; Superior 
Mfg. Co., Ann Arbor, Mich.; White Lighting Co., 
Chicago. 

TINNERS’ TOOLS. 
From P. F. Conroy, Philadelphia. 

Would like names of manufacturers of tinners’ tools? 

Ans.—Niagara Machine & Tools Works, Buffalo, 
N. Y.; H. Weiss & Co., New York; Bertsch & Co., 
Cambridge City, Ind. 

VIM NO. 3 SINGLE CUT TIN OR PIPE SHEARS. 
From Niagara Machine & Tool Works, Buffalo, N. Y. 

In response to query of the Roper-Morgan Co., 
Parker, S. D., would state that the Vim No. 3 single 
cut pipe shears are made by W. H. Woodward, Clifton 
Park, O. We make a similar shear in our hand-slit- 
ting shear for cutting apart metal cylinders. We 
style these the Niagara double-cutting shears. 

; SUPERIOR FURNACE. 

From S. Andrews & Sons, Painesville, Ohio. 
Who makes the Superior furnace? 
Ans.—Utica Heater Co., Utica, N. Y. 

JACK FROST. ICE CREAM FREEZER. 

From Chas. A. Sheehan, New York. 

Who makes the Jack Frost ice cream freezer? 

(Can any of our readers answer this question ?— 
Ed.) 

WARE’S REPAIR VISE. 

From Browder & Browder, Albion, Neb. 

Where can I secure Ware’s repair vise? 

(Can any of our readers answer this question ?— 
Ed.) 

DIES FOR NO. 3 MAGIC SCREW PLATE. 

From Louis Larsen, Fremont, Neb. 

Where can I get dies for No. 3 Magic screw plate, 
formerly made by the Stockwell Screw & Machine Co., 
Cleveland, O.? 

Ans.—Fred J. Swaine Co., St. Louis, Mo. 

PATTERNS FOR ROUND ELBOW. 

From E. S. Fitch, Wayland, Mich. 

Where can I secure patterns for round elbow from 
2 inches up? 

Ans.—G, L. Gray, New York city, or Daniel Stern, 
69 Dearborn street, Chicago. 

CORRUGATING MACHINES. 

From “Reader,” Chicago. 

Where can I buy corrugating machines or corrugat- 
ing pipe in all sizes? 

Ans.—Geo. C. Keene & Co., Cincinnati, O. 

ELBOW MACHINERY. 

From “Reader,” Chicago. 

Where can I buy elbow machinery? 

Ans.—Geo. C. Keene & Co., Cincinnati, O. 
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ITEMS. 





F. W. White & Son, Shelby, O., dealers in stoves 
and tinware, have assigned. 

The sheet plant of the American Sheet & Tin Plate 
Co., Leechburg, Pa., has resumed operations. 

The National Enameling & Stamping Co., have 
practically completed the plans for their new plant at 
New Orleans. : 

William B. Lupton, president of William B. Lupton 
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& Co., Pittsburgh, Pa., dealers in roofing supplies, die: 
on Feb. 4 in the seventy-first year of his age. He hac 
heen engaged in the roofing business in Pittsburgh fo: 
forty-eight years. 

F. J. Sutton and P. L. Andrews are the incorporators 
of the Jones & Rice Co., Kittery, Me., capitalized at 
$150,000 for quarrying slate. 

The F. E. Williams Co. are a new New Haven, 
Conn., concern capitalized at $100,000 for dealing in 
metals of all kinds, 

The Denver Post of Feb. 9 states that there has 
been a great discovery of stanniferous deposits. on the 
Seward peninsula in Alaska. 

M. O. Rinehart, E. E. Rinehart, Jr., and L. A. Smith 
are the incorporators of the Rolled Plate Metal Co., 
New York, capitalized at $50,000. 

The Wellsville, O., plant of the American Sheet 
& Tin Plate Co. was visited by fire recently, the offices 
being destroyed at a loss of $10,000. 

James G. Foutes, Max M. Robinson and Chas, F. 
Hay are the incorporators of the Voight Metal Co., 
New Haven, Conn., capitalized at.$100,000. 


Several of the departments of the W. Dewees Wood 
sheet mills at McKeesport, Pa., resumed operation on 
Feb. 10, after having been idle since last May. 


It is reported that the United States Steel Corpora- 
tion will shortly endeavor to disorganize the Amalga- 
mated Association of Iron, Steel & Tin Plate Workers. 


The Meade Cornice Co., Philadelphia, are erecting a 
new factory building, one story high, constructed of 
brick. It is 70x100 in dimensions and will cost $35,- 
000. 

The warehouse and oil house of the Monongahela 
plant of the American Sheet & Tin Plate Co., at Pitts- 
burg, was destroyed by fire on Jan. 28th. The loss is 
in the vicinity of $300,000. 

The Shenango & Greer plants of the American Sheet 
& Tin Plate Co., located at New Castle Pa., were 
closed down for about ten days on account of recent 
floods, but have resumed operations. 

Charles Dahlstrom, Carl A. Lundquist and C. Emil 
Swanson are the incorporators of the Dahlstrom Me- 
tallic Door Co., New York, capitalized at $30,000 for 
the manufacture of sheet metal doors. 


The Ward-Dickey Steel Co., Indiana Harbor, Ind., 
are manufacturers of patent planished open hearth 
sheets. These sheets have an imported Russia iron 
finish. Their regular size is 28”x60” in the various 
gauges always on hand. These sheets will take long 
and high heats in stoves, pipe, etc., and hold its color. 
This firm are original manufacturers of sheets of this 
character finished under powerful planishing hammers. 

The Canton Steel Roofing Co., Canton, O., make a 
full line of metal ceilings, roofing and siding, awnings, 
fire proof doors and shutters, paints, eaves trough, con- 
ductor pipe, mitres, cut-offs, hangers, hooks, roof and 
box gutters, high grade guaranteed old style “terne 
plates,” high grade charcoal and “coke plates,” cor- 
nices, skylights, finials, weathervanes, stamped steel 
warm air registers. They are agents for Dieckman’s 
elbows, Paroid roofing, Coleman’s adjustable strainers, 
Kramer chimney tops, Cooney & Geiger’s cut-offs. 
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NEW PATENTS. 
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750,189—Hand-plane. Edward Haydock, Man- 
chester, England. 

750,109—Back-band buckle. Walter H. Hart, New 
Britain, Conn. 

750,106—Vapor-burning furnace. Joseph H. Fink, 
Kansas City, Mo. 

750,114—Hot-air furnace. Theodore F. Meinhardt, 
Charlottesville, Va. 

750,182—Reversible screw-driver. Zachry T. Fur- 
bish, Philadelphia, Pa. 

750,148—Saw-setting device. William F. Arantz, 
Indianapolis, Ind. 

749,756—Split pulley. Samuel Stroba, Allegheny, 
Pa. : 


749,873—Meat cutter or chopper. Patrick F. 
Meher, Boston, Mass. 

750,121—Ice-cream freezer. Julien Prade, Waco, 
Texas. 

749,827—Bench-plane. Eric O. Sjolander, Deep- 
wafer, Tex. 

749,940—Mop-holder. Charles Morgan, Freeport, 
Illinois. 

749,943—Sheet-metal roof joint. Joseph H. Mc- 
Evoy, Dallas, Tex. 

750,123—Nose-ring for animals. Edmund K. Rea, 
Ovid, Mo. 

749,740—Hot-water furnace. Fred Lumyer, North 
Monroeville, Ohio. 

749,944—Fence-post. Hiram McFeron, Burnsville, 
Indiana. 


759,057" - 






































SUCCESSFUL ADVERTISING. 





The successful advertiser, says the Taunton Herald, 
is the man who plans out a definite line of action and 
follows it, who aims to tell the people what he has 
to sell, who knows what and how to advertise, and 
whose invitation to the people to come and trade with 
him is before them the year around, hearty, cordial, 
as if he meant it. 

The patrons of every paper to-day read the adver- 
tisements. They not only read them, but they study 
them. If a merchant does not advertise in the paper 
they take, they have a feeling that that merchant 
doesn’t consider them worth asking to come to the 
store. 

This is practically how the merchant does regard 
them, else he would place his advertiseing where they 
could see it, and as a consequence they do not learn 
of any bargains that he has to offer, nor do they think 
much about his store, and so they go to some other 
store, perhaps in some other city, to get their goods. 

The advertiser who buys so much space, and who 
simply cares to see his space filled with words, wastes 
his money. Put thought into your advertising. No 
matter how big or how little yofr space, you can make 
it read if you try hard to do so. 

One of the chief objects of advertising is to show 
the people they should patronize your store. Adver- 
tise intelligently, and let the public find that you have 
the goods to back up your claims. Then you have 
started right and it’s up to you to keep right. A good 
advertiser never stops. Neither does his trade. 
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Hess-Snyder Co............scessees 20 Rem ctats Seti lett my yee xia J. H. Eller & Co. cece ceee 84} Lee-Giass- Aadedineh raw. Oo... 108 
Weller Pattern Co 82 
Helios-Upton 00. .... 2... seseee ones 81 ARE NOY Ee 7 | Galesburg Cornice ‘Works. 0 vecenee 89| J. Stevens Arms & Tool Co....... 104 
SE Se GD so inns Vacsewssbeuess As tial ebetor gt ednbd phage Milwaukee Corrugating Co........ 85 
Hoffman Geo. W ........e00.0-+-« g9| White Mountain Freezer Co......100 Gutter Hangers. 
Home Pride Range Co...... ...... ee ee eee Corrugated tron. Berger Bros. Oo... .«.. Snehcoviies 85 
Hooper, GO ee Th ddes oF usdbesseveude 97 PEMY Berger Mfg. Co eee ee eees coeeseeeses 85 Iwan Bros .... PAL Ame 87 
Hotchkiss) B.S... © .....000000e. «| CLASSIFIED LIST. Friedley & Voshardt............... 84| milwaukee Corrugating Co ....... 85 
Howes, S. M. Co., ......-.... bon i — Garry Iron & Steel Co............. 86 
Hurwood Mfg. Co...... 2+... eseees | Acetylene Generators. | Milwaukee Corrugating Co........ 85 Handies—iImplement. 
Illinois Rooting & Supply Co...... 104' Epworth Gas Light & Heating Co. 90! Sykes Steel Roofing Co............ 881 R. W. Montross............60.000- 
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Hardware Jobbers. 


Clark, Quien & Morse............. 91 
Cutler Hardware Co.. . 97 
Farwell. Ozmun, Kirk & Co. Sxaves 98 
Layman-Carey Co........++++. ecoc. 
Lee-Glass-Andreesen Hdw. Co...108 
Norris & Loring Hardware Co.... 80 
Supplee Hardware Co.........+.... 4 
Hardware Shelving. 


American Bolt & screw Case Co.. 93 


J. D. Warren Mfg. Co.... ....---.. 
Hardware Mercantile 
Agency 
Iron & Hdw. Mercantile Agency.. 89 
Hay Knives. 

Fwad TGR ddue cddccccees cides ceeds 87 
Beowell MAN Geiss osc cocvdoscceces 22 
Heaters—Steam and 
Hot Water. 

American Radiator Co........... 2,79 
Boynton Furnace Oo ............+. 20 
Hart & OFeGse 00... cv ccccceccsece 24 
Kewanee Boiler Co.. “2 
Monroe Foundry & Wasanee Co... 12 
L. J. Mueller Furnace Co.......... . 31 
Heaters—Tank 
American Radiator Co...........2-79 
Kewanee Boiler Co................ 2 
Hollow Ware. 

Avery Stamping Co................ 9 
D. RB. Sperry & Co... ......ccseese 2 
Hot Water Attachments. 
Gee, BE GOR. . ch cc dock ccckeeceen En 
PUR Oe BOGE és cervsiinnvidcicn & 
ice Cream Freezers. 
North Bros. Mtg. €o. . isooe 
White Mountain Deccan’ Co. codbes 100 
Lanterns. 

Lawn Mowers. 
Supplee Hardware Oo............. 94 
Levels. 

Stanley Rule & Level Co.......... % 
Lighting Systems. 
Superior Mfg. Co.................. 90 


Signal Mail Box Co................ 81 
Meat Choppers. 
Enterprise Mfg. Co. of Pa......... 100 
Smith & Hemenway Co........... 95 


Metal Furniture. 


Berger Mfg. Co. ides Gach ove Un 
Metal Polish. 
Geo. W. Hoffman...:.............. 89 
Mica. 
i es I ok bike ne ceckcdicvavarxe OE 
Wm. T. Dust Co...... . 82 


Miniature Tools. 








eee BE, Ga eS d0c04 sees cos 98 
Nail Pullers. 
Smith & Hemenway Co............ 05 
Nuts. 
Atlas Bolt & ScrewCo............. 1 
Columbus Bolt Works ............ 1 
Paints. 

The Wm. Connors Paint Mfg. Co. 1 
The Jos. Dixon Crucible Co....... 8u 
Painting Apparatus. 
Bastian Brass Works... . 91 
Pencils. 

Jos. Dixon Crucible Co.... 80 
Pliers. 

Gronk & Carrier Mfg. Co........... 95 
Utica Drop Forge Co.............. % 
Post Hole setcccsrstat 
wan Bros. . &7 











Pruning Shears. Shaving Sets. Stove Mats. 
Cronk & Carrier Mfg. Co.......... 95) Fox Cutlery Co.................... 98] Stuber & Kuck .......... 2. ce seeees 93 
Pumps. Shears. Stove Patterns. 
Sanitary Pump & Tubing Co...... 88] Bertsch & Co cee uceee. 87} GOO. W. Cope, Pattern Works.... 89 
Cronk & Carrier Mfg. Co. MEP RET. 95 | ‘obeille Pattern Works........... 82 
Punohes. _| Geo. C. Keene & Co................ 87} Mansfield Stove Pattern Works .. 83 
ERED DEP recess or enye-scones 00> 87) Walker TOO] Co. ..se00 -2+---+- e+e. 95| Milwaukee Pattern Works........ 83 
Serre we wo concen en ce nes OT hae tates 6 Bases. ceseescnsce ree 81| Weller Pattern Co..............++. 83 
Walker Tool Coy ...... 22. ccceseres OS 
H. Weiss & Co..........-....+++++. 81] Sheet Metal Architectural Stove Pipe. 
Ornaments. Edwards Mfg. Sbdbbence ccecSeeces 103 
Radiators. . 
American Radiator Oo.. .........2, 79| BCTBCF MIE. CO... seeeeeeeeeeee ge 8B Stove Polish. 
Friedliey & Voshardt ............. 81] Blac Silk Stove Polish Wks..... 83 
Rain Water Cut Offs. Kanneberg Roofing & Ceiling Co.. 84| Nickel Plate Stove Polish Co,.... 24 
Cooney & Geiger.. pehoeedacsnt 
Milwaukee Corragating Co ancabeie 85 Shelf-Brackets. Stove Repairs. 
. . i, Gy ODD 4.0 cn swocodee cctcce ct ede 83 
Rasps. eT SE: To 64 6s bduaied < S005 aded 104 ee eM 83 
G. & H. Barnett Co............00. 1 Shovelis. S. M. Howes Co.. cesses 89 
Disston, Henry & Sons............ 06 John B. Morris Foundry Co. simile 83 
Avery Stamping Co................ 9 
Registers. star Shovel & Range Co 12 Sugar Kettles. 
Chicago Furnace Supply Co....... 21 CRT BO osc 0 0005s 50600+0000 ves 2 
L. J. Mueller Furnace Co......... 21 Skylight Gearing. Tapes. 
Stowell Mfg. Co......-.-+0+0+0+00-+ 22] He Wels & CO..... 002000 .eee ners es 81! Lufkin Rule Co............sssceses 95 
Rifles.* Skylights. Thermometers—Oven. 
Lee-Glass-Andreesen Hardware Galesburg Cornice Works......... 89] Evans Stamping & Plating Co.... 81 
Co.. - 108 Helios-Upton Co..............s0+0. 8f 
Layman-Carey Co . . --- 8) Slates and Slaters’ Tools } 
J. Stevens Arms && Tool Co ........ 104 Tinners’ Furnaces. 
Auld & Conger. “Read 77 -- © Burgess So:dering Furnace Co.... 83 
Rivets—Copper. o eanonnscn & Coss SS Chavon & Lambert Mig. O0....0.. 88 
Plume & Atwood Mfg. Co........-104 pcamen han taal - jl 
? Tinners’ Supplies. 
eptaaneed Solder. Tanner & Co.. score 
Berger Mfg. Co. seeceeesseee 85) 5. H. Eller & Co.. — ‘ 
W. J. Burton Co.. eeececeses 2} Milwaukee Corregating Co.. . Tinners’ Tools. 
Canton Steel Roofing Co........... @4| J. L. Perkins & Co........c.ccc.00. 1 He Wel8S & Con....seseeees vereeees 81 
Cortright Metal Roofing Co........ 2 Tinplate 
Soldering Irons. : 
J. HL, Ber & OO win ncescccseccccccee 84 wr. B. Mesehaien L$ ge| American Sheet & Tin Plate Co... 87 
Friedley & Vosharat.. 84 GA ae Shot ge ssecmene oboe . 
Berger Mfg. Co .....-....0.-e+00+.. 0 
= cee - Squares, Machinists’. [J. u. Eller & Co.. ce. 84 
porate Concuuating Go... g;| Henry Disston & Sons............ 96] {ilinois Roofing & Supply Oo. .....104 
pon ‘ss are : oO e-. Millers Falls Co...............s-+0 97| Lee-Glass-Andreesen Hdw. Co.. ..108 
J a yar & ion RO LD, »0 0404 , Stanley Rule & Level Co.......... 95) MoClure Co.. 26 00c0 ee 
Syk s 1 Roofi lg ee aattwauiees Cosreanting Ca... ee eld 85 
ykes Stee ER ay 88 Steel Goods. LM&La Oengrn Co.. 89 
Roofing Cement. Geneva Tool Co...... .... cece eeeees 1] Tanner & Co.......... . 87 
Wm, Connors Paint Mfg. Co...... 1 Stee! Ranges. Tinware. ° 
J. L, Perkins & Co.. 1) Beckwith, Estate of P. D.......... 26| Layman-Carey Co... ........-.++. 09 
Bergstrom Bros. & Co............. 23| P. Moshiek -» 00 
Roof Paint. Champion Steel Range Co.. ...... 12] National Er nam. & Stamping Co 108 
Wa. anne Paint Mfg. Co...... 1/ Ghicago Malleable Steel Range Co 13| Sanitary Pump & Tubing vo...... 88 
—, eee vet ++ 80 Chicago Stove Wks.. ccoccg eae BO GME. cin ccc cccescitcess @ 
yet an ae OO... 2000+ -+++ ++ 88) rarwell, Ozmun, Kirk & Co. re ains 98/ Tanner & Co ....... see eeegye sees BF 
r pees Png <a sosee coerce Gem City Stove Co..........65 eee 6 
Rules SIE GD. 5 04 cninncccccdeaccce 20 Tub Hoops. 
F Home Pride Steel Range Co ...... g| A. Clausing & Co......... . 89 
Lufkin Rule Co.. —_ as a het EE ee 9 
Grenieg Rute & Level Co... ‘+ ® | Joliet Stove Works................ 4 : al bap a a. 8s 
Sad Irons PO a sckce cen ect eccstnsees g| Sanitary Pump & Tubing Co. 
ia tae a 4 Peerless Steel Range Wks........ 10 Ventilators. 
tied Wh Giucdu cles caddinn cece -. 0 Ml Pitusburgh Stove & K 6 C0..... 1 ; ; 
ENED DED, Cea oc cs dctsce cccccs 91 Portsmouth Stove and Range Co. 10 et eee _— nae 
: : . . an Glo Fentilator Co. .......ssses ee 
Star Shovel & Range Co...... .... 12 
eee Balances. Toledo Stove & Range Co......... 13| Merchant & Ce. ues a 
Pullman & (Oa, White Stove Co...... PLATE eS Pan-Coast Ventilator & Mtg. Ce.. 
Saws. Stoves. Wagons. 
E. C. Atkins & Co., Inc............104| Bergstrom Bros. & Co. ............ 23} Shipman, Bradt & Co.............. 8 
EE ee 97 | Beckwith, Estate of P. D 26 
Henry Disston & Son.............. 96| Chicago Stove Works............. 5 Wash Bollers. 
EN OES ccc decd dees ccecee OF Farwell, Ozmun, Kirk & Co....... 98) P. Moshiek......... 2.0. cee cececees 90 
Smith & Hemenway Co............ 95| Foster Stove Co .............+..+..+ 13) Stuber & Kuck..... 93 
Gem City Stove Co................ 6 
Saw Sets. Germer Stove Co ......... .c.scees 18 Washing Maohines. 
E, C. Atkins & Co., Inc............ 104] Jewett & CO...4......45.seseeeeeees 9| Clark, Quien & Morse............. 91 
Se, ME Ch cc adhawhbhwe Joce veces 97| Joliet Stove Works..........+..... Se Ey GD ove cecdcces cocces 91 
John Kontay.. ° -seee 81S. M. Gagan & Oo ............s00. 0 
Scales. Mareh-Brownback Stove Co....... 2| White Lily Washer Oo .... 92 
Beckman Bros...................+. 98| Pittsburgh Stove & Range Oo.... 11/**1900" Wasner Co....... cece --++-» 
er PND Gti s n:64. ne eteesvaccces 104| Portsmouth Stove & Range Co.... 10 
s Hi Smith & Anthony Co.............. 2 Weather Strips. 
= creen nges. Star Shovel & Range Eb coceecases ED Norris & Loring Hdw. Oo.... . 8 
Pe ad otbedetinghscheate o<% 99/ Toledo Stove & Range Co......... 13 
Screws OU i 7 Wire Fence. 
Atlas Bolt & Screw Co........... 1 Stoves—Gasoline. acans = es prone % ; - 
Columbus Bolt Works... ......... 1] Detroit Vapor Stove Co........... 14| 
Ringen Stove Co.............0.0+- 15 | Wire Coods. 
Screw Drivers. Schneider & Trenkamp ........... 14| Denning Fence Words............. 81 
SUE MES Gc odes 5 coccstccece 96 
North Bros. Mfg. Co............ +. 93 Stove Clay. Wrenches. 
Smith & Hemenway Co......... 95 | Bridgeport Crucible Co............ 104] Hawkeye Wrench Co.............. % 
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THE CHICAGO IRON lIARKET. 





Reports were very favorable during the last week 
and a decided improvement in the demand for pig 
iron has been very marked. [ft is said that one buyer 


purchased fully 10,000 tons, and that another large 
order from the same concern is in abeyance. Other 


large orders are recorded to be pending, and altogether 
the situation looks very favorable. 


The fire which occurred in Baltimore recently will 
probably call for a great amount of: structural steel, 


and the manufacturers will probably be kept very busy 
supplying new orders. 





IRON AND STEEL BARS. 


There is no decrease to be noticed in the demand, 
and it is probable that the sales of the past week ex- 
ceeded the total output of the mills. 

Railroads have been buying more freely and the 
manufacturers of agricultural implements have re- 
ceived enough orders to add materially to the general 
consumption. 

We quote Chicago delivery, mill shipments, carload 
lots, as follows: Bar iron, 1.40c to 1.45c, half extras, 
soft steel bars, 1.46V%4c, half extras, with 5c to 10c per 
100 pounds extra for less than carload lots with the 
regular extras for less than a ton of a size; angles, less 
than 3x3, 1.56%4c, base, half extras; hoops, 1.5134c to 
1.56%c, full’ extras. On shipments from store, we 
quote iron bars, 1.60c to 1.70c base, full extras; steel, 
1.60c to 1.75c, half extras; small angles, channels and 
tees, less than 3x3, 1.70c to 1.85c, rates, half extras; 
hoops, 1.90c to 2c; rates. 





SHEETS. 

The feeling has bettered somewhat since the agree- 
ment on prices and a brisk demand is expected a little 
later in the season. 

Prices are unchanged, and we quote No. 27 black, 
2.3614c to 2.41¢%c; No. 28, 2.46%c to 2.51%c. Gal- 
vanized No. 27, 3.26%c to 3.31%c; No. 28, 3.36%c 
to 3.4134c. On small lots from store, we quote as fol- 
lows: Nos. 8 and 10, 2.15¢ to 2.20c; No. 12, 2.20¢ to 
' 2.25¢; No. 14, 2.30c to 2.35¢; No. 16, 2.40c to 2.45¢; 
Nos. 18 and 20, 2.50c to 2.55c; Nos. 22 and 24, 2.55¢ 
to 2.60c ; No. 26, 2.65¢ to 2.70c; No. 27, 2.75¢ to 2.80c; 
No. 28, 2.80c to 2.85c; No. 29, 2.95¢ to 3c; No. 30, 
3.10¢ to 3.25¢. Galvanized, 75 and 7% per cent. 





STRUCTURAL STEEL. 

Contracts for steel shapes aggrégating a total ap- 
proximating 20,000 tons are expected to be let in the 
very near future. 

A contract for 600 tons was closed last week for a 
local building, and one approximating 1,000 tons for a 
Kansas City packing concern. 

Prices are without change, and we quote carload 
lots, mill shipments, Chicago delivery, as follows: 
Beams and channels, 16 inches and under, 1.76%c; 
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18 inches and over, 1.86%4c; universal plates, 1.76%4c; 
angles, 3x3 and larger, 1.8134c; zees, 1.76¥%c. On 
lots from store we quote beams, channels and angles, 
3x3 and larger, 1.90c; 18, 20 and 24 inch, Ioc extra; 
tees, I1.95c rates. 





WIRE NAILS. 

The demand has increased in spite of the great flood 
of orders of the past three weeks, and the mills are 
being rushed to the utmost of their capacity. The ad- 
vance of $1 per ton, which had been heralded so wide- 
ly, has not materialized in spite of the fact that it had 
been announced in all daily and trade papers. There 
is still some uneasiness in regard to the matter, how- 
ever, and many are offering premiums for immediate 
delivery. Prices remain unchanged, as follows: Car- 
load lots to jobbers, $2.05 per 100 pounds, Chicago; 
less than carload lots, $2.15; car lots to retailers, $2.10, 
al! f. o. b. Chicago. 





CUT NAILS. 

Prices remain unchanged, but an advance is looked 
for at the meeting of the association to be held about 
March Ist. Both steel and iron cut nails are sold at 
the following prices: To jobbers, carload lots, $1.86%, 
base, Chicago; less than car lots, $1.91%4, base, with 
the understanding that consumers and retailers are to 
be charged 10 cents advance over these prices. Job- 
bers are charging $2.10, base, from store in small lots. 





BARB WIRE. 

Miils are extremely busy, notwithstanding the fact 
that frequent criticisms are heard against barb wire 
fences at hardware meetings by people who have re- 
gard for the humanitarian and the beautiful. We 
quote as. follows: Painted barb wire, $2.35 per 100 
pounds, f. o. b. cars, Chicago, to jobbers; galvanized, 
30 cents higher. Prices to retailers 5 cents per 100 
pounds higher than to jobbers in car lots and 15 cents 
in less than car lots; staples, $2.20, Chicago, for plain, 
and $2.60 for galvanized to jobbers, with 5 cents ad- 
vance to retailers. 





SMOOTH FENCE WIRE. 

Large orders and many of them, together with the 
high rate on wire rods, will keep prices at their pres- 
ent mark. Quotations are as follows: Base sizes, 6 
to 9, $1.95 per 100 pounds in car lots to jobbers, f. o. 
b. Chicago; $2 per 100 pounds to retailers in car lots, 
and $2.05 in less than car lots. 





CORDAGE. 


Demand for rope has improved a little and manu- 
facturers report a very prosperous outlook. Quota- 
tions, on the basis of 7-16 inch diameter and larger, 
are as follows: Pure Manila, 11%4c; second-grade 
Manila, % to 1c per pound lower; pure Sisal, 9c; 
mixed Sisal, 8c per pound. These quotations are sub- 
ject to a rebate of 4c per pound to carload buyers. 
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BUTTS. 

Wrought steel butts are now quoted as follows: 
Nos. 800, 804, 808, 810, 814 and 834, 75 and 10 per 
ent; Nos. 838, 840 and 842, 75, 10 and 10 per cent; 
Nios. 822 and 823, 80, 20 and I0 per cent. 





HINGES, 


Screw, hook and strap hinges, per 100 lbs., are $3.65 
for the 6 to 12 inch size ; $3.40 for 14 to 20 inch; $3.15 
for 22 to 24 inch. Screw hook and eye, per 100 Ibs., are 
$6.25 for 4% inch; $7.25 for 4% inch; $9.00 for % inch. 





HASPs. 
Hinge wrought hasps are now quoted at 70, 10 and 
5 per cent off list. 





WARE. 


Cast iron hollowware, extra finished, is now 40 and 
10 per cent off list, 





TENTS AND PAULINS. . 
Wall tents are at present quoted at 50 and 5 per cent 
off list. Wedge tents, 45 per cent; Paulins, 45 per 
cent; wagon covers, 45 per cent. 





AXES. 

Broad Axes of the Peerless brand are 40 per cent 
off list; Red Warrior, 40 per cent; Fireman’s, per 
dozen, are $14.50; single bitted, without handles, 3 to 4 
pounds, per dozen, are quoted as follows: Gladstone, 
$8.50; Hubbard’s Concave, $6.75; Hunt’s, $6.75; Lip- 
pincott’s, $6.75; Mann’s, $6.75; Pioneer, $7.25; U. S. 
A., $9.50; Valley Forge, 314 to 4% Ibs., $7.00; Second 
quality, 3 to 4 Ibs., $6.25; Mericopa, 3 to 4 Ibs., $6.25 
(3 to 4 Ibs. is base price; 3% to 4%, advanced 25 
cents; 4 to 5 Ibs. advanced 50 cents; 4% to 5™% ad- 
vanced 75 cents). Double bitted axes, without han- 
dles, per dozen, are at present as follows: Lippin- 
cott’s, 3% to 4% lIbs., $9.25; Mann’s, 3 to 4 lbs., $9.00; 
Pioneer, 3% to 4% lbs., $9.25; U. S. A., 3 to 4 Ibs., 
$11.50; Valley Forge, 34% to 4% lbs., $9.25; Ship, 
Bloods, $18.50 (3 to 4 lbs. is base price; 3% to 4% 
Ibs. advanced 25 cents; 4 to 5 lbs. advanced 50 cents; 
4 to 5% lbs. advanced 75 cents). 





ADZES. 


Ajax Adzes are at present quoted at 40 per cent off 
list 





HATCHETS. 


Ajax and Blood’s hatchets are quoted to-day at 40 
per cent; German town and Hammond’s at 35 per 
cent; U.S. A., 30 per cent. 





HINGES. 


Bommer Bros. ball bearing floor spring hinges are 
35 per cent off list. 





WOOD PAILS. 


Cable Wood Pails two hoops are $1.90; 3 hoop, 
$2.10; Standard, 2 hoop, $1.65; 3 hoop, $1.85. 
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SAWS. 


Disston’s No. D 100 panel saws are quoted at 25 and 
2% per cent off list. 





CANS. 
Cheese factory can stock are quoted as follows per 
set: 15 gal., $3.40; 20 gal., $3.45; 30 gal., $3.70; 40 
gal., $4.90. 





IRONS. 


Sad irons are quoted to-day per set as follows: 
Enterprise, No. 50 J., 79 cents; No. 55 J., 76 cents; 
No. 50 T., 82 cents; No. 55 T., 79 cents; Howell’s 
No. 50, 72 cents; No. 55, 69 cents 





COPPER. 

Copper is firm and about 4c higher. The export 
demand continues fair, though considerably below 
last month. Quotations are higher than last week at 
12%@12H%c for lake; electrolytic, 1234@12%c; cast- 
ing, 123¢@125¢c. The London closing was cabled 
quiet. Standard copper, spot, £57 5s; futures, £56 Ios. 

The Copper Manufacturers’ Association quotes 
manufactured copper unchanged on a basis of 18c per 
lb. for sheets and bars. Yellow sheathing material is 
quoted on a basis of 1§c. 





TIN. 


Pig tin is very scarce on the spot, and the situation 
is stronger in this country than abroad. The New 
York quotation is firm at 28%4@29c for spot and 28.40 
@29c for futures. The closing in London was cabled 
easier at £126 12s 6d for spot and £126 12s 6d for fu- 
tures. 





TIN PLATES. 

Tin plates are steady and unchanged at jobbing 
prices: Melyn, $6.50@7; Allawoy, $5.75(@6.25 ; coke, 
$4.8714@6.50; ternes, $5.25@8; additional X, $1.50@ 
1.75 more. 





LEAD. 


Pig lead is firmer, but the Smelters’ Association is 
still holding the price at 4.40c in 50-ton lots, and 
4.47¥%4c for 25-ton lots, shipments to arrive. Spot lots 
are steady at 4.45@4.50c in New York. The London 
quotation is £11 12s 6d. St. Louis is firm at 4.35@ 
4.37. 

Manufactured lead is unchanged at: Lead pipe, 
6%c; sheet, 7c; tin pipe, 45c; tin-lined pipe, 12%4c; 
old lead in exchange, 334c; tea lead, 314c. 





SPELTER. 

Spelter is steady at: Round lots, New York, 4.90 
@sc for spot and February; jobbing, sheet zinc cask 
lots, 64%4@7c; small lots, 74%@8c; St. Louis is firmer 
at 4.70@4.72%c; London, £21 15s. 


ANTIMONY. 

Antimony is firm. Round lots, New York: Cook- 
son’s, 734@8c; Hallett’s, 7@7%4c; United States, 6@ 
6%4c; Italian, French and Japanese, 6@6%c 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing western hardware and metal prices corrected weekl 
y: 




































METALS. Ceeers K Peg, shouldered 
osm n’s ’ eese “ 
aioe tactics sacle — coveee & 95 BINDING—OIL CLOTH. 
pins quauiry Briann |eMyilte'seese ccc To Iss Sorat eats sie cciccaess Ag 0] Zim. asseseeesenseesennses Tbs & 108 
PLATES. BOE oc sees encese 50 No.1,socket han- B FP ee ee eer ewesee ce 734 
Per Box.| Bilood’s......... Fete LOE % Schin senses r doz, 1 15 rass Plated. ...... eeseceeeee4® & 104 
IC nents. iw... 7. 40&5% No. 20 Harwood «800 Auger. "B 
14x30. Oe Ws ee  .----- per gr. 9)| Ford's Car and Machine... aalos 
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4x20... 9 60) C proved.. 
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COKE PLATES. Peters Blank Gigs, except p88 | Red Warrior, per doz........... ro = asdien ssceeae® 
oni een TES. sg gs|_ anda an additional los trom ane Bar ate. 0 aes > piety eee ag, fonds 
Cokes, 200 Ibs........ IC 20x28 9 05 above discount. —— Bitted Mi (without handles) Center .......... a Oe enna 
Cokes, 316 Ibs........10 90x28 9 45| powers Blank Cigs. cal. a1 18 Gladstone, per dos.......88 50 Countersink— rea tlh 
Cokes, 216 Ibs....... IX 20x28 Peters Blank Ctgs. 32cal.. GC. F.. Hubbard's Sse ’| Wheeler's 
: 11 65] Peters B B Caps. Round ae P 40) Hunt's MN ae enees $ 3 American Snail ited * 81 30 
PI@ IRON. Peters BB Caps. Conical bali. 81 # wr 8S 6% a — "980 
Lake Lake Sup. Charcoal.....815 75@816 00| U. M. C.Cent, Fire. SE Pioneer “4 675) Buck Bros’. viak n on 
Coke Fdy No. 1... 14 00@ 14 25| Winchester Cent. Fire, Mili _— % yg a all 733] German Fiat... “ 2 60 
Local Coke Fay No. 2... 13 50@ 13 25/,,224 Sporting Ctgs ommemecne: ValleyForge “ “ 9 50] Dowel, New Jennings. = 0 70 
Local Coke Fdy No. 8... 13 00@ 13 25| U- M.C. BB Caps, Round Bail’ Second Quality “ “ 7 00! Gimiel— NGS......... 40&10% 
Local Scotch Fdy No. 1. 14 50@ 14 75] 7) "30°"4" : Double Bit x 6 25) Standard Do 
Ohio Strong kA le 0. it ee 81_75..18% | “Ty ted (without handles): Ge uble Cut 50&5@50&10% 

Ey codices: 14 80¢ 15 90] U- Md M. es A. oo. Ball.81 Sace aa ppincott’s .......... per doz 89 25 Gouse.. Pattern...... per doz. 80 48 
gouthers Silvery’. o7. Mase 15 65/0. M-C-Cont ~~ hovCugs 50818838] ‘Pioneer ..... Rd | on oreatearppoge 7128 
Southers Coke No. 1,... 13 §5@ 14 10 Primers. a a >? See eenssshias penta ig. ms 0 80 
Southern Coke No _— = = 13 60 ay ey seseesecctn gaa 81 00 Valley Forge.. sa” OT r - Reamer— oes 1 30 

+ Bevece 5 rs Primers ................s. “ “ 
Gece ne Net (Plue lose Prim |” matanons, Semin, nes snows : 38 
ake No, 4.... 12 35@ 12 69| Widcnester Primcis............. 
Bouthern No 2 Rote ~. a8 8 4 40 + el Primers. .....20s00- 1 20 Frary’s |ALANCES, SPRING. ae Standard en os. “ 0 % 
~ m No. SSaft 13 350 13 60| eae ig [Pelodessscccssscscsssscesse--908 | gen Drieorsen - 
Malleable ae. id Oe . = em r Shetie, 10 SIN o.uibs0s-cen'etchceikabioones 204% Pam | Coiagen... ae 078 
— pono Slivery.... 17 05@ 18 §5| Peters Empty Paper Sheiis, i¢ Pounae ACS PAPER NAIL. Round Shank....... “ ee 
SHEET STEEL. | p&2Us®, League.-..... 24 - “ y “ 
0. 16 oe a n Peters New Victor Nitro Shis..2082% an wee? 001 8 3.003 409° 47 BLACK! Shanken ie 
*; weer seovunast r 100 Ibs. 82 55| Heal...... +020. eeeeee ee LACKING—S 
O. 16...» o+e+.+++:-DOF 100 Ibs. 08 55] Br ied Shells. “‘Leagu 2587 RS, TOVE. (See 
eae Be ie Biase Poe or Wodee Ponce. 6 nee SeADE SAW 
(0. 25-26. ‘ - ess. 40&1% 
eves eoceene per 100 lbs. 2 70| Peters New Victor Loaded BEAMS—SCALE Standard % & 1 
No — 7 c-Bar MOIDS. 3 73] cgeals Londo with ing’ a nests |P:S & W. 00. ..00. «0+. Fomine Glock Spring... sccc00 0.0605 
Ro. S80 00.0- Scar 100 tbe. 3 #6) Teale Loaded with Kings Simoes | carpet, Rattan. a > Dahgetae se tg 
$c esse covsee seessecs 1% | Carpet, Rattan. ... ‘st 

POLISHED SHEET STEEL. v. U. MG: New Gis, game MOE | Raymond's Steel Wire’ 0 oamoe: B&5$ 
No. 24 per 100108. ...-00.eee00 000 M00 eS Nem DID. eons vnsees 589g | Woven Wire, No.4... “ 110 — 35854 
i 85.00 U. MC High Basa... = eae _  wonraae Wood ++ 0% 

oe ja MORTON PSOSNSEENES . n ceo cees r ’ 
No. 38 i a $5.20 Winchester Yellow Rivals 3171 fdas pene bore 3 ie eerie} Disston's No. 6, 16. oz & 045, 4 20, 
: nchester Repeater .......... ver..... No. 11, 86.30. 
Wood's Smooth....No. 16-17...... 3 95 | Winchester Leader v1 7 “0 4) .W. M. & Co.'s No, 30..per dos. 86 80 

“ - “ee —“G  Weeonee 2 9% Ux Seas Shelis,Hiaci has Whip, 8 (standard size) “ 1 75 Snatch — BLOCKS. 

re - Ri Aarates 1 rere , French........ “ 1 35 Ns Sade ccunce tabasco be 

- - No. 0-24 “sen 2 & See | Loeded § Shells, ¢ ihe Suiettnksees > 0 40 Steel.. ausheaies eet 

SE ee seed | Ca SR 

PATENT PLANISHED SHEET | Gun Wads—per 1,00 SIOSIORIE | Blacksmiths’.......... ” oon gee ee 
ET | Gun Wade— L000. Hand f in p dé6sdengmee 70&5% | Stove 
wenn? { ned shee Sat ads..... 18% i veaies nosvende oe * 340 = sora Lee 
anis: heet Stee Cc se ee eeeeeeeee i ecessececoceses A 

ee operas nese Ou ol. eo dl U. M. C.Gun Wade CEichereaiee: ves 18% Molders’. “ig in “ee per doz. 13 00 ADCHOF «.+..+ ++++ 00+ -DOF GOS. 1 60 

ra GALV tea IRON King's Smokeless, oy ie 1 80| Cait BELLS, a sees seeececs oo 2 2 80 

VD. ‘ “ * 5 sere eee eeeeee “ 
BD GG athens 45sces cneee =e) * 2s 4 kess...... 3 ° 24 in. nickeled bell per doz. 8 1 gs| Brass King.......... “ is 
HOOP IRON. ¢e 1-lb. cans... 51 : = ~ Nickel Plate.......... 3 15 

“x22 % x20 % x20 "eens 1-Ib. 70| 3 n. = data Enamel! King....... “ 3 
82 95 100lbs. $2 85 1001bs. 82 75 100lbs. Dupont’s * 50-Ib. drum.. 22 45 in. silver alloy bell, “priMs. 15 

1x20 1x19 1 * 25-lb. kegs... 11 30 ° Carpenters’, 8% oz- iron..pr dz. 

2 65 4x19 “ 5 pr 80 65 
1001bs. $2 6u 100Ibs. $2 50 100Ibs.| a fa agtn ay 580| b 1 Ib. o. * 18 
‘ - . kegs.. 2 97 ‘. o 
Pit gh ty "Shoots, 28 ea IRON. | shot. 1-lb. cans.. 51 = oz. lead... “ H oe 
per 100 Ibs... teen Dropehot, at sizes smaller than B, | Mason's, Son ae — « $00 
SOLDER. Drop shot, noe ie as and larger’ one 60 . Profit..... — FA 
XXX Guaranteed 4&.per Ib. 19 b. bi bag..... 1 & Bigelow Automatic.. per doz. 90 50| 5°!0. --.- ee ses eeceee ones SOROS 
Commercial %&%........ per lb. 19X¢| Buck Shot, i bane serine. i181 $k ‘BOLTs. “"*"" —e 
No. 1 Plumbers..... we Chilled Shot, 25-Ib. bi 3 in. bronzed iron bell “ Ca e, Mach 
sae acess RI a 16 ine ags,per bag. 1 8 $ in. nickeled * 5 | Carriage. ‘exe ‘and’ sizes 
quot: Oh bane coe "| nrrenton, 70 108NVIES 9 Pn VR WE 
800 Ib. Casks. ° wt. 85.85 | Trenton, 81 to 1501bs....... © perlb/ Hand Bells, P arriage. %x6 and sizes 
Gheots..... wn a per lb White Metal olished .. ..60@60&10% larger and longer.......... . 75@ 
ne a Miokal Pissed... agg| | RxOtouaIe oo he 
Oopper........ arpenters . ‘tostoass Swiss... WISI asa | _Mxl8 and larger... "Goa tog 
none ene ++ese+Da8e, 2c) Hollow: Ives’ New P 10&54| Silver Chime..................88%@| Blevavor..... ores ones see 
TIN PIGS AND BARS Bonney’s—list $30.00 attern.. ase Miscellaneous 4 Plow...... Ne eae (ety Moneta os 
Banca, pigs, per lb........... 35@35%c| Stearn’s, No.1 Church and School, Steel Alte Stove...... Sty eM gS hI is 0% 
ae — per lb.. eeeere te Stearn’s, No. 3... gpg — Se —4 habeas a ay cove cecese Ok & 54 , Perea CRSP elk taaee 
bars, perlb............. 870] 7906 Hole. wsee wees Farm, ibs. os. 108 | Wagon Box Strap. 2721. tom108 
pe ea LEAD. Dalbey; S-inch ........per dos. 6 § 7 ieee gio mi 30 81 85 82 San ee 0 
- aibay, Stach... POT Gon. 8 16) Minedlanenue Conk | Ives ccacsecnccen cous eeeee 5O10&54 
American Pig...........04 @O@4 62340 Howe's, @and inch.“ 18 00] Strapped Sheep ...... per doz, $1 90 BLVes)sssssse esses cesses oo ++ BOB1O$ 
National (White) brands (in jess. somes gto y seems sesees 40 & 54 Sleigh, Rows Me ogg 27777 SORES | Cast 
than 100 lb. lots) per Ib ‘ % R ‘ ‘s, to 9-inch per doz. 6 50 Loose... -- &54 Wrought + eeeeee eteeeee . ---- 50 
ees Fe ting. BELTING DOS oa ress seeees + SOROS 
Rete GEDOU oe nee eeeeen eecenen 50&54 _—" her— ted Nov. 13,1901. | Flush, Wrens nit see+ TOSSES 
Ford's with 75 snees eee M0&5S 
HARDWARE : or without screw, 40-54% 
. Snell’s, “ 4054 Wrought....... Weless ivckeed T5&10% 
Pre po Brass...... nee XY 75&10% 
" ae es ee eee wee Ww it. .... eee ORO OEe Been eee 
eet: ee e:DOrER. 95 FOUGIE « «002. 2»... 80108108 
patent, asst’d, i to 4 
Farness, aS ws 5° Bung, Os uulier's Pals, r Gos S18 7% 
wo 10} newlist............ 0&5 mg, Common Ring Handl 
TONERS. 6 < cones cs ‘ 90/S ey’s into... $ Inches...... esse. 1 — 
tanley’s Iron handle.......... 40&5%/ Perdoz.... 00 6 to 8 10 
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RS—CONTINUED. 
Enterp 
a1 arprie adcke each... 35-108 Brease ATK AND CHAINS. XLCR 
- 0454| Doublesi: ae ee ey a eS ae 
nl Mail, N xES. wi ack........doz. cocee ccc + EG 
Ricssens th Cove pairs 85 00 CLE DIGG RS— 
y Per doz.... a .. 10 20 Et eben Pairs ey 7p | Pamily—Ajax, Avene, Atlas - Post HOLE. 
ly Mitre 10 60 18 00| , Without slide... ; $33) Perdoz............: . Bagle. ..- -- Per doz. 08.50 
. New Langdon... "ee giaSh- 00 6.15 6.98) reales... 635 
= Olmsted's ...-.. ... -..15&5@ | 5 16in. 85 70: Min. 4 65 leable..... ... . Heroules ............... - 6.50 
Stanley's......... Bright Cou Uhan— per 100 1bs.| 4, clips,” per Ib. 2c R | vo-tebdaanpliear at at ° 1098 
& 10% wine, Nos 3 speahe American, new list....... 334 | Pamper— —we OBRSS See also Augers “ani Hole,” 
734 Per doz ... sad ‘umph, new list...._. “""60-10a5| Standard..... DOORS--SCREEN 
& 104 : Cable Cost pEee WEB... 020 vene 304 gore? Spiliocomes rw vo+e ++ DOF Gos. 60.70 Ate in. 4 panel painted per do 8 
Commpn Ball “pe cc 2. 6 0.8 
ioe Pray Gen, pis oe Tack 100 Ibs.. 08 73 wes 06 3 2 a 20 14. 8 panel natural pine, 
a, pofford's eeeee + Supe bganecn % % eared: COCO Re eee e eee 50&1 Spe -per doz.. 
454% No. 66 to 146. t Per eed cctees . Sa 70 $1 A.. 0% DOO 11.50 
J 00 a R HA? 
“3 P. SS Ww. eae) Sowa Cable ‘ > ihate wadetnes i 3 33 $08 meat binok a rolls (i00 sf) * | Single Flange, 9 > ae 
o Be - pRackes tecees 50-10&5% 100 Ibs. on Cable Con Qe per| 212 “ per 1008q. ft. $1.85 | yo Ge i Rai 
£104 Rack BRACKETS. say kB Chains 3to8 “ gay, “ * 2.15| Novelty Clreck picecentee wowee, 8. OD 
bs nae No. 3 813.30 — + Bagg 1, erlcan 2 tog uns « 40-10 & 5% tas eR * * a0 Per doz. pair Zin 4in 5in 6in 
23.0 bets. "Vee or es en re ee ~ pairs, 62.60 68.90 64.05 96.25 
45% :— ron, Plain ........... 50&10% ee closed for smaller pieces. Susther advance DRILLS. 
04 ey's Wrought Steel....... ialter Cina _—_ soe Bit Stock .. 60 
ae eee ee OOO eee tetas " Se | ES eee eeeees &654&5 
44 Tmioat German MD, DOW list....... 384% “4 painted, per 100 sq.ft. 81.20 Breast— ith's Twist........+. . este : 
10% Triumph aew, pa. ious Gbaeniennes rv ~ COCKS --BRASS. cy wal aons saeueaseeeees eac 
1 30 Ty nating, WoB0.doe k10 Jack Chain— ovetiqune owepes BS mprcenen pee. deeue ¢ 60&10&5% ers canna om tr 
9 70 BYO88..00.+ 040-000 es01+ see eeee ing EP —- ve sees + « GOEIO$ Goodel’s Automatic--per doz. 
spin ieee * soem remot ees 
0 70 ‘st let rae 8 60% | Racking”.....202.0.0. Per tik: 08 75] gotich 13.50 $1438. 811.00 
. Meee 8 ft....-.-per 402. 68¢| pnror, wo eE EE MILES. ell’s Sing] 00 
10g oe Pump Chai = 4 Enter. Mig Oo. lis MILLS. Millers’ Falls * e Gear per doz. $16.00 
10% 750 100 Ibs % oe per Parker's. g. Co., list Jan 17, ‘93...24/ 2 * Double “ - 12.50 
“q @ 50 Same F oeeeeverrerrrreteras® 8 754 Bones eesscesers eveses os wget aare- 15.00 
0 Stretcher Chale TASS. .cc.....0&10 CO eee eeseeeeee pee 10% wae Teeree OSC ee a 
0 80 a: B pay hery: at Min, 87.00 per 100 ss eee a PIPE. a L rene 
0 Pe p mn Ch sae r Ibs. | Pi ; es 6 ist... .60&5 
+4 Wooden, oboe thbad 250 285 AA Trace theine-Wepiere Cali 70&10% Sreausalt x _per gr.82.50 82.80 as. - ueintnne $Q@04@104 
top ear, plain. per d 6%— 6 egtern Standard — > - oe IVERS--SCREW 
_ 2 a got oz 369) gy ey e eee es seeees cere per pair 3% Lacquered Brass‘ 3.30 ry 5.40| Hurwood . . 
150 Ms side-strap. plain a : = 6%— 33...  eececceesecs I COMBS--CURRY r 4.80 —_ srovsuenen nneese cone ye 40&10% 
) 7% po a 97) | + . Bc] Nos 000 20 321 330 i ceaaiigtthpidisese coke 2008 658.10% 
) 75 Folding BUCKS, SAW. ge eeepeee: seen eens “ 5c Per Gos.00.8 80 1.00 .95 = = Champion. setae anes bs 
Segebyn os : A . Nos. 531 _ * 0 . P Cores ccceeeses 
7% BURS. Sica ae doz 81 7% aa 2c per pair for Hooks. 10c | Per doz. 80.96 7 4 = 535 545 390/| Clark's meen cl RE 75854 
Copper B ETING. W tor Twist Li CO 10 1.€5 1.40 1.30| Edison.. geable.. .... 334% 
- Tinners’ Burs Only Cece secses 35-10&5% ‘ayon Slay Chains nk | Carpenter's MPASSES. “00 | Reed's Li Je) aah acess ae 
io ok -  -yfpomeees 70% | Per non Ibe. 864 % Pencil--Faber's..........per don 704 | Goodell’ diquaaios. eee ee SiON 50% 
b.) Gut-iren....... Uses. © | Well Chains 86.50 ae 625 | oa COOLERS..WATER. doz.81.00| Yankee = allel BOK 10&5% 
Wrought Brass. 0 sae-anee .---65&10¢ | With Swivel... aloaniséd Lned—Laver F « Spiral... “igs 8 
Wrought Steel secsseseseseeeee 20%] Without “ ~ per doz. 95c ae te 10&5% 
Nos. 800, 804, i CHALK 80c ach $1.35 1:65 2.00 235 29 — 
+ oS SOR OO, ER Coe Coden Blue... CARPENTERS’. Galvanized 2 2.00 2.35 2.95| Conductor... 
a ee eee 75& 10% Reed, oon esses eons ..pergross 68 | Gal? 3 > egraph Faucet|4d/ustable Stove—In. 5 6 80% 
0% Son’ Gen ond 848... 75-ideriog | White......... we 480 Ea8l.65 2.00 ass 8 10 Smee. rd . ae 
; Wrought —= vasph ones 8)-20&10% pheno aise se “ 380 Porcelain Lined— 2.65 3.30 3.65 4.90| Plan'd . per doz. $0.95 0.96 1.40 
+1 Nos. 781 ond 0 708 Crayon. = een 0 ass 50 S---@.. 0: 2. 86> Cnragetes ‘Stove—In. *S . om 
I Double... CALIPERS.” 108106 | 1» verrels oxo| ““EOPrEn Ses Meee Den eee Le he 
% Tneide ai ¢ an ST rg eater iin CHEGKS.DOOR bu. 2ic Sol “3 COPPERS. ALS. pours pn bine o ° 2.60 ‘= tf 
; ats ae Be ‘Sapia, 68.96; Hired.doe: . ar.00 idering-1 Yo 21b.....per ID. 9@800| Pola... doe, wor 00 ‘08 
50 Seggares Beet (.athin B. Gore Ace ne nessa 1005% | Picture--White Wine Plan’d..... » {80 i% aes 
‘ ase MM 88 @5|Iwan's Voleano 5a Pe a ite Wire--List October EMERY--TURKISB. 7 
on ouiseLe | a cocedbenccnss cece one si " 
Inches....... " Baltic Braid ZO wsveess 5 lb. pkgs. * k 
$ Round....per doz. a és Hemp, cable lsd 18 No- 00s isa. wb- oe 4MC “to. 
an rdoz. 28 3860 4. . ,- a © . c se 
‘ Good quality. , 1) en * dae i3%e English, Wepe cans...ber 
. wo acess Ay wextra qual iaifty. per Ib soo | Bussians 2 - .« sie! Oy me por Ges. 01.58 
‘raming and Samson, white "fe a * ‘ 0 . 
10 Barton's... “at “  81%e Peerlen ..... = 1.25 
0 PS. &W. Go's. ose cosece eecece 20% Silver Lake, ee a” cmeeeeom 1 50 
5 x For beveled aes: * orab “ me See eee: 
, -., & | ae wie naan’ s CORKSCR ° reape, Pie. 
; wot 7 rato ars eats] PRR WO a toe | Humason & Beckie .n..- =. EYES. 
. B.S. & W. Cove... ---.. s5a5¢ |W eT, Bright 
5 ———a—_-. Choppers gy nO Dee ry Williamson’ 's Regular......... a8%6% tg A ew—See Goods, B. W. 
0 Per do & 10 No ’ erprise Meat— amson's Forged Worm -. 0 aa 60&104 
sean 2, BGT 81850 19.85 » IB. cree center voce . COTTERS--SPRING. _ 50% end— * 
4 » Pattern. . ee 82 75|5-16 in. and smaller RING. PGBs £5056 6600000 0000 coves 60&5% 
1 | ~ ae ra batts aati. **) Od Laer ian Bae doses oocssovostss sonst 
. seer 30%, $21.80 onl? Goodell’s, for Goodeii’s Screw 409 | Brass .. Peer oc: tise. +++-19%| FASTENERS, STORM SASH. 
ew York Pattern id Drivers.. 8 Screw Brass Paci per do Moore's. 
| ian, oe. ST ans Mapa eens per doz. 86.25 s Plated........ z. $1.00) Schroed aves --per doz. ” 80 
) Gal. each , 910, Driver for Yankee Screw COVERS, WAGO . 85/ Se si CPB. va ens sess 
7 ou Per doz. 925.15 926.95 MSs TURNS. eeees eee 5.00| Morga CRADLES. GRAIN TENTs. DBIDIC, « «+++» eo0+ oeees ™ i ie 
% A n's FAS ~ 
1 Gal. glass, Dais gg Wood,Gal.. 5 7 10 ORAYONS--SEi om doz.822 2% Oe sepa BLIND. 
: ushlone ae #2 35/ Belle, Barrel.......... $8.90 2.15 4.40) CROOKS--SHEPHERDS’ FAUCETS. 
ay gale... 90 | Common Dash, ‘Gai bowkdbodsese T0&5% —— Pattern ..... per = | Angle Plug... ee 
Tr GOZ....«.+« 8 .. 83 = x — doz. . °° aes aaa 7 Scotland kh om Gos. a % | ans -Andrew’ ppecnces per doa, 905 
CTO. ......-- , -7 8.25 a abe "etroleum. . oven 0 ctas 
Champion Fa BR ge meirentenabers ie TROW ; 8 00 oe sese eres o> eee OO-1085 
Sterling Piving.--8 =. 8 38 Each is ee tobe... ene “Point. per 2 5 Caen ees 
ce teas ° "lO asla canes” ” ** *” aol Metal Hea enon + O08 
| er 5 “ . djustable—Marti Meat-- “er ITTERS. . Measuring--Enter seswe 5% 
Wood Jacket. . PER. Ay Corpentere’—Sreel 1 D ocvsesveess 40% we See verprise. aeaikion bi 35456 
O8ee cece sess ¢ Carriage M . PP iediain sean tg Nos. ks. 
See Ammunition. UN. no een —_ =_— Af * x > vedubers > pnp he - Black jae Ane RASPS 
Pe ARRIERS Rap ri0888| Now's tnd fn igtBf | Dieston's nse sscscccccsss soe TBRIOR 
Myers’ Imperial... pe Tee Pa ee res Teal... sees.svos:. per doz. oa |_., , StLTERS a 
OARTRID heape> “ 340 Dogete, Denes, in. .perdoz. 65¢| pipe doz...) 810.75 813. . Pre ubject to Is wane SS Se 
See Ammunition Sens. Disston’ s list, 0 4° anette No. 1 a oy gy MAE F ie 
CAS Stearn's, N 30% BOD.....c0cccevees f 3 . PIG 
Acome—Ball Bearing... $11.50, tens $3.50, No. 1. Slaw and Crout-- 85 1.50 4.00 st Bin ccceee ceeeeeee per do 87 2 
Bea =e 85 w , 95.50 doz. 8-knife Cro uperior........ 
bones cn goes ubie one eve 2280, ase emer: se 1“ Siaw. reves sess per doz. e 2 Whisson’s Imp......... ‘ 3 
Brass wheel... 26 Cast, wood hdle STACK. 60 We Washer See eat then Barley— FORKS 
Martin pila Plates. rr abs | Soild Stee ecg —_ o., DAMPERS STOVE PIPE. Wood, 4 tines.66.80: 6 
 spemtiee ee aoe | Solid Steel........ +e oz. 0c} > endard.........: v 1 
Payson's sete tesvenees ns sansa tOORS | Glamtenee- =<... s..per ae g1.00| AMerCOD oe ie wei eeete | Soke... nes, 66.50: 6 tines, 86.50 dox 
vat enmepenhicinndced SHEL DUNN z .60 --STOCKS AN POE 2000 0 
“ pa. Oy wineei ..704 Sones a CLEANERS. Discount........... S AND Cottonseed ... 
CATCHERS —G eel......65810$% | Iwan’s Adjustable.......-......50%| P DIGGERS. 40&10% | 4ay— 
Lieder’s No. 1 RASS Pon Wi tationary........-.-...40¢ ‘ost Hole— Diamond, 2 tine........ 50, 10&F 
Eureka coos soeDOF Gor, 86 25 ilaeadene 4 Iwan's Split H er Be —_ & 
Sbveceececes Side- Walk— ----perdoz. 80.45 andle..per do - aye we 
Aan adios Steel. .... perdoz. 8.15 Iwan's Perfection....per doz. = Golden E a tS eli a0g 
vg * fo vole te aE a eli DIVIDERS. den Eagle, : tine en 0% 
- . ing Peewee eeeee 70% Digei eereeees 10 
ecsee cose os e Nenana See 
hosendyveeronelinns 35% 
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FORKS-ContTinvusp. HAMMERS—HEAVY. 
Diamond, 2 tine woes see ipeleerene > | aeeny Be Ibs.. - _ . 1+ 7585S 
ve  &. + 4b ide. and ND etre teresa TH&IVG 

Golden Eagle, 4 Sie... aia een See Date Fece.-Se 
ee ew eneee § GED BEOG. 300 cece d ) = 
Diamond............ +++: 60 15&2%% Peck's Adjustable... -per doz ° 
Golden Eagle .............+ eas Roger's “ _< 

PETIT eee eee ee ee ‘s Ives’ “ * *. per set . 25 
nn ron 282% % en wncedecse coccccocccessGeye 
Golden Eagle eoccce covcccess 70&2% Hickory, Tanged Firmer, Assorted, 
Hack — FRAME 24c; Large, 26c per doz 
+++. per doz., 8 6 25 Hickory. Socket Firmer, Assorted, 
Miller’ ‘s Faiis....... - 10 00 sange. Se por 2ic per doz Bench—See Stops, Bench, «| StARANA....+... 2000+ 000+ 000 
palin: este “ 3 85 Appiew: Tanged  Pirmer, As-| Boa, fd eo ‘. ne alte R = pao, sengdvdadindes Guat “tone 
sorted, 27c; large, r doz. z.. ‘ton's Carpenters ......... 
rmEEZERS ice O CREAM ¢ | Appiewsod Socket, “Firmer, pm Humason & Beckley's... raz & 40) 1, Foidi ng Handi. . B&5S 
Each....... #1 10 1 30 1 50 1 ‘0 920) ol Pak + POE S09) muah * madeceemaaben dit OE American, Sickle Edge...doz $10 25 
nese orrss phil 82 %s 8 80 4 50 5 0 Drifting Pick... +0000 000 veeeeess 40% | Common Axe Handle mage Gute Bien. o\ oo 

White Mountain— File, assorted 13c. large 160 per dOz. [| teesseeres- sees per doz 87 00@88 50 eee “Sic icle : 4 
20 qt.— New platform, each. 819 10 Hammer. Hamilton posers segen per doz 87 25 L an’s Sickle Bdge........ oh 1 
5 qu— DRT; 5 fcc ede cues per doz 42c| C/ ain—In. 4&5- x -16 % ightn’g, Holt’s Genuine " 6 80 

GATES. Blacksmiiha’....... per doz Ser 100 87 807 75 80 50811 25 812 00 jena Seem. | ES 

Molasses and Oil. Machiniste’........ C othes Line. pee a. rpms Spr Point 6% 
Perfection.......... Py 8085S | Palchet.... ........ see eee rdoz 42c apanned........... per doz a 
Stebbin's. eanne dage souaee watonse Hay and Manure Fork.. PET UR108 Galvanized. ........ “ Sere, © Eo sen aath 

popetosad Loe and Bake ws 40&5% | (oat and Hat. oli, 
—_ lain 72c, Varnished 68c¢ per dz. tIron...... +». per gro 720@8 
a eye Co.'s . 20810895 4 sy nang Assorted 42c, Marge art wise sdieeced ¥ésoneenns oe 5K10% Common, senate - cece sees per doz 480 
r Goz. nduc eee ta eee eee, 
Horting, Mortve, te per doz..83 75| shovel and Spade............... 40%| Malleable........ S0810% Q508I085 ¢ Strecter, 4, Biade, 81 80; 6 Blade, 
504106 Q@ROLI0RS 4 Barn Poor—HANGERS Wrought, ......-+0+ +0: 10% | Putty. ; 

Sou—Aticin’ 's gle. 55c, dbl. 80c pr doz. ae rye Automobile Loose Common, un lished, per doz. 81 30 ee. eeseees — Peng =p Ae 
"Dis ES TO ORES 954¢| Cronk’s Automobile Roller” F polished. . 1 70/ Ruseell’s. ...... 1 > 25 
P. B. & W. O0.'B.. nce oscccenece 20% Hearing. . 60 Chace at: egies per doz. 3 6 ae la 

GIMLETS. a s Loose Axle ‘Endless Brooke’s....---++-s+++ “ 9 65| Base, 2%-in. Maple, Rubber Tip, 

Discount.......... .40@40& 10% - - -GO&10% | Gate.—See Goods, Bright Wire. [see ees vee eeee eeee scenes per gro 81 60 

GLASS — WINDOW. Cronk s Roller Bearing .....7085 race. : Door, Mineral.........+. perdoz 0 80 

Single and double strength, 6x8 to 16) Monarch... DOr GOs Pniog | Common. Nos, 88 88 4 | Toroelsin .....+-.+--+. met 
Mies | oovcacqucttbeab chest 90&54| “Never Jump” Hinge......50&10g| FoF d0z---------- ely 5 Am Pha ceeenie prem A 

Larger. sizes . . 90.56 Peerless, Loose Axle.... ..60&10 . -++-per doz $1 90 ar 60% 10854 

GLASSES—LEVEL. Perfection, Roller Bearing. .70&5¢ Lite ¢ Gant rt rien “ 3 . LADDERS. 
Stanley R.&L Phoenix, Roller Bearing... 908546 | ott eee 1 Common Long occe eee oe per ft 9o@l4o 
. Prouty ° per doz. prs., 85 50 Hammock. Hatension ...... 00+ Beseseeas per ft 120 
a Rica. DOE tle. Des ee D0] CL MMMOD. «+++ see eee, “ 2ic . 
A White. eet sho aaRe Superb ..... reat obese “ 8 25 With : Plate Wee dheee pace a 86c GG n 006. 0000006.060860 00 “ 
H. S. Amber............ Safety Fiexibic = «~~ gs| With Screw........... - ae sme With: Siseit, nda ioe 
; Wacner's Adjustable.......70Q10@ |, Pigeot's.------.- +... LC) Be > 3 rereerrererrreritre r ft 176 
ea Walehoun...2 4 Lemirequin or Drapery. ..per 2ic} Miller's Household. per ft 130@150 
Hs fenoreanaeee or san aeeens ——a PUCOUIE 2.0000 cccces seceee 50% 10@ LANTERNS. 
List “A”. Iwan's Perfection............. 50% | Sor — anes MGNUTE. . «004+ --+- 15% | Bull's Hye Police. 
List “B"*. Parwor Door- | Sere, Breas. . -»++- --»--- +220 @| 3in Flash Light eeeece per 86 00 
List “C”’. map mi Re huis cuasde du eiud per set #8 75 See Goods, Bright Wire. ax- ‘ae. whtdieons Beet 
Goons. Ives’ Improved ead “ 3850 Seat Spring .......... esses per lb 5%c/ 8-in OP. 2 seve pee “ 5 00 

Bright Wire.. _ monies Lane's Standard, °°... “ 350 ae ¢ pag ey B. pe Tubular, Berwer............ 10&54 

ewe GREASK, AXLE. peel ee 5 SS aie je, USADERS—-CATTLE. 
oa AE tA ne. Ge PD. SOAS ebseev enna eeensi 50&10¢ Sply % roa lb. pressure per ar Per ess... 8 80 70 oS 85 68 75 
SOs wih ses ccch scect : "9.5! Baker’ se ae gc 2 see ATHER—LACE. 

Sa ae a cchannban : BOE D «0008s cccves cece per gr.,82 60|3 * % * 60“ es o wt € B ose csns souces osdbaseosecded 
Lightning peeves ancere aves as Imperial ........- cocececcoce ++ 0G 18 * % * GD * “ “ 8c | Sides, Ex. Quality........ per sq ft 
Dy a ee SO Suede cede cedesideneis cocead 2H )4 36° 80“ . «BO LEATHERS—PUMP. 
Bat Tight 780, 251. 81.30 each. oad HAS reine ti x * A 4 2 od see Valve and Plunger................50% 
by ning, 18 Ib, B86, $5 1b. | Bing Sak ie eal 0 M180 ol etone 0 LIFTERS. 
Cane. ‘s n % in -pressure per.. c actagee! 
1lb. Frazer’ 8 carriage, pr. doz. a. 30 = EIS. % * 160% o 7" 9c Japanned Pabeacecesoces per gro ® 7% 
1% Ib. “ wagon : 1.30 . . eee ener eee oe. - HUSKERS. i te ** a 4 @ 
i - ed bine “ & Mn sane reer aseens . 
Si.“ armores ” —_80|Cast Shingiing.. 1 20] D281 % #2 00 81 95Gr.85 00 $5 20 Seve .ccne., aire 2M 3 90 
ae _ vas AOR106 Dufy's Barrel. :.......per doi 12 80 Gr83 10 86 75 Dz.8i 15 88 20 81 Transom, Payson’s......+++..-708 108 
GRINDSTONES | Rogers ideal. ” CY) won eI ood BE 5 Chalk, Twisted in 30-ft hanks. 
bonded unl r’s ss seesaseeee pr doz 85 95 sone - per 15 13 13) «(ol 
Per doz $825 9.00 10 50/"!nderhill's Star Lath............. o6)"Se ae... i, oe be Perdos..t00 tho ite 330 (M0 
Per ton .. .. 820 00@821 00 "HAY RACK BRACKETS. F | JORMION'S .ce x0 eee cece: pergro 7 7% No — — . 4 

Mounted— Wenzlemann's No. 1, per dos. . as 60 IRON. a. an a)? ) 
Ball Bearing....... 1 ° ‘o. 2. go | See Metals—First column. os in 20-ft hanks. 
eg 83 40 325 3 15| Blind. HINGES. IRONS. Nos. 1 a 
Common Beari 1 2 Clark's \ sores per doz sets....80c | Curling. Per d S30 Sc 8Os «B30 
BEES sec cdtnercccces 90 270 265| Parker ..-65@| Common........... per doz Masons’, "in 100-T¢ hanks...doz $1 00 

HAFTS—AW Shepherd's “Noiseless, for | | Princess............... per dog 8 60} Clothes. 

Brod—Common........ per doz., 80.18 HG .00+ eeeeeee oz. 81 05 Batnod a aaa, ae co oa a wh 9 wt. an ahs t 
Common . si} Clark's, i Gk BR 0 nexcerrhvaetth peat OO-ft Sigal ......0.0002. “ 16 
Patent, j plain top..... “ 46 ane dz.. 8235 8260 $360) Tourist, Folding ...... . 0 90 | Pee " 310 

thertop.. “ 52} # Only,“ 170 1 90 REG She bales broetiees * 960| 60-ft Cotton............ “ 135 
A : ae > dail 50-ft Braided Cotton........... 10 
See Oe mm 21 seeeee cesses DOr prs Ood Benoh....... ceees+ss+0s 20&54 LINING—STOVE. 
Patent. “ Leed's... + e008 wees ” sets 6 75 St R.&L. 
seit GB] Leet’. .... 20+. vove . = seo Co. (new list)35&5¢ | in BriOKe esis r crate 48e 
wu SRE ee ape rde . Charcoal........++.++. per doz $10 75 thou 
Ro per de 00 80] American........-.-..++2.-++--.-%5%| Common, Polished, per 100 bs 3 50 yi 
MET rcedeiadadte naka cok “ 219| Bommer Bros, Ball B’g Floor ...354 * Nickel Plated, “ 475) Ajax ......perdoz 8% % 1 
Leather, rope tie...... “ 6395, Bommer Bros. Spri erent $4 Chinese Polishing... .. per doz 760} Angular... “ 335 5 00 
“ leather tie.. “ 825] CDICATO....... 0s. er ever scenes Laundry, No. 1, % 75; No.3, 8 25) Boss. * 450 5 06 
E HANDLED | Clover Leal............ og » Upright... af 390 4 00 
W060 besess Sovececccece sbeese Chicago, Pomeroy .. <p 0 7% 
Excelsior........ ys 3 50 
bee ccodcoep EERORG... .000 coscccesecse 2” 
or ae Live Giant. .......05. bod 3 10 
+++ S6GBS | “Light Strap Hinges ....... 80-1085% Se yer 
MayGOle’S 2.0... 0000 c00eceee 40u10g | Hesvy Strap Hinges. sos 0-106 Boss. Se Oa Se 
Per doz.. 857 00 863 00 860 00 860 00 
AIA «os eons eons vee DOr doz 85 75 Light T Hinges... . oo ae Globe, No. 1..........per doz @56 50 
C0000e 20060 cose H bic nace OK Ro sab ideoos = 55 50 
ness ee ceccee Extra Heavy . Round Wayne........  “* 26 50 
suonce 20-1 U. S. Steel ° re 60 00 
Per doz..... eo wt tte 
: ° Round Hickory........ per doz 81 75 
KETTLES. Bau L .-.- = 2 R 
uare OTY « «cases 1 
--‘Bgt 100 Ibe. 00 38 | BTASS «..- 022+ eevee dachen cota back 204 we umvite.. “ 3% 
a . =| guaren eevceeceves eveses cove cose ss OOD eae, sis =! 
pore. a =e 
Sugar .. Hickory Sheet frou. 80 
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RECORD 











00T. MATS. 


Nationa! Rigid........... 50, 10854 
— Plexible ............+++++ 50g 
ae Quality ne de per ¢ Toss $2 75 
Hest re) 4% 


Wire Covered > - ‘Ex. 
HEBVY «-++ «20+ eeeses- perdoz 10 
MATTOCKS 


MAOLS. 
Iron, Iba. 10 183 16 «WW 21 
Per doz. 63 15 68 85 84 45 4 75 85 25 


Wood face, lbs. 10 ll 12 
Per G0Z....++.+.- 7 800 % B 
wood 0 


hoppers’. 
Lake Su ré Oregon Pat 75£10% 
OTEASURES. 


% pk ipk % bu 
Galvanized..per dz 83 75 
Pf ed... “ 8150 225 8290 


apanD 
Iron Bound. “ 14 180 210) Wood. 


Babbitt. METAL. 
BIMB, 0.00 cece ceccsecscccess per Ib 8Xc 
Mhcedseece = 6%Cc 
Tntimavedeus “ 18%e 

Magnolia Metal......... 19¢ 

eid chad bese Gens “ 103¢¢ 

See Metals—lIn first column. 

MICA. 
Second quail 506500 cbde0 coced 40, 10&54 
fs: «++ +-00G 
LS—COFFEE. 
Enterprise... peaces ceccndaebess $ 
— O0secccese sonsiue iakiozeane 
Pibandatecccecs oovtsd 10% @604 
MOPS. 
BOD ngnk cabenadbodeecesed per doz 83 15 
Handled 
Lbs. 1% 2 
Per doz.. #200 8235 ly 83 25 
MOW ERS—LA N. 
Ball- 

In. 21 

Each...... o7'b0 #8 50 e050 810 50 

Es Ee. 30 se. 

as 2 3s 2 65 a7 
Champion, High Chief. 
Esch 8:00 s1'50 oy 
Grades. 

Ee e210 e2' 

Each...... 1 to t. to #2 20 
en CE SPS 50&10& my 
Girard, in. 14 

Bach .... ..ccsscccee 88 25 $3 50 


Philadelphia. 
Bu pune Except A & E cones 


PPP Pee eee ee 





ee aaa acca 
vanized Before Weaving .80&20 
bat Afver Weaving.. .80&15 
a PII ook Gotics Ace ccccs 65&5% 


i &% % 1 
Lb. 8 6c 4c site die She 8c 


¢ Tapped. 
fn i A, oh & af it 
For 5 Ib. boxes add \e per Ib. to 
P 


rivces. 
OILS. 
tenis Dees per pal Be 


and Copper 354 
Sitidbstess <cokscccctus cos oc A 


ie 


Never Slip ” 


0 


























.. 2) Oe ere ” 0 8) Gas-—In. 8 10 12 PLATES--TIN. 
Oral, Ve Bo: — 5 75 nan. ,,, PEERS. 84.00 $4.90 See Metals in Column 1 
Combination ..... ...... per doz 811 50) Button's--In. 4% Spray. 
Economical .... ........ 490| Perdoz..... $2.60 a8.'10 83.90 ae Blizzard. ........++.. per doz..814 % 
Pamily...... Gocdeetipese . 10 00| Button’ “attern. Cyclone, GE. ecovccce a? és : = 
ADLOCKES. copper..... e " 
Standard Wrought it i 70&1085 % ou doz... tats £2.50 88.45 Prt be pom Setar “serve . . = 
 hnaaging pore onmeeeeG | Bermas€S............cs0s+s.c00 +s 304 PUNCHES. ; 
SLU oc biiedahidientinnas paonad 60&5%| Cronk’sImpr'vd Button Pliers. 75% Conductors’, No. 22....per doz..88 50 
PA Cronk's Linemans No. 00...... Machine . perib.. 19 
14-qt., Without Ga....per doz 82 75 _—, 8 — Pattern ames feadlere’. ‘piguamathe enw 
4 “ 3 ronk’s No. 1...........-....00&10®| Gommon...... 
SOA. With G: « 430] Crook's Staple Puller Piiers..#9 00  — smeptonenpeetiae” weet 
Sap, 10-qt., Galvani $1 60; 12-qt.,) Lodi. »» WE 1UESY . 
Galvani 81 85 per doz. . 4 Tube, revolving. . ae 
— pe me a | a per doz. 8 25 
uarts. 1 16 20 sae aoe PUTTY. 
peat dor. rs ae 75 “> a” os RRP RS aaa each. .54c By Dindsen . a 
y » Qts. PLUMBS AND LEVELS. ‘Otly pure ...... per 
Per doz.......... $175 8200 82 35/Common................+ 4 OTE&106 Commercial ....... li, 
oy Ver gepeyye RAIL. 
—— ES. $1 90; 8-Hoop, #2 10 Devis’ tren, eenex beiube ode Son "Liga Wie m “ 
avis’ Inclinometer.............. UGHB.. «200 per 
seer Th Ss 85 y 1 ru — "eee S| Pas 1 S de 
: . P, : P,| Nos. 00S os 8S oe Flange 1%Oe 
- $1 85 per ae, om Per doz. 4.50 . 20 we 60 a Smit . Wro't i t Bracket—plain ro 
seecececcserecesones 50&1085%| Per doz.8i3.00 817.50 %17-50 $1935] Smith's: Rover Jump*.... iis 80g 
my. Ps pans6060se vace 60k 105% POINTS. Discount Smith's Plain Steel............ 380% 
adil leet * | Drive Well Points. .........80&10&5¢ Py + SvOl «...+ +++. tio 
Brownie.. Each c POKERS--STOVE. Painted iron ............ rft. 444e 
SO ere “> Wr’'t Iron, str't or bent, per doz.80 50; Bronzed wr’t iron....... ac Sie 
ding. PAP Wr't Iron, wood hand'is “ 7% RAKES. 
MEE adeococetsicces per 100 Ibs 81 15/ Nickel pl'td. coil hdl’s.. “ 70| Coal or Road............ per doz. 86.50 
Fate eter eer eeeeee a : = n Bones -nespet 408-22 ma ma —. enn , ee 
‘pn RB: MeCrican ........ r OB. oc ccces ronk's BIMPlOD . 006 ceeescvees 
Diamond A . = ~apearees  am 3 Brown's, we't steel ..05 25@6 2%] Crouk'’s Victor.. ...............75@ 
tata. Bagle.... Sia RE ae % Sreel, braced .. bdvetey bedede «se i 
UCOOSS .... seceess  seeseocee w Sveccce 0 
eats aeinne ween yy | POLES--FISHING. Malleable iron, heavy.......... 
oe = Bamboo . . he” a 2 eecece per doz. 81 iogs 
: Ft. 12 14 1 1 Lawn— W ood. 
TEED 320+ 0001 per Ib 3¥¢) pr 100. $2.75 $8.40. 94.75 86.00 67.75} Common -......+++0+- per doz. 8 50 
eeeeee *? eee eee ee oe ee a ak LISB. ye | iid : p~ 
so | Bay e ew Lawn Queen.... “ 
y ing sonaneemeses per, doz 13 00| eae of the Bar..... * 160] Jumbo, 96 sth 11. * 6 80 
Porateble v.00. =. 00| Puts Cream. PS—See Files 
“ Pts. 1-6 4 * REGISTERS. 
aa... ‘= Per dor...;..0084 8135 O60] | Tist July 1. 1008 
’ ts. ack an te Ja Dp . 
eee ee eer nlee-- Per doz. 0 50) Per doz.88.60 96.00 89.00 818.00| Nickel Plated....... Cee. 90 tOoTSS 
PICKS — White Silk, half pints, per doz.82.00| Electroplated, Brass, Bronze 
Ltn ae 10 Wonderahine ©= nn Per aoe L@ or Copper... .........+....++-- TOMBE 
Drifting 2 and Pol: Picks... ....60&104 onders 
DEMIR. ui s'cnbaheatheedeh ee: ts. 1-6 *% and Ringers—Hog. 
Extra Railroad................ 104 |. Perdoz...00.68 81.30 £2.15 88.00 Blair's Rings ..... per doz 600 
NIN 50.64. 000685 acbdad onbees 062 06. Blair's rs .. _ 84c 
- PS ke ctindte Seon per doz..30@50c prows‘s E lites e ee 
. oO. Qreccccccsece ~ sevsece rown's BPubecdes ee 
See. Se = LSB edhweeticses “ §0c@81 2} Champion Rings...... - * os 
8 ieeascoes cece seeeeeees “ee Imperial.......... per @r....... $5 00} Champion Ringers..... « 19 
P.8.& W hana waioass Black Eagle, 1 lb cans, prgr..815 00 Bile nines wr togeg Wec@ese 
} aes ac e, . * 's BB ccces cece ° 
“Gomatbon...... + 7s. vee] Seen es Ss at 
tb DOL) nc cees cccees cccess cess azor Ringers ........++ 
Paste, 5 oz. cans per doz..... $1.00| Perfect Rings ........ » = 840 
iaationest- | Weremen tie « SS 
ack &! apanned— olverine Rings....... se 
Liquid, % pint cans per ons. 1.00} Wolverine Rings. --...- sa 700 
ro eg 8 6 oz. cans per doz.... 75c| Bull. 
Steel Range Gloss per doz.. : 1.75 Copper, “4 3-in. 
Blackene, 1 lb cans....prgr.. 8 00 per GB o cocec cvcess % 6170 
Black Jack, & Ib cans. oe WE Bc cccce 08 per doz. 95 16 
Dixon's Carb. of Iron. “ 5 75 Beoa Nickel P1't'd, 2%-in., doz. 1 36 
Ps uae S LTE reer Rites 450; Rea’ : Self Piereing bs ccc eese YY 
Fruit Jar—White .....+.+. per Ib. 
i) % eevee or Sau eae el aeihs, round doz. 1 
Mo. River... aT’ BS uare, i) Peree eer r P. round...... oveeee DOF oz. 
70&5 uare, 2 qt.. :) per doz., 1% oo square . ecco 820 
PERSE 20 ose 70&10% ba ia + Foresite” 150; Ball, POUnG ae - 320 
Full coils esecees oeeee per Ib..80 6 "each. .88 85| and . 
ney Clayton & Lambert’s,each, m7 J OS = eee See guhenece cocks 50&1 
cme— Gate City... ...... eevee cece ppe FOB .cccce ccccce socecs 
a - 7 Gem =, poceneene abeennee al 6 7) Timmers’.........ccee ceeees 66% 
Planishok, 1 Ie ite POWDER. " —eaedhbagenabbanet heats 
Psy 8 .. tie See Ammunition. Slotted Cl per doz. 40c@45c 
Polished. ae ae 1 22 PRESSES—FRUIT AND JELLY. | 7Twdular—Nos. 1 and 3, 
Planished 28¢ Sic 40 > Enterprise Manufacturing Co... 25 BIOS... 00. cece cseees cone per doz. 45¢ 
Made-up—In. 5 7 | Hemis.......+ +++ sees doz. 62 10 ROPE. wer ® 
mooth...... ess, 840 GO 12 © PRUNERS. “4 
7 S 6 in. Smooth y pr jt..14¢| Disston’s Pole.. vas onsee per dos. 67 80 » —* 16 inch diameter LiKe 
6 in, Tt, Pee “,.300| Henry's Improved..per "10, 1085 $ | sisal. 7-16 in. and iarger........ 8e 
Tapers......45c) Water's Imp 0&5 & Cotton. 
xin htlron Gas Pipe. wnt, 004 Gwe. PULLERS. 44 and 5-16-In. on reels.. .per 1b. 130 
"s ‘bapees seeee a 68 Modern. ..... «+++ +++. «++ 080n..82 60 34 and t-i¢-1n. in colle... 180 
fin, & om » black.... 3 6894/ Quick and Easy........ “ . 38 
“ eae a! 664 | Nail. psoas neodan spect enn ence ce Pe 
“ s “ ors “ 64% a per doz..89 00@10 50 VOT sc csees cece ccccescccses cose 
a galvanized “ 484/| GiantPattern. “ .. 6 00 SASH WEIGHTS. 
“ “ “ 504 | Tack--Giant .... “ 3 Per ton, f.o.b. ORB «ose ee ween $30.00 
“to 4 “ “ 564% SAWS. 
: = ~ B ro od 5244 ie ecessee 405% nies ae esas. ‘ 
PLANES. | ay Ferk es, Tee Bunt oe J iL enenetnabhaed mareg 
aeons eeees eeeees teeeee senses Iron Wheel, 5 in .....per doz..81 &| Butchers’—Disston's .........36&7% 
Stanley Planes, new list. dig @mnes4 Wood Wheel, 6 in . ey 
tceee cecees coeweseess 354| Wood Wheel, 6 in Disston’s ae. 0 aS 
Sandusky........ssee-sevessecccees 204 knot...... ++. - BBB) BAUS oc cccecccccce ccccctesess 50-1 
Corn, P Hot Howse--Jap'a ....e-..cess 80454 | Compas 
Monitor............. .per doz..87 75| Serew....... aT ITTTT TTT tit aes 'smeges eccceces per doz. $1 1 60 
Triumph.............+ “.. 6 00| Side......... ” .. B0&5EZ | Disston’s ..... 0... ceecee cece 
Potato Sash. Cross-Cut, 
AOMC..........+++++-per doz.. 66 2% Chicago benddd coee bebe per doz..80 80) Aticin’s......6. seceee cece, eenses 
Challenge ........... “ 10 75| Clark's. = 483} Disston's......... oases. M010 
F . Common Sense, tn. “ 27| Pocahontas Bit.......... per ft 
treaite.... + pees eeee DOr doz. .89 25 = a Pattern,2in. “ - Pocahontas, Blued ...... dle 
Farmers’ Cho nm * 8 7% IMPITE. .... ce sees sees . . 
UBSEl]'S. .. «0. eevee a 8G) Udeal.......csesevees- n 24| Atkins’ ..............-perdoz, % 50 
viat and Round Nose. Grand Regits, & No.17 “ | Disston’s .........++. . * 
Bernard's... .......++. ...80@ - ‘ i 2% | Hack. 
bands dint Gennan cocete 50% PUMPS Disston’s ...... 4+... rrr > | 
LOL... 0000 ceceee Sépn dedecd consis 40% Keystone . ++ BB 
pecsece oeeee- 408104 Nos. 1 2 8 4 Sterling Hack Saw ‘Blades. paens 
S. B&W. CO... cece ccncee eevee Each....... 00 81.06 81.15 81.40‘ Sterling Hack Saw Frames.. 
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78 TEE AMERICAN ARTISAN AND HARDWARE RECORD 
SAWS—OonTINUED. Morrill’s Old Style. . ssi . 5 00| Oi.—Unmounted. -* — a vy. Wrap’g.24c 

Hand and Rip. Pattern.... “ .. 450] Lily White........... per lb 48c/4° ry Wrapping. on tubes. 2he 
, A Ss 30&7% 4 I, canakndcet acts o« ~~ 48 eer Creek........ . o 4440/3 “ = ** cones. 220 
Disston's No. 7..........+:- 30&7% 4! Nash's Bend. awake * oe 4 eahite.... speeds , i 6c} 4 * 1s ve oe 
Disston’s Nos. i 1 be X Cut... oe.» .. 550| Washi “ 2c India Hemp, 44- _ balls net aint 18¢ 

112, D100, and 190......... TH Stillman's Lever aera eS Sythe Bisck Diamond. per gro. 87 7 4-1b . + seseel7O 
Gorton’ se Cemb.. eee THE Cu 250] Clear Grit ........ cece RS es “  dg-lb. : -- soz, 6c 
Ss cians seston oeee+-B0R7H SHARPENERS--SKATE. Gem Corundum....... 7 50 zPly ae oa 8 seeeewees 1Ko 
Sain Sickies’, hand. “Der doz. #4 25) Diamond..............- r doz..81 60) Green Moumtain...... 4 20)3 “i nee neeees Io 
“I Will, y hand..... 5 75 SHAVES--SP. KE. La Moille.. ees 7 00| Jute Wrapping. 41 i: a balls... ....11%0 
“I Will,” rip.. 6 75|Iron.............per doz..81 75| White Mountain. . - Per gro 6 50| Jute Wool, 1-Ib. balls.. ......... 6c 
“U. 8. A.” hand.. ' 13 25) Wood............ eet 475| Willoughby Lake .... 6 25| Stagging, %- > ball, ‘size 21..... 23¢ 
OS. Be ive... -* BG SAID cnenac cece vesaeseceys i eee “ 3 15 i4-1b. ball, “* 24.....22¢ 

gga uta: PRES 26&7% @ |Goodell’s................ wpbeteamat 15% STOPS—BENCH. i4- ib. ball, .“ 27..... 22¢ 
Stanley’ 8 Universal. esses ove. 30&5% | Hotchkiss’... rete doz. 883 60 Bagging. 34-1. Dall...... ++am S2e 
Sterling... Fee si .. 254 . STOPPERS—FLUE. 3-ply “b” in hanks..........-... 190 

One wen ObOnegs 9 sind od dase'scooneeel 50% Buckeye, Me. 1. 1. --pe e- Jon.% ee Queumes steese seer eres eeee DOR Oz, = : ~ “B" se nent eeeeee oes = 
Brown's . s++++ e0ee80&74% | California Pee + in. “ 1.42 Gem. f flat, painted........  “ 72c|3 ‘| Silver Finish, in hanks. ...30c 
Disston's No. 7.........:++ 30&7%% Oin.. “ .. 5 00/Gem, cor’d, decorated... ss 68¢ | Hodder or Lath. ‘ 
Disston's D109 Spttns 2582%% | Draw Cut, No. $ Aas * ..15 50| Kirch’s ........000++ “* $1290) 130-strand..............- ....- 8c 
TW” .. cdbesatess aabiaaenil 40% ¥ teen, “ ~..18 50] Peerless ..... ye 7 200-strand.......... Bie 
TF, B. B. ccoes otek . «+++. 40&10&5%| Henry's Pat. 0 012 |Skinner’s Common Sense “ 95c : VISES 
ve sate mn Per doz. ..81.90 Ae to ts Se ney ST RAPS. ‘. . Guener's. ubad sbeeee +0 

ve s NEE 2 ccccccesccs tar..2/.. basess esses r doz.. esececcesccse r OZ. Drs. 1 BO) Vaency S .... «+... oo 
Sroun’ wn's. pe f ..25&73¢@ | Sheep--No BBA. " Skate. SoSuihehndneela a P 60@70c | Parker’s Oval Slide 10% 
Disston's........ Shape Cakebe 95.47% 6% in. 7 in. Carpet. STRETCHERS. Parker's lel.. 

Wood. Reg.Grip. ai. % 811.50 $12.00 doz. Bullard’s .........++..Per doz. & 90} Parker's Victor. .... .- 10% 
Common....... + eseees DOF, doz. 4 50/  Nar.Grip.. 11. 15 12.00 13.00 Excelsior ............- 5 50| Parker's Combination. -50& 10% 
BOMBD oe cubes cris dsese 7 50| Tinners’--See Sni Malleable Irvn.. pact “ 70| Solid Box.......... eens - CO&5S 
Happy Medium ...... “ 7 00 SHEAVES—S DING DOOR. Perfection . LAN ater, 6 00} Adam's Mechanics’. . each 82 50 
Wood Sawyers’ Delight “ 8 25 “RS acer op " 4 50| Williamson Universal. --90 

SAW SETS. ee -Per Set. oi 00.48 80.70 Wire. WARE, 
a a 9 | Hatheld’s .. .% 100 160] N.S. Elwood’s....... per doz. & 75| Cast-Iron ae 
on Lever.........per dos. § 1. SHELLERS--CORN. O. S. Elwood’s.........“ 5 75| Ground. eee eees eens 40, 10M2%ES 
Stillman’s Lever....... perdoz, = 1-30! onion ..............000- rdoz..87 2) Little Giant oe 5 50| Unground........... s+ 50, 10&:2% 4 
SERED n+ oSevecenone > eee SHOT--See Ammunition. Star Lever........ Sia a 625| Extra Finished.............40&10¢ 
mresnocee erdos 650| ,,,. SHOVELS AND SPADES. Star Tackle Block... “ | 95| White Enameled.....°...\.:.4uas$ 
onarc Baa teghereeaie) OZ. Drain. Warner's . “ 6 DB Maslin Kettles... Cees cess eres sees 654 

Aikin’s Pattern ee eeee ee per doz. 3.50 Iwan’ Ss Perfection oe 50% SWIVELS. Enameted. 

SAW FRAMES. Railroad, Etc. Malleable Iron ............. per Ib. 06c} Adamant,one coat,70&10 a ~~ 

Common, plain......... per doz. $1 20/ Gold Hibbard’s.. +++ POF dos. © 25| Wrought Steel.......... per gro. & 50} The manufacturers d 

“ Reali ons, “ 160! CH. Conovers’s Ss. 7% TA CKS. ware into two classes, which take 

SCALES Beckwith’s.. . “ .. 775) American Cut..................00&5¢ different discounts, noted above. 
Fairbank’s Standard. 10&5%@| Hickory........ .-. “  .. 625] American Wire...........-85425&10¢| Chrysolive. three coat........ 5 
Hatch’s........ ~+eee:PO@r doz. $31 50/ Greenleaf’s......... “ .. 5 7| Bill Posters Cut .. » oe PORA0$ WASHERS. 
= Detective, 1 é 8 | Columbus...........  “ 5 00/ Blued Carpet.... .. 290815 | Standard 0. G. cast iron, per 1b. .2%4e 
we eees ++ +++582 00 225 210] Ames’ new list... ..Discount 12%¢ | Tinned Carpet... -+ +. 00&15¢ | Wrought tron in = per 1b.: a 
No. i Te. -eseeee-POr doz. 7 7 Coal. GRID ones coos coe. --90830&10¢ |12. 4 % % % % 
wa Platform.......... each 240/ No.2 Ajax..... per doz. 5 Upholsters’ Cut . As 4 7T%c 5c 4c sto 34c Be 3%eo 
os tesee ewes seerseeeees-90@] No. 4 Golds....... 25 | Uphoisters’ Wire . .-90&25¢ | Wrought steel in 5 lb. boxes, . > 
Turnbuli’s Market..........-... 50%| Ames’ new list..... “Discount iny¢ Double Pointed . od Ins §=% 4 % % 
SIEVES. Copper : per Ib 27 8X%c 64%c 5c i fhe age se 
Common, 600 800  1000/Champion............... doz. 8 .90| Canvas Naiis.... WE 

Each ...........88 20 875 9 50|Hunter’s Genuine..... “ 0|Clout Nails......... o 
Chicago Standard....... = ois Imitation. .... “ .90| Hungarian Nails... - «8085 
Fairbank’s Standard...........40% | Tin Rim, 16 mesh plain wire“ 1.35 TAPES--MEASURING. 

eens cere wees tees -.50% | Wood “ 16 mesh plain wire -80| Asses’ Skin ............ 40... --40&10% 
SCOOPS. Cast iron. SINKS. Bend Leather............. cesses 85@| Lake uperior and ¢ Or 
MINEB oes vonees scenes scncesseeeel0&10%| Painted... soe -:s50&5@ | Pavent. Leather........ ccccorn nO] pee estszoces “ae 
Basiern Socket Strap. Enameled, White .... ....60-10&54 | Lufkin’s Steel............ veseeee B30@| Beg. Pattern, Steel. - rie 
Nos 7 a Wrought Steel. Lufkins Metallic ................. 30% WEIGHTS ‘aoe 
Per d doz. m0 7.2% 7.50 7.75 8.00} Painted, new list.......... 40-10&5% TENTS AND wAVICM, Hitchi Ib..2 
8 9 0 12 SLEDGES--See Hammers. Wall Tents ......0+ -0++ eee +++ SORBS | GOO 16.8 Gal sas ss eres r ents 
garaoe, 8.35 "Socket Stra 9.50) SRsSS- SACRE. « sist we 7 PEIN Vulpne occ 00ce apse csne GE --F.O. ce ree ee. 
‘estern es tie et Stra MERIEOR. 2 00060 cc cccecese LING 200. cove cove cece esee 45 
Nos 3 P  |German Patiern........ Wagon Covers...... very “Be —, Railroad....per doz. —e 
Per doz. 97.00 7s 7.50 7.75 8.00|Judd’s Pattern.... “eoaidgone RMOMETERS. Rail ball ene. ae S 00 
Ajax. Hastern Pattern, SNATHS. Tin Case........... per doz., 1 25 gauieat palnencnd « See 
Nos 3 4 5 |Double Ring, Bush. +++ Der doz..86 75) Wood Back........ $1 9 OO) No. 04 Steel Dirt . « “470 
Per doz. 90.25 5.50 5.75 6.00 Patent Loop “ 0. ig @ SR IEEENED cuca cece dgee te 15 50 No. 04% o 50 00 
Perdos. 0035 660 675 700 Grass...“ .- 660 Died. 80& 10% rs WHEELS 

er doz. 7. , DZS LOD 200 n ce cces ce cece y, 

Ajax. Eastern Pattern, extra heavy, ——eo cr * 40854 | ,AL Other kinds.......... 2202002 + ae tees seeeerees ++ eees TOG 1ORS 

Nos. 5 6 7 National . ee eeeeee eee weet ewes 40&5% ‘ow--See “Chains. ” Well. SCR ee ee ee eee ee ee ee ee 
par éos. es 7-7 $.00 8396/5 'S & W. Uo.'s........... 3585 TONGS. Per doz. "s190 8290 62.00 95.50 
Ajax. Wes : Sou" t Crimping—Packham's... -per pair r 50c as... 
> 6 7 See Metals, Column 1 Gutter—P. S. & W. Co.'8......15&10% | parred. Painted. Galv’d. 
Per den. 85°75 6.00 625 6.50 Pipe—Brown's ..... ........ 504 
N 8 SPRINGS--DOOR. Carloads...pr 100 lbs. yt $2.70 
os. 2 10 12 Perfect. Nos. 1 : 2. 4 Roofing—P. S. & W. Co.'s wo 22158 10% Lessthancar “ 280 
Perdoz 06.76 7.00 7.35 7.%5\ Per doz........ 320 48¢ a TOOLS—SAW. Brass. . 

Bor. SCRAPERS. Reliance, Light 61. a Heavy tito doe Atkin's Dexter.........per doz. be S Tt ee 
Stanley's Adjusvabie, per doz. es 60) Sta xe: 90, Atkin s Exceisior oo In 1 Ib. spools, new list. Pe 5g oa 1O8 
Triangular ............ $0| Torrey’ Bicones teases ve sana) .1 35 | Disston's Universal .. Mas Broom--Tianed....... 0&10& 10% 

Cadinet. Warner’s— 0.1 le 2 MoDonald’s .......-..+-- -s oees sae 88% Cable—Same ae as ——- Wire. 
eS RE per doz. $2 25| Per doz.............. 720 81 45| Fame. TRAPS. Copper. 

Cast Steel ............ ‘ 75¢ UARES N@WhOUSE, ...... 000 cess sees esee a Oe “ae 4 

Stanley’ £ No.0 pesces . 40| Steel and Iron....... = ..70@ | NOW Victor .......eeesees ese 75-10%} In Ib. spoois, new iis doug 
(A dd for Bluing, $2.50 per doz., ‘net.) Mole—Reddicks ........ per des. % 75) Fence--Smooth. 

Cubicft. 7 5 8 | Altes 8 No. 12..........40¢ | Mouse and Rat. Nos. 6 to 9, Annealed, pr 100 Ibs. 82.10 

Without runners, ©& 04.35 4.10 3.85 Wood Choker.......... per hole vo Nos. 6 to 9, Galv'd.. 2.40 

With runners....“* 4.60 4.35 4.10 *Sianley’ s No. %0, new list...s0&10¢| Tin eg Eaps onesies Hair--New lU8t...... +++ eee. -50&10% 

Bench. SCREWS. Nos. 12 and 14......... 40g | Delusion.......... -P doz. sie Market. 

Try and Bevel--Stanley’ S......40&5S Imitation Sight, Rat.“ Bright. full bdles.............70&106 
Try ond 2 Miter. Marty Rat.............. . 86 75 Bright. broken bdles............ 
x's .+++- per doz..87 25| Marty aS Imitatioa.. “ 375! Goppered, full bdles...........-. 
Winterbottom’s................ 50g | Marty Mo “ 315) Goppered, broken bdles ....654104 
SQUEEZERS--LEMON. Marty Mouse, Tmitation 210| ‘Tinned, full bdles..... ...... 70&5: 
Common Wood......... per doz..80 72| French Automatic..... each 8360) Tinned. broken bdles Feaicel 65& 106 
Porcelain Lined, wood. “L. 1 80} FY. Picture.—In colis....... 80% @80& 106 
Boss, tinned iron . owe ae 1OON.....++++++++++-POr doz. $1 10) In 5 Ib. spools ......+....per 1b. .260 
Peari, nickel plated. « || 4 g0| _Harper’s.............. 1 25| Plain—Small lots................88.00 
a: 2 ee “1. 1 60| Breck. TROWELS. GT sctieskbasescancesnoe WEP 
Little Giant, tin’d tron “ ..495| Standard.. + seeeeeeseeeeses- 80%] Small spools 5c per hundred higher 
King..... oN i gS .250| Brade’s. sal aiedit ahaniaunes ane WRENCHES. 
Drum . . Me . 450 Disston'S......++ 000+ eee: seen eee BOS Acme Standard....... eece cere cess 
* we ay PHOMIES. ones cncveene ve tee eves oes 0® | Alligator ....... weed voces pres 
ind—Barbed ........ I 10¢ terers’. Always Ready.........+ «++. 10&54 
TT on oahend wade . bs Standard ......... +0 +++++++-3844 | Bemis & Call..... bene docweces 0650 
Fence, less than carload. Disston’ catia aii # eee cece Coe's Standard...... ey Ee -40&10% 
; Polished ...... «s0++ Or 100 Ib. 82 35 W. & MOP...... 0.002 -seee cere cee Girard's Agricultural............ 
1 oe Galvanized ........ 2 65 TRUCKS. P.S8 . Co.’s Agricultural... 
} - 5% Netting—Gaivanized..... per keg 8 60 as sees cees cone sens ooes@Q0R " 70 “ Knife H'dle 
s “++ 5 00) Wrought i ismpeasegna saga err 1 5C| Wescott’s “S''.... .........- +- SBS 
A., grass... - 5%] Wrought Staples, H Warehouse... .....++-+s0++-++--60&5¢ | Malleable “S '........... per lb. 0640 

Nail. SETS. Staples, Has Hooks = 1 2 3 |Malleable................perlb. Ge 
Round, common.... --per, pas. ” 33 Staples, "Hooks and Half Ironed..... $2.60 83.40 85.00/Stillson Pipe............... esas 
ee ° "  ssenee 42 — « SO oecen 10&54| Full Ironed..... SOD GS CPR Bee a a ce csbstovee coco eoee cess OO® 
Octagon “ 6 aces ee - Extra hea .-75&104 fh! yao Ex. Clothes. WRINGERS. 

Square, Buck Bro Ld STEELYARDS. 2 1 large} No. 22.Guarantee.... a aes 50 
ant Point, knurled, pr doz. tcqooe Discount 254 Gender, DT ro i 625 7.% 975| No. 110, Guarantee. . 26 50 

Axe. STONES. Dowel . 60 6.60 7.50 10.00; No. 150,Sunshine..... ‘ 19 50 
Farmers’.............per doz..81 45 EOCENE «= «<cnceee OE OM 4p>— se a80 7.50 8.25 No. 130, Mendota...... o 17 50 
Tinners’....... esenceceee cers S0G10G| More Grit...... 2.00. indurated. “ 7.20 7.96 9.45 11.70; No. 12, Success.... " 16 50 

. BV ORBUOE voce caneosies |. Galvanized. Now 1 2 3 Blue Bell, Ball e ™ 23 50 
Aiken's Pattern..... -perdoz. ot Bmery ...... 2008 b6e0seces 00400854 Per doz ......... 2% 5.75 650 ue. Domestic. . “ 2 50 
Common Lever. ..... -- 1 &| Oil—Unmounted. NE. perlb.| No. E 300, Empress “ 2 50 
Disston’ s Monarch.. ©. he 4 50| Arkansas Hard .. oft 82 bs . ply Cotton Wrapping bode > cwawneae = No. 122, Bicysle B Baili- 

X Cut...... “ 1.11 %5| Arkansas _e. Scbcodee S| i EES UES ett PRS ppeotiatasesce © se Be 
German..... bacpecace Te. - 135! Hindostan. séGuped «“ e“@en i “ Cotton Extra Wrapping.. “360 No. 122, Swan...... oe *§ 
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Wants and Sales. 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
ander this head advertisements of six 
lines WITHOUT CFARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 








tion that they read the advertisement” 





ES 


aS 


BUSINESS CHANCES. 


in THE AMERICAN ARTISAN. 
ae TT 





Dearborn 8t., Chicago. Til. 8 
For Sale—Stock haruware invoicing 
about $9,000 in one of the largest and best 
business towns northwest of Minneapolis. 
Sales last year $35,000. Splendid furnace 
ano builders’ hardware business. Best 
and oldest location in the city. Will 
take part payment in land. Address 
Bargain. care The American Artisan, 69 





Maraware Store and Tin Shop for Sale 
—Established 15 years; will invoice about 
$1.300, good location and no competition; 
will sell at a discount for cash only; 
cheap rent of store and living rooms. Ad- 
dress “‘Hardware Store,’’ 921 Armitage 
Ave., Chicago. Il. Ss 


Wanted—A second hand pair of rolis 
suitable for working No. 16 iron or heav- 
ier. At least 36 in. wide. Send price and 
description to Griffeth Hardware Co., 
Iaaho Falls. Idaho. 

tor Sale—An interest in a good pay- 
ing business to reliable parties who can 
secure $1,500. Part cash and the balance 
in good notes. Sales in one county were 
$12.360. Bank references given. Write 
for particulars to E. M. Livingston, Ca- 
pron, Til. 7 











PATENTS i. stacer 


in Patent Causes. U S. and Foreign tents. 
Send for leaflet on “Rejected Patent Apoice 
tions.” Honest work but no “Something f 
Nothing” offers. 


== 


For a hardware, stoves, tin- 
ware and tinshop, and pump works and 
cornice works, up to date stock, invoice 
about $9,000 to 0,000. A good paying 
business in a fine location city; also 
a fine city in eastern part of Minnesota 
of 24,000 population. ood reason for 
selling. Address “‘Box G,”’ care the Amer- 
ican Artisan, 69 Dearborn St., Gace, 
l. 





--— | 








For Sale—Choice stock of hardware, 
stoves and tinware, heating and plumb- 
ing. Doing a fine business. Good coun- 
try. good churches, good schools, fine lo- 
cation. In eastern Iowa. The very best 
of reasons for selling. No trade. None 
but those meaning business need answer 
this add. Address “Hardware Stock,” 
care The American Artisan, 69 Dearborn 
St., Chicago, Ill. 

~ First class hardware store for sale or 
trade. Best location on North Side. Rea- 
son for going out of business, have other 
business. R. W. Mask, 1661 Lincoln Av., 
Chicago, Ill. 8 





For Sale—A good aying hardware 
stock, located in a nice town, with a 
large territory and the good will of the 
people. The sales averaged $13,700 the 
last nine years. Stock about $4,000. I 
have other business to look after and 
cannot handle both. Address “Other 
Business,” Care of The American Ar- 
tisan. 69 Dearborn St.. Chicago. Ill. 7 


For Sgale—Part or whole interest in a 
well established and growing hardware 
business in central Wisconsin. A splen- 
did stand, commanding trade within a 
radius of 10 to 12 miles. Reason for 
selling, iil health. Address ‘‘Wisconsin,” 
Care of The American Artisan, 69 Dear- 
born St.. Chicago. Til. 7 











For Sale—An old estabiished paying 
tin and hardware stove business in il- 
liamsport, Maryland. Will be sold at a 
bargain and on easy terms. Reason for 
selling, present owner desires to leave 
town. Address W. G. Miller, Williams- 
port, Md. Box 9. _7 


For Sale—An established “general hard- 
ware and stove business, doing a profit- 
able business, in one of the best cities 
in northwestern Ohio: stock clean and 
up to date: will invoice about $7,500. A 
snap for the right party. Those mean- 
ing business address “‘Auburn,”’ Care of 
The American Artisan, 69 Dearborn St., 
Chicago, Ill. 7 





To Exchange—Good Iowa improved 
farm for hardware stock. Need some 
cash, but will put farm in at a bargain. 
No traders or curiosity seekers n an- 
swer. Address “Improved Farm,” Care 
of The American Artisan, 68 Dearborn 
St., Chicago, Il. 7 

For Sale or Trade—Have 110 acres of 
Mo. land I will trade for stock of hard- 
ware from $2000 to $4,000; property is 
clear. For particulars address Box 
Alden, Minn. 


For Sale—If taken before March 15, one 
of the best aying hardware stocks of 
$8.000 in Iowa; ay territory in 
best part -* state and but little compe- 
tition: for further information address 
“King.”" Care of The American Artisan 
69 Dearborn St., Chicago, Ill. 7 

For Sale—Hardware store and tin shop; 
will invoice $2,600; best location in town 
in southern Wisconsin. Please address 

~ * A..”" Care of The American Ar- 
tisan, 69 Dearborn St., Chicago, Ill. 7 


TINNERS’ TOOLS. _ 


Wanted—A good tinner with knowledge 
of plumbing. No plain or fancy drunks 
need apply. Steady work. We pay $2.50 
to $4.00 per day. Address “Idaho,” care 
of The American Artisan, 69 Dearborn 
St., Chicago, Il. x 


Wanted—Set of tinner’s tools; must be 
in good condition, for spot cash. Send 
full list of tools with price to T. A. — 
Monroeville, Ind... Allen Co. 





























Wanted—A set of iron patterns for 
making farmer's furnaces and bollers; 
send description and price to “Patterns,” 
Care of The American Artisan, 69 Dear- 
horn St.. Chicago, Ill. 7 

For Sale—Excelsior steel range brak 
cheap. Address Chicago ee 4 Stee 
no Co., 22 Mather 8t., Caleegs, 

Wanted—To buy a second-hand 80-inch 
bar folder; must be In good shape and 
cheap for cash. Address T. J. omen | 
Columbus Grove. O. 


For Sale—A complete “get of dies for 
modern steel gasoline or gas stove oven, 
in two sizes. Address ““Modern."* Care of 
The American Artisan, 69 Dearborn S&t., 
Chicago, Til. 7 

Wanted—Second-hand foot pr ress, ess, with 
horn, style of Niagara Tool Co.'s No. 
Geter & Peppler, 700 Lincoln Ave., Chi- 
cago, Ill. 4 

















Three Dozen 


Boilers. 


We make and sell some IDEAL Boilers just right for Steam, 
—others just right for Water—lines just right for tank heating, 
—some patterns just right for hard coal—others for soft coal— 


others for coke. 














IDEAL &M-inch SECTIONAL STEAM BOITL@R 


IDEAL Boilers 
AMERICAN Radiators 


AMERICAN RADIATOR COMPANY 








We cannot meet all needs in th 
best way with one or five types— 
so we muke thirty-six which just 
about fit the whole range. 

Our Catalogues tell much about. 
this popular line—but not all. 












Boston: 44 Oliver Street. 
New YorK: 42-44 East 20th Street. 
PRILADELPHIA: 622 Arch Street. 


LAKE AND DEARBORN STREETS, CHICAGO. 





MINNEAPOLIS: 204 Fourth Street, South. 
St. Louis: 207-209 North Tenth Street. 
DENVER: 831 Fifteenth Street. 


BUFFALO: 1711 Elmwood Avenue. 
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HELP WANTED. — 


Wanted—A first. class tinner and fur- 
nace man that understands plumbing. In 
town of 1,500. Prefer marriea man. Will 
give $2.50 per day the year round. Pres- 
ent tinner has been with us 7 years and 
is going to quit to enter into business 


— 











for himself. Craft & Davis, Dunlap, 
Iowa. 8 
Wanted—Hardware or stove salesman 
to sell ‘‘Mica’’ to retail trade in the 
West. Large Commission to right party. 
Eugene Munsell & Co., 117-119 Lake St., 
Chicago, Ill. 8 





Wanted—Good reliable man to clerk in 
store with one or two years’ experience 
in plumbing. Apply to Lyman Bros., Paw 
Paw, Ill. 8 


Wanted—Tinner. 
round. Address A. 
Wis. 


Wanted—At once, good tinner, for out- 
side and inside work; an all around man 
preferred. Steady work. Give age and 
wages expected. Olson & Edberg, Stroms- 
burg, Neb. 8 





Steady job all year 
N. Puchner, Edgar, 
8 








Wanted—At once, first-class tinner and 
furnace man; must be able to on 
all tin and Ivanized work from plans 
and thoroughly understand furnace work. 
Steady job the year round. Must fur- 
rish references. Apply to John Stoelzle, 
Murphysboro, TH. 7 


Wanted—Young man with one or two 
years’ experience in tin shop to finish 
trade. Good chance for vancement. 
State wages wanted. Apply to John 
Stoelzle, urphysboro, Ill. 7 

Salesman in West, Middle West and Il- 
linois, to handle on a commission basis, 
bar fron, sheet steel, building lathe, etc., 
as well as corrugated and other stock. 
Apply with references and territory de- 
sired to “Box &,"" Care of The Amer- 
oan Artisan, 69 Dearborn St., Comaey 











Wanted—A first-class tinner and fur- 
nace man, capable of taking charge of 
shop and able to ‘gece a set of plans for 
tin work, etc. ill give steady em- 
ployment to a od man; none others 
wanted. Give references and state wages 
expected. Address “H. F. &..’" Care of 
The American Artisan, 69 Dearborn St.. 
Chicago, Il. 7 





Wanted—A first-class, live, up-to-date 
furnace salesman. Will give territory to 
suit. Address “Territory,” Care of The 
American Artisan, 69 Dearborn S8t., Chi- 
cago, Ill. 7 


Waated—A first-class tinner and _fur- 
nace man, with some experience at hot 
water heating and plumbing; steady job 
and g wages to a good sober ard 
steady mechanic. Address ‘“‘Tinner and 
Furnace,’’ Care of The American Artisan, 
69 Dearborn St., Chicago, Ill. 7 





SITUATIONS WANTED. 


Wanted—At once, a position as tinner 
by a German. Steady boy 18 years of 
age, with 2 years’ experience at the trade. 
For particulars write to Columbus Hard- 
ware Co., Columbus, Wis. 8 

Position Wanted—Can do inside and out 
furnace work and can do slating and tile 
seoung. Address Box 398, Wipeeeem 
Ill. 














Wanted—Three first-class tinners for 
inside and outside work and two slate 
roofers; steady. work to the right par- 
ties and od wages at 8 hours’ work. 
A. Kern, Bellaire, O. 7 


Wanted—At once, a good tinner, one 
capable of taking charge of tin shop in 
a northern lowa town of about two thou. 
sand :nhabitanis: none but strictly tem- 
ee need apply; state wages. Address 

0. Box 33, Care of The American Ar- 
tixan, 69 Dearborn St.. Chicago, Ill. 7 


Wanted—Good, sober and industrious 
young man for general hardware, stoves 
and farm machinery; must have some 
experience in these lines; steady posi- 
tion to a. party. Give age. Refer- 
erence and salary expected. refer Ne- 
braska party. Address C. P. Schneider, 
Svracuse, Neb. 7 


Wanted—A good tinner at once, to do 
all kinds fo inside and outside tin work 
and clerk in store in slack times. Must 
be strictly sober and a good workman. 











Will give $12 a week and steady job 
to the right:man. Address C. A. yck- 
o%, Morrisonville, Ill. 7 





Wanted—A first-class tinner for inside 
and outside work, one who can do fur- 
nace work and has some knowledge of 


plumbing. Must be sober. Senet job 
and = wages. Address F. H. Thorn- 
hit), ichmond, Ohio. 7 





Wanted—By March Ist, a first-class tin- 
ner, one who understands furnace and 
plumbing work; must be sober, steady 
work the year around. wages $12 per 
week; married man preferred. Answer 
A once. Address Maher & Son, iaincags 
owa. 


We want first-class salesmen to handle 
on commission an elegant up-to-date line 
of sheet iron air-tight stoves in the states 
of Michigan, Wisconsin, Minnesota and 
Onio. Only No. 1 salesmen wanted, who 
can furnis references. Good com- 
missions, right prices and freight allow- 
ances. Address X. Y. Z., Care of The 
American Artisan, 69 Dearborn St., Chi- 
cego. fll 7 


Wanted—A good tinner capable of do- 
ing roofing, guttering and furnace work; 
steady job to the right man the year 
through; married man preferred; state 
age osparsmes and wages expected. L. 

Ruchner, Booneville, Mo. 7 


Wanted—At once, or by March ist, a 
good, steady reliable tinner for inside and 
outside work, furnace work and some 
plumbing. State full particulars, wages 
wanted and references in first letter. 
Steady poe the year around to right 
man. German preferred. Henry G 
Groth, Cedarburg, Wis. 7 


Wanted—A good all around man who 
is both tinner and plumber; steady job 
for good man; only strictly sober man | 
need apply. Send references with past 
experience and wages wanted. Address 
H. G. Lewis, Portage, Wis. 7 


Help Wanted—Capable tinsmith want- 
ed; steady job to right man. idreas 
John Arndt, Elkhart Lake, Wis. 7 


Wanted—At once, six tinners to do in- 
side work. Must be sober of good habits 
and willing to work; steady position for 
right kind of men: state w s wanted 
and experience at the bench. A. Grit- 
fin, Table Grove, Ill. 7 























Situation Wanted—A man 27 years of 
age with 9 years’ experience wishes a 


situation as tinner, a good all round 
man, good on furnace work and general 
shop and outdoor work; has a knowl- 


edge of plumbing. Address Call Box 125. 
Cando, N. D. 7 


A youns man with 15 years’ experience 
in the stove, furnace and sheet metal 
business would like a road job with some 
good jobber or manufacturer. Address 
“Oo .”" Care of The American Artisan, 
Dearborn St., Chicago, Ill. A 


Situation Wanted—As hardware clerk 
and bookkeeper, with five years’ expe- 
rience in general hardware store and 3 
years old. Married. Can furnish = 
references. Address D. E. Reed & in. 
Decorah. Iowa. 6 
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WAN TED 


Salesmen to sell King Cream Separa- 
tors on commission, side line, territory. 
Missouri, Eastern Iowa, and east of 
Mississippi River, Address 


CHAS. A. VAN PELT, Nebraska City, Neb. 











| SALESMEN WANTED 


Reliable men to carry asa side line, an up to-date 
line of Advertising Fans, sold to Furniture. Hard- 
ware. Drug, Shoe and General Merchants. 
Convenient to carry. Prompt remittances. 
GEO. H. JUNG & CO., CINCINNATI, O. 








WAN TED 


A first-class tinner to run shop in coun- 
try town near Chicago. Must bea hust- 
ler and be able to give estimates on tin, 
sheet metal and furnace work. State 
wages wanted for steady job. Address 
| Box 67, American Artisan, Chicago. 5,4 














FOR SALE. 


Very choice stock Builders’ Hardware, 
Mechanics’ Tools and good furnace trade, 
in one of the best locations at Chicago. 
Stock will invoice $20,000 to $25,000. Been 
established for 18 years; own building, ex- 
pressly built for the business, which I wilk 
sellif necessary, or will give long term lease. 
Will divide stock to suit purchaser. No 
fake; can show statemennt of profits. 
Must change climate on account of health. 
Address ‘‘CHOICE,"’ care AMERICAN ARTI- 
san, 69 Dearborn St., Chicago, LiL 4 








SPECIAL NOTICES. 











WAN TED 


To buy foundry patterns for Oak Stove, 
Hot Blast, Air-Tight, and Steel Range, 
fitted and fallow-borded, ready for use. 
Address ‘‘Fdry Patterns,’’ care of The 
American Artisan, 69 Dearborn Street, 
Chicago, IIL. 














FOR SALE. 


Choice recleaned timothy seed $1.25 per bu. 
G. L. MILES, 


Hardware Dealer, Grinnell, lowa. 





STEEL RANGE BUSINESS. 


A mechanic of experience and capab'e of 
putting Range work in first class running 
order, would like to co: respond with some 
company in need of such help: !2 years in 
charge of Steel Range construction. 

Address, +. W. SMITH, 
1340 Bancroft St., Toledo, O. 








SPECIAL 
Mr. Salesman: If you are looking 
for a good talking, profitable, side line to 
sell to the Hardware and Heating trade, 
address, 
O. B: Moore, Battle Creek, Mich. 


Pocket sized model furnished free. 0.7.x, 














Exclusively Wholesale. 








We can do you good no matter where you are located—We offer “CRACK SHOT” 
(black powder), “FLASH” (low base, smokeless), “WINNER” (high base, smokeless). 
Allabsolutely guaranteed and not in a Trust, This notice should be of great interest to you. 


NORRIS & LORING HDW. CO., 


LOADED 
SHELLS 


CEDAR RAPIDS, IOWA. 































FEE) 


| 






very hardware or stove dealer can handle 


Dixvon'’s Stowe Cement 
with profit to himself and satisfaction to his customers. A durable re- 
pair for worn firebrick. Write for circular 18 L and sample. 


Joseph Dixon Crucible Co., Jersey City, N. J. 





































epara- 
ritory. 
ast of 











ofits. 
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wore MONEY 












Rural Routes are gving in allaround 
you. You can get this business 






Jt is the’ original box for Rural 
Routes with lendorsement ls 
Postmaster * The ne 











made, the best liked, the easiest 
‘ and the best - 








SIGNAL MAIL BOX CO., 
106 BENTON ST., JOLIET, ILLINOIS. 





CORN CRIB 


Holds 400 Busheils 
Cheap, handy and econo- 
mical All dealers sell 
them. Writefor gw 

We manufacture 
less Wire Fence, Lawn 
Fence Gates, etc. 


The Denning Fence Works 
Cedar Rapids, la. 

















SPECIAL OFFER 


TOTAL ADDER CASH REGISTER, CAPACITY $1,000,000. 


“WHAT THEY SAY.” 


Owensboro, Ky., 4-4 '03. 
Century Casn Recister Co., Ltd., Detroit, Mich. 
Gentlemen: — ‘lhe Century Cash Register we 
bought of you on Feb. 7th, has given us such univer- 
sal satisfaction, and we were so well pleased that 
we ordered another Century Register on the 20th of 
March, and now have bothinuse. We have careful- 
ly examined other Registers that were bought from 
other factories at six times the cost of yours and 
could not even find one point that was an advantage 
over yours, which cost only one-sixth the price. 
In fact if prices were equal we would prefer 
the Century over all others that we have 
examined. Yours very truly, 
MEYERS & MOISE, 
Queensware, Glassware, Cutlery, Notions, 
Fancy Goods and Bar Goods. 


SPECIAL OFFER We, have = plan for 


advertising and intro- 
ducing our machine to new trade which we are ex- 
tending to responsible merchants fur a short time, 
which will put you in posession of this high-grade 
up-te-date, 20th Century Cash Register for VERY 
little money and on VERY easy terms. 














EVERY MACHINE SENT ON 7 DAYS’ TRIAL AND GUARANTEED FOR 5 YEARS. 


CENTURY 


-664-666-668-670-672 and 674 Humboldt Ave., 


Please write for full particulars. 


CASH REGISTER CoO., 


DETROIT, MICH, U. S. A. 














STYLE ‘‘c” 





MANUFACTURED BY 


EVANS STAMPING 
& PLATING 60. 


TAUNTON 


C. H. MATTHEWS, Detroit, Mich. 


( Western Agent. 


ACME OVEN THERMOMETERS 


THE BEST IN THE MARKET. 


GIVE THEM A TRIAL. 


STYLE ‘*bD” 





2%-INCH DIAL 














¥ 
HELIOS-UPTON COMPANY, Peabody, Mass. 


It’s the “Know How’ — Did You Ever Think of This? 


Don't let your Oven Thermometers be the kind 
that tries the cook’s patience or hurts her eyes 


to read. 


Our No. 480 Angle indicator isn't 


that kind—we have the ‘‘know-how.” Send for 
circularsand sample—we want to talk business. 


HENRY GLEASON, Agent, 258 Broadway, NEW YORK, N. Y. 














BOOKS BY MAIL 


The Publisher of the American Artisan 
will take pleasure in supplying books of 
whatever claracter, at catalogue prices, 
Pp epaid by mail, to any address, on receipt 
of price. ‘Ihe following are lines specially 
represented: 


Sheet Metal Working. 
The Workshop, Heating and V 
The Store and O:fice, P 

DANIEL STERN, Publisher and Bookseller 








69 Dearborn Street, CHICAGO 














Set of three 
dies furnished 


with each purch. 


H. WEISS & CO.,, Tinners Supplies. 20 Cliff St., New York, 


PATENTED MAY 16, ‘02. 


pressure on the 










Punch Is very strong 


Frame being made of semi-steel, punch and die 
of best tool-steel, and all parts interchangeable. 
Will punch one-quarter inch hole. Can be had 

iz ify sizes wanted. 50 pounds 
in six sizes—spec yo eae  Poands 
pounds punching force. 100 pounds pressure 


incre to 2,000 pounds 


panching force. 


“HERCULES” 
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REPAIR OVES Pat cen We 


STOVES ana Stove Pattern Works 
F U RN ACES Corner Brush and Woedbridge Sts. 

Stove Rods, Paste, Stove Putty, Steve Knobs, Pipe Dampers, Mica, Etc. DETROIT, MICH. 

Wim. TT. Dust Co. » DETROIT. 


















































F stove busi- 
ness drops 
off this year it 
will be a ques- 
of Patterns. 
The manufac- 


turer with a 
fresh and attractive line of 
goods will have the call. This 
is a time for preparation, in 


our opinion. 


a The Stove Repair’ oP Is 


























316-318 
NORTHTHIRD ST. THE GOBEILLE PATTERN CO., 
ST.LOUIS MO. CLEVELAND, OHIO. 
NEW BLOOD NEW IDEAS. 
Furnace Ghe MANSFIELD STOVE 
Repairs. PATTERN WORKS 


MANSFIE.D, OHIO. 

The untisual success of 
perfect fitting STOVE 
and RANGE REPAInS 
and WATER BACKS for 
the many different varie- 
ties and makes of stoves 











F. W. REYNOLDS, Proprietor. 











has led us, after months of preparation, to announce that we have a most complete line of 

repairs to fit the leading FURNACES, and we shall continue to add new patterns, We Pp A 1 E S 
guarantee you prompt shipment, 

THE JOHN B. MORRIS FOUNDRY CO. vES 


& METAL 


1201-1239 COURT STREET CINCINNATI, OHIO : i WANE , EE DATTe AW, W KS 


S- 


UNION BRICK HANDLER | prespes- PATTERN (0 


A Money Seaver. SH 
DESIGNS and ESTIMATES FURNI D 

Delivered - Express QUINCY, ILL. 
Thompson Bros., Muscatine, Ia. 


$3.50 


Union Brick Bond co., PITTSBURG, PA. The first issue brought results.” 


YANKEE ALL STEEL DAMPER 
The Best and Easiest ee es oe PRT a made. Made also in Oval Shape. 
‘i meled Wood Handle, cen*t gut ont. 
pring and Washer. 
This pin keeps washer and spring on the rod. 


% inch cold-rolled steel rod. Can easily be driven through 
pipe, making small and same size holes ou both sides. 


Pin at this point with the one further up on the rod, hold 
the plate firmly, because they are made with large, 


























































HOT AIR DAMPER. elongated head. "Steel damper plate. SMOKE PIPS, 
You Can’t Afford to Make Dampers When You Can Buy the Yankee. 
@moke Pipe Sizes, 3 4 4% 5 5% 6 7 8 Hot Air Sizes, 6 7 8 8% 9 10 10% la 13 12% 14 J 


PER DOZ., .85 .85 .85 1,00 1.101.201.502.15 PER DOZ. 1.20 1.50 2.15 2.35 2.55 2.80 3.05 3.30 3.50 3.75 5.00 600 
SAMPLES SENT WITHOUT CHARGE 


THE S. M. HOWES COMPANY 


40.42-44-46 UNION STREET, BOSTON Factory at CHARLESTOWN 
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rubbed off. 
IT iS RICH. 





IT iS GOOD, 


it—only 





i Black Silk Stove Polish jie 


Adds dollars to a second 
hand stove. Will give an Af 
old, rusty range a clear, 
deep, brilliant appearance. 
No mere coating, easily 


IT iS BLACK. 


You have only to see it, to buy it—only to buy it, to use 


It is sold to Stove Manufacturers, Wholesale Hard- 
ware Dealers and Jobbers of stove repairs. Not 
sold to department stores or mail order houses. 


The Black Silk Stove Polish Works, 


LEwis D. 





Manufacturers Use It. 
Housewives Demand It. 


‘‘Beauty is only skin deep,” but 
Madonnas seem to be popular. 
Treat your stove as you do your- 
self. Dress it well and you will 
dress better yourself. 


Tee «= “The stove blacked with Black Silk 
=f Mut 2 “ 
is half sold. 





to use it, to demand it. Write for catalog. 





WYNN, Proprietor. STERLING, ILL. 

















GAYRE STAMPING CO. SAYRE. PA. 


IF YOU 


ave not placed your Orders 

et for the Spring Trade give 
us an opportunity of quoting 
prices on our Improved 


UNCLE SAM DAMPERS 


before you do and we feel sure 
you won't regret it. 


SAYRE STAMPING CO. 


SAYRE, PENNSYLVANIA. 











WHY NOT MAKE 1904 


BANNER YEAR ? 


You will have madea 
long step in the right 
direction by seeing that 
you and your men have 
Pgood tools and that they 
are kept in good order. 
A Poor Fire Petor} 
Torch is an abomina- 
tion and should be re- 
placed with the latest 
and best. Our Catalog is 
free and it tells all about 
the best Fire Pots and 
Torches which are sold under the guaran- 
tee, “‘Your money back if not pleased.'’ 
Jobbers sell at factory price. or we will ship 
direct if cash accompanies the order. 










CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICH., U.S.A. 


ASK YOUR DEALER FOR THE 


— GEM Soldering Furnace 


AND YOU WILL MAKE NO MISTAKE. 


Always ready—No Smoke—No Odor—No Noise— 
Unexceiled—Unequaled—Unrivaled— 
Safe—Sure—Durable. 


THIRTY YEARS EXPERIENCE. 












MADE ONLY BY 


BURGESS SOLDERING FURNACE CO, 


COLUMBUS, OHIO, U. S. A. 































































+ we PL 
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METAL SHINCLE ROOFING 


sw With Montross Telescope 
Side-Lock is the best ruof- 


| —— if if 
ing in the world for house 

or barn. £2 Storm proof. 

i Eastly applied. Catalogue, 


at Fy ae3 Prices «nd Testimonials 
Un 4) ~ H free for the asking. 


Montross Metal Shingle Co., Camden, N. J. 


PERFORATED METAL 


‘THE ROBT-AITCHISON PERFORATED METAL rr 


[503 305 _DEARGORN STREET CHICA 














MANUFACTURERS 


Contemplating establishing plants in the 
est should take advantage 
of a location on 














METAL CEILINGS, EAVES TROUGH, | 
ROOFING AND SIDING, CONDUCTOR PIPE, 
AWNINGS, MITRES, CUT-OFFS, 
FIRE PROOF DOORS HANGERS, HOOKS, ROOF WATER POWERS, COAL FIELDS, 
AND SHUTTERS, PAINTS. AND BOX GUTTERS. HARD AND SOFT LUMBER DISTRICTS 








Chicago & North-Western Ry. 


which reaches the famous 
ON ORE RANGES, 


of the West and Northwest, and affords the best 
means of transportation to the markets of the 








High Grade 
Guaranteed 
Old Style 


“TERNE 
PLATES” 





world. For further particulars apply to 
~~ THE — High Grade MARVIN HUGHITT, Jr, _E. D. BRIGHAM, 


CANTON STEEL ROOFING GO, | CHRO crea 


and = 
CANTON, OHIO “COKE 


“The Metal Ceiling Makers” | PLATES” 

















CORNICES, SKYLIGHTS, 


FINIALS, PAROID ROOFING, 
WEATHERVANES, COLEMAN’S ADJUSTABLE 


STAMPED STEEL WARM STRAINERS, 
AIR REGISTERS. COONEY & GEIGER’S CUT-OFFS. 


AGENTS FOR 
DIECKMAN’S ELBOWS, 


Gnas. F. MaLon 


ROLPE, 1A., 
WRITES: 


KRAMER CHIMNEY TOPS, 


































Suet | ART METAL 
Architec- CEILINGS 


tural Roofing, Corrugated Iron, 
Orna- Galvanized Iron, Corruga- 
ments, ted Conductor Pipe, Fini- 
Statuary, als, Weather Vanes, Crest- Galvanized Steel Tanks for 
Etc. ing, Etc., Sheet Copper. all Purposes. 
































[FRIEDLEY @ VOSHARDT 30 hoas cc chcaan i | 














fart Metal Ceiling. 


Exclusive and Artistic Designs, appropriate for any style of Architecture. 
Architectural bar Meta! Work bap ht Cornices doce, Finle Aponte. 
Metal Shingles, Roofing a 
Eaves Trough, Elbows, $e Stine, Soageonr 
Write for Catalogs and Prices. 
KANNEBERG ROOFING & CEILING CO., 


Canton, O., U. S. A., Manufacturers. 
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WHY YOU SHOULD USE THIS STANDARD GRAND: 


No resquaring needed; perfectly straight lengths; sheets 60 inches long; con- 
sequently fewer seams and less leaks. Seams hand soldered. Prepared to lay roof 
on sight. Plates absolutely full weight. Shipping weight less than 20x28 tin. Saving 
of labor and material in application. 

Tell us your roofing needs and we'll submit prices. 


THE BERGER MFG. Co., Canton, Ohio 


Manufacturers of Metal Cellings, Roofing and Siding, Eave Trough and Conductor Pipe, 
Steel Office and Vault Equipment. 


Mew York, 210 &. 23rd St. ' Philadeiphie, 1218 Filbert St. 
Boston, 176 Federal St. St. Louis, @24 N. Main St. 





MILWAUKEE GORRUGATING CO. 


MIBWAUKEE, WISCONSIN. 


Manufacturers of 





Eave Trough Steel Roofing 
Cond. Pipe (all kinds) 

(Rd. and Sq.) Corrugated Iron 
Elbows Curved Iron 
Hangers Crimped Iron 
Cor. Cut-Offs Brick Siding 
Pat. 11-14-99 Rock Face 
Cond. Hooks E! Beaded Iron 
Trimmings S$} Metal Shingles 


TIN PLATE—GALVANIZED IRON—SOLDER 


We are the only authorized manufacturers 
of Corrugated Cut-Offs.—({ Beware 
of infringements. ) 






































GEIER & PEPPLER, ; 
Chicago, Ill., Write—‘‘As 
the first insertion of our ad- 


ORNAMENTAL PIPE STRAPS vertisment for a second . 


The most perfectly cut and brightest tinned straps hand Double Seamer did | 
ever sold. Malleable and Wrought Hooks, } . R 
quality the best that can be made. Full line of the busmess, it will not be ~ 
Valves and Plungers. Ask for samples, catalogue . 
and prices. necessary for the same to 


BERGER BROS. CO. appear again.” 

Office and Stores: 237 Arch St. Warerooms : 100-02-(4 Bread 
St. Factory: 3114-16-18-20 N. 17th St. - —_---+ 
PHILADELPHIA 
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ROOFING SLATE 


SLATE BLACKBOARDS 
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E, J, JOHNSON & CO, 


38 PARK ROW NEW YORK 


QUARRIES: Pennsyivania and Vermont 


Prices quoted delivered anywhere. Booklet 
and complete Price List on application. 








WIRE INQUIRIES GIVEN QUICK ATTENTION 















O’HALLORAN & JACOBS, 


ROOFING SLATE 


Siaters’ Supplies, 
Se29-8S830 Park Building, PiTTsBvuURSG, PA. 





Genuine “Bangor Union” 
Mammoth Vein Sea Green. 
Parple and Variegated 


Roofing 








Slate =" 





Corrugated 
lron and Steel, 


Eaves Trough 


Conductor 
Pipe and Gutters, 


Structural 
lron Work. 


Roof Paints. 


GARRY 
IRON & STEEL 
COMPANY 


CLEVELAND, OHIO 


THE AULD & CONGER CO. 


CLEVELAND, O. 
Prices on any grade of Slate furnished 
upon @pr lication. 











Locations for Industries 


Erie Railroad 
Chicago to New York. 


The Erie Railroad Company’s Indus- 
trial Department has all the territory 
traversed by the railroad districted in 
relation to resources, adaptability, 
markets and advantages for manufac- 
turing, and can advise with manufac- 
turers in relation to the most suitable 
locations. The information furnished 
a manufacturer is reliable and has 
practical bearing on the nature of his 
particular industry. 

Vast deposits of anthracite and bi- 
tuminous coal, oil, natural gas— fuel 
is the paramount factor in manufac- 
turing—sewer pipe, fire and other 
clays, cement material, gypsum, build- 
ing stone and numerous other resources 
exist on the line. 

It is important in this age of modern 
facilities for manufacturers to locate 
where they can obtain side tracks so 
as to receive from and ship directly into 





cars at thefactory. Information can be 





THE BARTHOLOW SELF-HEATING 
SOLDERING IRON. 


ls positively guaranteed to work in 
the windiest weatner. A man can save 
three hours a day over the old method of 
fire pot and soldering irons, by its use, and 
he can also do better work. It does not 
burn the tinning off. Take out three screws 
remove the hollow co pee you 
have a first-class BLOW TORCH. It is op- 
erated like an yn blow torch. Why 
carry 2 25 to 50 pound load out to do the 
same work that BarTHOLOW 8 ELF-HEaTING 
So.peRine 1RON will do, weight only three 
pounds! For sale by all jobbers. 


ww. PP. BAR THOLOW, Webster City, ia. 


promptly furnished in this connecton 
about every point on the system between 
New York and Chicago. 

The undersigned will be pleased to 
furnish full information to manufac- 
turers and local parties contemplating 
the establishment of new industries. 


Address, LUIS JACKSON, 
Industrial Commissioner 
Erie Railroad Company, 


21 Cortlandt Street, New York. 




















Sp nnn leet cp tne gen 
‘ - . . 
; 








BEATS THEM ALL 


ONE OF THE MANY. 
Chicago, Feb. 15, 19. 
Messrs Dreis & Kraump, City. 
Gents:~Again, I recommend your O. K. 8teel Brake to 
all who may be in need of it. 
Yourstruly, James E1r.en. 


WATCH FOR THE NEXT. 

SOLD BY H. Weiss & Co., 20 Cliff St., New York. N.Y.; 
Janney Semple, Hill & Co., Minneapolis, Minn.; v. 
Sidney Shepard & Co., St. Louis, Mo., ete.; Iilinots 

ngeé Su ply Co., Chicago, Ill.; New Orieane 
Roofing and Metal Works, New drieans., La.; Peden 
Iron & Steel Co., Houston, Texas; D. H. Allison, 
Denver, Co'o.; Holbrook, Merrill & Stetson, San 
Franeisco and Los Angeles, Cal. 


Will not warp Uke wood. 


DREIS & KRUMP, MFRS., 3214 S. Halsted St., Chicago. 





SR SHS SS SR SE SR SS SR ARTE TE 

: Kundert & 
Fitzgerald, 

Madison, S. D., writes 


“We secured a good 
tinner through your 


”f 
paper. eM 


SHE RSET TK FRE 3K 








SES SE SK SRK SK SRR TE 


SRS ES SE TE SAK SE REE 
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AMERICAN 
SHEET and 
TIN PLATE 
COMPANY 


FRICK BUILDING 
PITTSBURG, PA. 






















American Tin Plate Co. 


AND 


American Sheet Steel Co. 






' Manufacturers of 
all the various 
brands of 












Iron and 
Steel Sheets 
and Tin and 
Terne Plates 








with which its 
predecessors have 
supplied the trade 
. heretofore, 

















Tools for Sheet Metal 
Shears, Punches and Forming Rolls 


BERTSCH & CO., 








CAMBRIDGE CITY, INDIANA 








Tanner & Company 


WHOLESALE 


Tin Plate, Sheet Iron, 
Metals, 
Tinner’s Supplies. 


MANUFACTURERS OF 


Tinware. 
216-218 So. Meridian St, INDIANAPOLIS. 

















RANGEMAKERS’ COMBINED 


|SHEAR and PUNCHES 


This machine is designed for Range. Mak- 
ers and other sheet metal workers. It will 
cut and punch No. 10 steel. It is provided 
with dies and short shear, for cutting out 
Fronts for Steel Ranges, also clean out pipe 
hole. In cutting or punching sheets the 
stock can be fed from side to side, or from 
front to back through the openings in 
frames. It is provided with back gauges 
; and front gauge rods with sides for table, 
~, Itis also fitted with Automatic Clutch, 
~which is strong and rapid. 


Geo. 6, Keene & Go, 


CINCINNATI, OHIO. 





























None Better thanIWAN’S 


If There Were We Would Be Making Them 











Our Volcano Revolving Chimney Tops, Wire Conductor Pipe Hangers, 
Post Hole Augers and Diggers, Drain Cleaners,Serrated Hay Knives, 
etc., are unexcelled in all that constitutes first-class goods. 
Your jobber or we will 
quote prices on appli- 
cation, Mfrd. by 


|wan Brothers 









Conductor 
Hanger, 
FREE 






Streator, Illinois 


: we, f 
R-ork-. 
- “e/ 
- a” 
_ 
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ABSOLUTELY .. STORM PROOF 


THE 


Pan-Coast 


Patent allowed 
December 11, 1903 


PRICES AND QUALITY UNSURPASSED 


Dealers everywhere should handle them. 
Write for discounts. 





Established 1874. 


The largest and most 
reliable Foundry 
Supply House in the 
world. 


THE 
S. Obermayer Co., 
CINCINNATI, OHIO, 
CHICAGO, ILL. 
manufacturers 
“Everything You Need 
in Your Foundry.” 


Importers and refiners 


PLUMBAGO GRAPHITE. 
Catalog Sent on Application. 





Pan-Coast Ventilator 
€@. Manufacturing Co., Inc. 


Office and Factory: 233 South Fifth Street, PHILADELPHIA 




















The “STAR’’ Ventilator 


Storm-Proof. fve. For ventilation of all kinds of 
bulidines both public and private, 
MERCHANT’S METAL “SPANISH” TILES 
AND “GOTHIC” SHINGLES 
Are the most Ornamental Roofing made in metal. We 
are makers of High Grade Roofing Tin. 


Iustrated Booklets of TILES and VENTILATORS 
will be mailed free upon application. 


MERCHANT & CO., Inc. 9 Srocnn 


Philadelphia 
Brooklyn 
Sole Manufacturers 


New York 














GROWN VEKTILKTORS * GHIMMEY JACKS. 
We lease 4o build, these C ss on ROAD 


Ht makes a fine ber 5 Ny the CanmntrJACK. 


AS Iron Yorkers vexyrehe re @ 
No Shop is & Qg_Nort wae awe Sang, ees 
’ roposition . sarees Tool Ms me ee A 
hand ond whic as - ik act 


me oe tc ¥te aed “Aesiniloaton 
Geach stale and can make 14 an ob) Pe 
ritory PAY XO Mi AGEX et 
MONncy + 9G 





LYONS SPECIALTY COMPANY, Lyons, lowa. 
We are NOW the manufacturers and jobbers of the 


EVERLASTING CHIMNEY CAP 
Made of cast iron and fits any chimney. Sets on top and is held in 
place by cement. Collar at top of cap for round pipe when necessary to 


extend the chimney. No chimney is complete without it. 
We cin now make prompt shipments and solicit orders from the job- 


ing and retail hardward trade. 
Design Pat. Fed. 1,p2. LL. WONS SPECIALTY CO., Lyons,lowa. 





WRITE US FOR CATALOGUE AND LOW PRICES ON BEST 


STEEL ROOFING, CORRUGATED IRON, ETC., 


We We are large manufacturers of these 
and can save you money. 


SYKES $ STEEL ROOFING CO, sncnites.cnis 








GET IN LINE! 


A GOOD LINE TO TIE 
TO IS THE LINE OF 


Polishing", Plating 
Material 


Manufactured only by 


F. B. STEVENS 


200-210 Larned St., West 
DETROIT, MICH 


Send for General Catalogue 











+ Pump & Tubing Co. 


xy 
: 
: 
: 
: 
: 
: 


‘ Send for catalogue. 


Ba 3333323333 3333333335 


BD3I}DI3IIIII 333333333: 


f 


Galvanized Steel Chain 
Pumps and Tubing. 


Sanitary 


Quincy, IIl. 


DID DIIDII III III 333333333339 





improved Quick and Easy - 
Rising Steam, Electrie 
and Hand Power 


LEVATORS 


KIMBALL ELEVATOR CO., U0) Vioceat Bt, Glonstand, @ 














It costs money to advertise—it costs a 


darned sight more to stagaate. 
—Anco Special. 


















eo<e 








od {L  @ 


L) 


333333333323 
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“BLVE BOOK” 
CREDITS 


OF THE 


Hardware, 
Stoves, Tinware, 
Plumbing, Etc., 
' Trades. 





We have just issued the most complete and reliable book of credit ratings 
for this special branch of trade that has ever been published, containing about 
400,000 rated names of wholesalers, retailers and manufacturers, covering the 
trade thoroughly. ‘The ratings are conservative and very reliable. The pay- 
ing record is based upon ledger experience of credit men everywhere. 

You buy credit information. Isn't it the part of a good buyer to post him- 
self thoroughly on the merits of a book of ratings, gotten up especially for his 
trade by men with ample capital and who are thoroughly trained in this class 
of work and who make a specialty of it. 


Terms of subscription can be had by addressing 


Iron and Hardware Mercantile 
Agency 


CINCINNATI, 106 East 3d St. 


BOSTON, 157 Federal St. 
CLEVELAND, 844 Society of Savings Bidg. 


NEW YORK, 320 Broadway 























BARKEEPER’S 
FRIEND. 


BAR-KEEPERS | peeonpenes 


Copper, Tin and 


“FRIEND | German Silver 


can all be cleaned 
and polished with 
iteasier than with 
anything else. 


A SKYLIGHT 


That can be Shipped 
KNOCKED DOWN.. 


Saves freight, saves cost of crating. 






Saves troublesome repairs, 
and is guaranteed in every 
respect. 

Let us send you our Sky- 











light and quote 
: prices. 
THE GALESBURG CORNICE WORKS, coger a 
GALESBURG, ILLINOIS. freocampic. 
GEO. uinseeeesn 





The Greatest Stove and Range 
Wagon Ever Built 






Lowdown. ShortTurn. Thousandsinuse. Ask for Catalogue and Prices. 


SHIPRAAN, BRADT 4&4 CO. - - De KALS, iti. 
. HOMESEEKERS EXCURSIONS 


295 K. Washington St. 
INDIANAPOLIS - IND. 








FOR SALE BY 
JOBBING TRADE 








To the Hardware and House Furnishing Trade 


We would call your atten- 


NNN 


tion to our high grade Wall 
Clothes Drier. profit to 
dealersanda commis 





Tesi <i | Poa mage ~ a gel 
a), Ly WQ ECLIPSE MFG.CO. 
m sss MMLESGROVE, PA. 




















rune ruesoars VIRGINIA 
Via HORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and fer 
LAND PAMPHLETS and descriptive matter, addrese 


ALLEN HULL, D. P. Agt., Columbus, Oc 


SYRUP 
SUPPLIES 


Cans, Pails, Spouts, Etc. 
WRITE TO 


THE dM. & L.A OSBORN 60, 


CLEVELAND, OHIO 





Elastic Tub 








#durabie. Easy 
and quick sellers. 
Write for agency 
and prices. 

A. CLAUSING & CO., 

Milwaukee, Wis. 

















H. C. HOBBS, Pontiac, Illinois, Writes: 





“Please take out ‘ad.’ in ‘Want’ Column for 
tinner. Your first issue found me a good man.” 
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= PARAGON CYLINDER WASHER 


“Paragon” defined, means a 
model of excellence. That is 
why we call our washer 
“PARAGON.” One commend- 
able feature of the PARAGON 
isa wag on agg, & mrngrand inside the 
outer tub. ing made almost 
wholly of galvanized steel the 
Paragon is not affected by cli- 
matic conditions. 


GUARANTEED 





not to injure the finest fabric— 
will wash the heaviest blankets— 
will wash 8 sheets or their equiv- 
alent in one operation—will do 
twice the volume of work with 
less labor than any family wash- 
ing machine now sold. We solicit 
the patronage of the hardware 
trade. 


J.M.GAGAN & CO, Mautacturers 


CHICAGO, WU. S. A. 











THE TAYLOR 


QUICK ADJUSTING, SELF-LOCKING 
CLAMPS. 


The strongest, handiest and best clamps. 
Made for all purposes. Manufactured by 
JAMES L. TAYLOR, 

30 Lawrence St., Newark, N. J., U. S.A. 

















Ideal Epworth 
Acetylene 
Generators 


Are the best, 
simplest and 
easiest cared 
ee 
FOOL PROOF. 
Every one war 
ranted. Everybody 


leased. 
s Agents wanted. 


EPWORTH GAS LIGHT & HEATING 09 
Waterloo, Iowa, U. 8. A. 




















ANN ARBOR GASOLINE 
LIGHTNING SYSTEM 


Until you have actually seen this splendid light, you can 
have no idea what a clear, beautiful illumination it gives. 
Its costis about one-tenth as much as electricity or gas. 
Endorsed by up-to-date merchants every where. 


Introductory Offer. 

We have a special proposition to make the first man who 
writes from every community that will enable him to save 
money. 

Write to-day for descriptions and prices. We have some 
choice territory left for the right kind of agents. 

Nothing will draw trade on a dark night like a well- 
lighted store. Nothing will light your store so well and 
at such little cost as th® “Ann Arbor Gasoline Light 
ing System.” 


SVPERIOR MFG., CO., 
226 Second St., - - Ann Arbor, Mich, 





NEW TRAIN SERVICE 


TO 


FRENCH LICK 


AND 


WEST BADEN SPRINGS 

















A parlor and dining car now 
leaves Chicago at 12:00 o’clock 
noon, arrives at the ‘Springs 
at 8:45 P.M. Leaves Springs 
9:00 A. M., arrives at Chicago 
5:55 P. M. Reservations at 
Monon Route City Ticket 
Office, 232 Clark Street. 

* Telephone Harrison 1245. 

















YOU ARE IN BUSINESS TO 
SAVE MONEY —THEN WA be * ILER 
WHY NOT BUY YOUR 


Direct from the manufacturer? I manufac- 
ture all kinds and sizes, ail with pieced 
covers. 

Try a sample order and convince your: 
self. I have no salesmen and other expen- 
sive help to increase the cost, theretore I 
can undersell all others in this line. Write 
for prices. 


P. MOSHIEK, 42/ So. Halsted St.. Chicago, Ill, 








Tin, Sheet 
Iron and Copper 
Plate Worker 


A practical Workshop Companion, 
containing rules for describing various 
kinds of Patterns used by Tin, Sheet 
Iron and Copper Plate Workers; Prac- 
tical Geometry, Mensuration of Sur- 
faces and Solids; Tables of the Weights 
of Metals, Lead Pipe; Tables of Areas 
and Circumferences of Circles; Japans, 
Varnishes, Lacquers, Cements, Compo- 
sitions. etc., etc. By Leroy J. Blinn. 
With over 100 illustrations. $2.50. 


For Sale by 


DANIEL STERN, 


69 Dearborn Street 
CHICAGO. 


















































wer Yee 











FARMERS! 


Nurserymen! 


Here yea 3 have it! 
Simplest, most practi- 
cal money-saving de- 
vice of the twentieth 
century: the 


«“ALLIER” 
White-washing 
aod Spraying 
Machine 


for s, sheds, hen 
barns, sheds, bee to operate: can’t get 


ing, oben, and out of order. . Does 
spraying “fruit work of twelve men at 
trees and gar- = ~ Fa age 

trou achine No. 5, com- 
— 7 ae plete.85; machire No. 2, 
complete, #25. Write us 
and get ge by re- 
turn mail, with special 
discounts to dealers. 
Our references—a ny 
bank or commercial 
agency 


THE BASTIAN 
BRASS WORKS 






















Peoria Washing Machines 


Best in the Market—Made with 
Ball Bearings 





art 8 

Have @ Compound Lever Handle which 
greatly reduces the work of wash days. The 
snetion used in vibrating the handle takes 
the strain from the back and lets the arms 
do the work with a great reduction in ag 
+ ' Send for Cata’ .O°8$ 


CLARK, | QUIEN :&: 
PEORM, ILL. 

















CUT THIS OUT 











To the Publishers 


The American Artisan and 


Hardware Record 
69 Dearborn Street, CHICAGO 


Please send us THE AMERICAN 
ARTISAN each week for three months. 
At the end of that time we will remit 
Two Dollars for one year’s subscrip- 
tion, or 50 cents in case we decide 
to discontinue. 


NAME 
ADDRESS 
TOWN 
STATE 
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OVER 100,000 


OCEAN WAVE 
WASHERS 


Now in use. We sell only to one 
dealer in each town. 
Write for prices and terms. 


Voss Bros. Mfg, Co. 


DAVENPORT, IOWA. 
DISTRIBUTING POINTS: 
Kansas City Council Bluffs Sioux City 


St. Paul Milwaukee St. Louis 
Indianapolis Detroit Columbus 
Elmira, N. Y. Albany, N. Y. Philadelphia, Pa, 




















Do You Know 
That the J, K, WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? Ifnot,why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 
obtained, and every one sold will sell another. 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. (0. pavenpont towa 


















Mave you ever considered the advantage of the 


IMPROVED SCHROEDER ROTARY 
ROLLER GEARING WASHER? 


No steam escapes, prevents disagreeable odors from 
permeating the house, keeps water hot longer, 
is light running, simple and durable. 
The most successful rotary 
washer on the market. 


WORKS SO EASILY A CHILD CAN OPERATE IT. 


We can tell you more if you want to know, it is to your interest 
as well asours. Why not write us? 


THE BENBOW-BRAMMER MFG. CO. 


ST. LOoOvVIsS, MO. 























Safety Lock Sad Irons 


wees ‘The only Sad Iron made 
that has a positive lock 
and cannot come unfast- 
ened or detached; being 
a solid iron it retains its 
heat longer than semi- 
solid irons; finish and 
quality unexcelled 








Ask vour jobbers or writ« 
for circulars and prices. 


FAWKES MANUFACTURING CO. 


INCORPORATED 


MINNEAPOLIS, MINN. 
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Latest type Smooth Back Shovels. For strength, work and 
wear the best design ever thought out. Their own most im- 
pressive advertisement. Patented, and Satisfaction Guaranteed. 


Fair prices on Shovels, Scoops, and Spades, Snow Shovels, 
Ash Shovels, Sidewalk Scrapers, Garden Trowels and 
Seamless Stamped Steel Hollow Ware. 











THE AVERY STAMPING CO. CLEVELAND, OHIO. 
First and only makers of “NEVER-BREAK” Goods. 


The ‘“‘1900”’ Ball Bearing Washer is the 
simplest, easiest and most efficient ma- 
chine for washing clothes ever invented. 





Our washers are the best made and most satisfactory 
machines in the world. They work on an entirely 
new principle. ‘There are no wheels, paddles, rockers, 
cranks or complicated machinery to get out of order. 
They revolve on ball bearings making them by far 
the easiest running machine made, 


We Want One Dealer in Every Town. 


1900” “DOMESTIC” “1900 JUNIOR” “HOME” 


EACH AWINN ER. 





We advertise liberally in magazines and refer all inquiries to nearest dealer. Send for Catalogue. 


The {900 Washer Co,, #!Nchamron, 


HIGH SPEED WINS — 


WORLD BEATERS 














LOW DILLON A THe RELIANCE. 


HOLDER OF THE WORLD'S TROTTING » , $9023 WINNER OF THE INTERNATIONAL CUP 
RECORD: TIME tiget-2 SEATING SHAMROCK 11! FOUR BTRAIGHT HEATS 


JILIHM AIT HSWM 


HOLOER OF WORLD'S RECORD FOR CLEAN, FAST, EASY WASHING 


THE ONLY HIGH SPEED WASHER ON*¢‘THE MARKET 
TOLEDO, OHIO - THE WHITE LILY WASHER COMPANY -pavenporr, iowa 


WHITE LILY WASHERS 














k and 
st im- 



















Ri hards’ Door Hangers 
ZG MOVE EASILY ON A DOOR OR ON 
p= THE DEALER'S SHELF 


The demand makes them move. 





















Made for sliding 
doors of any 
description. 


Write for 
K iaiaeh aes ini eS Catalogue. 


THE RICHARDS MFG. Co. 


Aurora, Illinois 


THE GLARK NOVELTY CO. 
Rochester, N. Y., U. S.A. 
Contractors and Manufacturers of 
2B a 
_ Metal Specialties 
LIGHT MACHINERY, 
SPECIAL TOOLS, 
AIR COMPRESSORS, 
SMALL BRASS PARTS, 
PATTERNS, MODELS, 
= EXPERIMENTAL WORK, ETC. oJ 
The Manufacturing of 
BRASS FAUCETS of any size, style or 


description is one of our Specialties. 


“Yankee” guetta) 
Drills —c.contancndeemes) 


No. 40—AUTOMATIC DRILL, WITH RATCHET MOVEMENT 






















































No. 41.—AUTOMATIC DRIL*. 





Soild 
by Leading 
Jobbers. 


Send for 
““Yankee” 


Too! Book. No. 5S0O—RECIPROCATING DRILL FOR WOOD OR METALS 


North Bros. Mfg. Co., Philadelphia, Pa. 


STAY-IN FLUE STOPPER 


BRASS FINISHED. NICELY DECORATED. | 


No. 42—AUTOMATIC DRILL 








‘We consider it the Best on Earth and it is sold 
with a positive guarantee to be absolutely soot 
proof. It cannot be pulled, jarred or blown out 
of the flue hole. 


STUBER & KUCK, PEORIA, ILL. 

































A Lon ct Night 
In HARDWARE 


| hardware men have been 

groping in the dark, 

looking for some efficient 

way to increase their 

business—some of them 
have found it! 


Warren’s Patent 
Sectional Glass 
Front Shelving 

is designed and manufac- 


tured by ‘a Hardware 
Man for Hardware Men. 




























@, You can keep a line 
of samples of your entire 
stock on exhibition at 
all times. 

@, It preserves each arti- 
cle in the same attractive 
newness that it comes 
from the Sectery, prevents 
dust, rust, finger-marks and dirt. 
@, It enables you to sell goods to 
a German, a Scandinavian or 
any other foreigner who, even 
though he cannot speak English, 
can point to what he wants. 

@, It improves the appearance of 
your store s00 per cent; enables 
your salesmen to spend their 
time selling goods instead of 
hunting for them, and will pay 
Jor itself in one year. 

@. Send dimensions of your store 
and let us supply you—FREE— 
with a color plate made to scale, 
showing how your store will look 
when equipped with The Best 
Shelving in the World, for your 


purpose. 


@, Remember the shelving is made on the 
unit plan—if you want to experiment—don’t 
wish a complete outfit now—you can buy 
one—two—three stacks or sections—the rest 
will follow as your satisfaction increases. 


J. D. WARREN MANUFACTURING 
COMPANY 
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are in use and giv- 
ing perfect satis- 
faction in all first- 
ciass hardware 
stores, machine 
shops, pattern 
shops; in fact, any 
store or shop 
where bolts and 
screws are sold or 
kept in stock. For 
gale by the lead- 
ing bardware job- 
ers. 

For special de- 
scriptive catalog 
and low prices ad- 
dress the manw 
facturers. 


American Bolt & Screw Case Co. 
DAYTON, OHIO, U. S.A. 





























| “ You will please tak ad. for ti d plumber, as we | 
illerp § Jones _ sees sae whe a oe ad, in your paper, and | 


Gibson City, T., Write: others from others. Your paper certainly reaches the craft.” 
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A Screw Driver 


won't sharpen a razor, but it’s all 
you need to keep one of our Ball 
Bearing Lawn Mowers in perfect 
cutting condition. 
Write fer Catalog Aa 
Supplee 


Hardware Company 
Philadelphia 














OVER 
500,000 IN 
SERVICE 
PROVE ITS 
MERITS. 


THE EXCELSIOR CARPET STRETCHER. 
CARR IRE RIANA 
AND TACK HAMMER COMBINED. 


The most handy complete machine for putting 
down carpet, either by housekeeper or expert, ‘yet 
invented. Stretches smoothly and evenly, holds 
securely while operator detaching hammer has both 
hands ffee to arrange and tack. Hammer being 
part saves hunting up as with other stretchers. 
Easy to operate, inexpensive. Each in neat box. 
“The housekeeper’s friend,’’’ Free display cards 
to retailers on request. Ask your jobber for the 
Excelsior”’ or write 


R. W. MONTROSS, Galien, Mich. 
———""S SOLE MANUFACTURER.) ame 





SOLD BY 
HARDWARE 
DEALERS. 


SELLS ON 
SIGHT. 

















CLIPPERS HOTCHKISS CLIPPERS 


Large Complete and Superior Line. 
Barbers’ Toilet, Horse and Fetlock Clippers. Careful workmanship. Fine style and finish 


Best of Material. Many years experience. Large output and recently still further 
increased. Prompt and careful attention given all orders. Adjustable combs can be 


furnished with all Barber and Toilet Clippers. 


LALA] 


No. 400 Ball Bearing 
Barbers Clipper. 


Write for and keep on file Hotchkiss Clipper Catalogue and 
Orders. Solicited for prompt shipment. 


Bridgeport, Conn. 


Prices. 


Adjustable Combs, two sizes 


EDWARD S. HOTCHKISS, Mfg. 


lranistan 
Avenue, 


DO YOU RECOGNIZE A GOOD THING 
WHEN YOU SEE !1T? 


om. 


It’s now up to you Mr. Dealer, to satisfy your 
customer by handling the BULLARD'’S IM- 
PROVED CARPET STRETCHER. Most 
complete article made for laying Carpets, for 
both housekeeper and professional Carpet Layer. 


Quick profit. Enquire of your live 


Easy seller. 
KNAPP, 


jobber. Manufactured by GEO. 8. 


Bridgeport, Conn., U.S. A. 


INDUSTRIES ARE 





OFFERED LOCATIONS 


WITH 


Satisfactory Inducements. 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL R. R. 


AND THE 


YAZ00 & MISSISSIPPI VALLEY R. R. 


For full information and descriptive pam- 
phliet address 


J. C. CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO, ILL. 














er 
BH. G. Groth 


Cedarburg, Wis., Writes: 








Successor to Hotchkiss Sons. Established (850. 








r— 





“Please take out my 
advertisement for a tin- 





A SNAP FOR YOU, MR. HARDWARE MEN. 


GET THE AGENCY FOR 


THE PETERSEN EVERLASTING STEEL 


BARN DOOR LATCH AKD HOLDER. 


This latch is double-acting will hold your barn door open 
or shut. Is the ONLY barn door latch and holder on the 
market without a spring to it which generally gives out in 
a year ortwo. We also make a Stee! Latch for Sliding Barn 


ner. Lam “overflood- 
ed” with letters from 
all parts of the State, 
and was able to select 
one of them.” 








doors on rollers. 


LYONS SPECIALTY CO., Sole Mf’r’s, Lyons, la. 
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SN 
+ 
a Cronk’s Wire Cutter and Bender No. If. 
This plier is made of tool 
steel and combines both flat 
and round nose in one, the con- 
cave and convex circles be- 
tween the handles being used 
for bending wire in any desired 
shape. 
THE CRONK & CARRIER MFC. CO., ELMIRA, N.Y. 
NEEDLE NOSE PLYER. 
ll Our Motto An imdispensable tool for fine 
Equal to the BEST work, where a small nose is 
Surpassed required. 
Is forged from fine too] steel | 
~—aemeeanee 
and guaranteed free from defects 
— Send for the Green Book of Hardware specialties for full description and 
THING price. 
UTICA DROP FORGE & TOOL CO., SMITH & HEMENWAY, Corp. Ltd.. 
« Mfrs. of Nippers & Plyers. Mirs. of Cutlery & Hdw. Specialties, 
296 Broadway, New York, New York. 
8% inches long. Jaws 
take from ,;, to j. 
Cuts bolts for pump 
y your rods. 
S IM- 
Most 
- for 
er. 
ur live Sint 
APP, NUT WRENCH PIPE WRENCH. 
THREAD CUTTERS. 
en 
Will Remove 
EARS SPE “NEVERSLIP” and “ROWE” CALKS 
TOOLS FOR ALL BRANCHES oie The Best Wrench Made 
IS METAL » TRADE fvery one buys HAWKEYE WRENCH 
SPECIAL WRENCH on sight; all that’s necessary to sell it is to show 
Write for FREE Booklet FOR PUMP RODS. it. It should be in every Hardware Store. Be 
anne the FIRST in your town to have it in stock 
Walker Tool Company Has more uses than any SOLD BY ALL JOBBERS. 
P.O. Box 89 LANSING, MICH. wrench made. HAW KEYE WRENCH CO., Mirs..Marshailtown, la 
You can't break the jaws Made in twostyles—differeat size thread for 
off this wrench. Pump Rods. 











Mieasuring Tapes 


Steel, Metallic, Linen, etc. Our Goods are Recognized as 
the Best. Tinners’ Rules, Magic Pattern Rules, etc, Send 
for Catalogue and Mention The American Artisan, 


Lufkin Rule Co. 


SACINAW, MICH. 


Stanley Rule --« Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 
NEW BRITAIN, CONN. 

















W. A. GUENTHER & SONS, OWENSBORO, KY., WRITES: 


“One copy of your valuable paper is frequently worth the subscription 
price for a year.” 
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We Make Saws 


But We Make Plenty of Other Goods Too. 

























esi ETT SEE CATALOGUE FOR FULL LINE. 
HENRY DISSTON & SONS ‘temas 


&°_: ‘KEYSTONE SAW TOOL, STEEL AND FILE WORKS 
PHILADELPHIA, PENNA. 


| Or ems comme 




















bad Superior Cream]|| THE POPULAR LINE 


with three elegant trains each way betweea 
Chicago and 


Separators aap 


GET ALL THE CREAM Indianapolis, Ind. 


WATER AND MILK ARE NOT MIXED CINCINNATI, OHIO. 
Louisville, Ky. 


Farmers like it because it saves time, money ond di vehi tad 
and labor. 
, sou 
Dealers like it because the farmers buy it. wee wend SOUTHEAST 
40,000 of them in daily use, and they give en- po 


tire satisfaction. Hy 
Our advertisements appear in farm journals, 


aggregating 3,000,000 circulation and the Buffet Parlor Cars, or Dining Cars on day 
demand is increasing every day. trains and Pullman's finest Compartment and 


ro | 
parr 








Hi | Write us for catalogue and dealers price list. an oa oy to Cineianaa For —— 
| | . 3 vations, etc., call on or address 
| | . °° 
ia Superior Fence Machine Co. J. C. TUCKER, 
) ii ¢ Gen’! Northern Agent, 











297 Grand River Avenue, DETROIT, MICH. | | 222 S- Clerk st., CHICAGO, ILL. 


BABY HURWOOD 


Extra quality Crucible Steel-of 7-32 in. diameter. 
A handy little tool for the vest pocket, will work a 
good sized screw. Per 
(Cut Exact Size.) Made only in one size. 2 Doz. 


THE HURWOOD MFG. CO. (INC.,) Bridgeport, Conn., U. S. A. 



































L. A. WILKIN, Chrisman, Ill., writes-—‘‘Please discontinue my ad. in your paper. With the one ine 
SSS - sertion 1 have a half a hundred inquiries.’’ 
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“CUTLER’S EASY” TOOLS AND CUTLERY 


ARE THE BEST TO BE HAD. 
We make a specialty of first class goods, our first consideration being quality, price next, and this idea 
is not confined to our special brands 
“*Cutler’s Easy,’’ ‘‘Waterloo’’ and 
“Red Cedar.” 


Our stock of Builders' Hardware, Hay 
Carriers, Bale Ties, Woven Fencing, Alaska 
Refrigerators, Freezers, Screen Doors, etc. is 





Complete and we solicit your mail orders. 




















Cc. N. HOOPER, Dubugue, Ia. 


VITREOUS ENAMELING 


Designs, builds and starts new plants. Im- 
proves quality and reduces the costs in those 
already established. 


























This is the latest and most up-to-date saw set on 

the market. Carpenters pronounce it the best ever. 
Orica You had better put a stock in so as to be able to supply 

ald ie the demand. 


Se eoears SEPARATOR ({ CHAS. MORRILL, 277 Broadway, New York 


Without Center Tubes 


SUCCESS CABINET SEPARATOR 
FAMOUS CABINET SEPARATOR 


The Success is deep settling and quick 
cooling and ventilated. 


The Famous is the simplest Separator 
made. 


SEITHER-CHERRY CO., 
KEOKUK, IOWA. 








WRITE FOR FULL ILLUSTRATED CATALOGUE TO 

















They cost a trifie more at the start, but are ten times the cheapest in theend. We repeat that 
it requires something more than steel, teeth and holes to constitute a Hack Saw Blade. You cannot 
4 Oo i @ | buy a good pocket knife for 10 cents, or the best Hack Saw Blades at price of inferior goods. 

Prominent dealers Blades Every genuine blade 
is stamped with a € 


. ’ the world over sell 
IN II MILLERS FALLS COMPANY, 28 Warren Street, NEW YORK, N. Y. 


Se te ie ee a en er ere a 


~ 





COMPLETE FOR 


$1.00 


Sent Postpaid on Receipt of Price. 





THE BOSS CREAM SEPARATOR 


Is the most convenient device for Farmers and Dairymen 
tohandle their milk and cream summer or winter. No 
cheap tin gauges or small faucets used in the construction 
of this machine. We want one agent In every town to iy 
put them out on ten days trial and if they do not sellsame 
may be returned to us at our expense, Send for cata- By 
logue showing different styles and sizes. 


BLUFFTON CREAM SEPARATOR CO.., Biuffton, Ohio. 
Geller-Ward & Hasner Hdw. Co., St.Louis, Mo.,West. Dist"b. 







DANIEL STERN, 
69 Dearborn St. CHICAGO. 






















ee eereee een 
SS ~~ 
















98 






THE AMERICAN ARTISAN AND HARDWARE RECORD 


a 
r 











































THE TAYLOR & BOGGIS FOUNDRY CO. 
LIGHT GRAY IRON CASTINGS 

The Highest Type of American Cutlery 

~~ L) QUEEN 

=N €6CLhDJ SHEARS 

FARWELL, OZMUN, KIRK @ CO., 


CLEVELAND, OHIO. 
Builders’ Hardware, Dampers and Damper Clips, 
Oil and Gas Stoves, Furnace Lamps, Molasses 
Gates, Letter Boxes, Hardware Specialties. 
. | 
—_ 
Wholesale Distributers. ST. PAUL, MINN. 






























XN H A V t N G W. S. Rice, Bellaire, Kas., writes: 


“IT cannot get along without 


SETS || vour'aver.s 


Every article in this set is guaranteed. 
The razor is a Fox, which is known all $ 5 on 5 Ton 


over as the best made. It retails for $3. 


FOX CUTLERY CoO. 
DUBUQUE, IOWA 




















line and we do 


Brooklyn, N. Y. 





ny dealer, on consignment, 


to be returned at our expense if 


| 
i 


a handsome piush lined cherry 


tray to a 


We make all kinds of 
SCALES. Write for 
prices. Also B. B. 
pumps and wind mills 


found unsaleable. we could not do 
this If they were not the best selling 
novelty in the hardware trade. it 
costs you nothing but a 2c stamp to 
try them. Drop us a 
DAVISON MFG. CO. 
112 Front St. 


the rest. 


Beckman Bros. 
DES MOINES, IA. 

















In the expansion of business now bringing profit to so many manufacturers, 


Persistence in Advertisinng sirectis.vi tare mets itomsator roger” prominent inthe pe 




























THE AMERICAN ARTISAN AND HARDWARE RECORD 











LAYMAN-CAREY COMPANY 


(INCORPORATED) 


WHOLESALE DEALERS IN 


Hardware, Cutlery, Tinware 








Fire Arms and Ammunition 








~ WE SHIP MAIL ORDERS SAME DAY RE- 
CEIVED, PROVIDING THEY REACH US MAIL ORDERS 
BEFORE 3 O'CLOCK P. M., SAME WILL 


COMMAND LOWEST MARKET PRICES. 


Ill, 113, 15 South Meridian St., INDIANAPOLIS, IND. 























The “HUSTLER” ASH SIFTER 


Is a Winner. Pleases Everybody. 


You will need a stock of “HUSTLER” ASH 
SIFTERS this winter, a rotary sifter made of 
galvanized iron, fits 18 inch iron ash barrel, or flour 
barrel. A few turns of the crank sifts the coal clean. 


NO DIRT—NO DUST 


Quick Sales, Good Profits. Send for 
price and Catalogue. 





Bottom View. 


HILL DRYER CO. woxcesren mass.v.s.4 




















THE ANTIGO EXTENSION WINDOW SCREEN 


A perfect protection against that prince of pests, the American 
House Fly. A Screen with perfect adjustment, strong construc- 
tion and fine finish. Adjustment is secured by steel clasp, run- 
ning in diverging grooves. Cannot bind or come loose. No clips 
over the top to come loose. Pronounced by all who have seen 
them to be the best Extension Window Screen extant. For 
price and description, address 


COLUMBIA MANUFACTURING CO., = Antigo, Wis. 
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GHOOGGOGOO9OO9OHOHOOOGO 
“sei” WNENTERPRISE-Weiswes 


“mm | Food Choppers |=" 


re we 


No. 3 $5.50 
8 Sizes and Styles GLY, ede, sot a 


Meat Juice Extractor - ms Raisin Seeder 


No. 100 chops 2 lbs. of Meat per minute $1.50 
No. 300 chops $ lbs. of Meat per minute $2.25 


No. 21 $2.80 Mista Knives with —_ Machine No. 36 $1.00 
Medium 


Bone, Shell and Corn Mill , | 5 Cold Handle Polishing 


Order from your Jobbe- ee Catalogne Free 


No. 750 $8.50 The Enterprise Mfg. Co. of Pa. No.82 $7.50 doz. 
N. Y. Rranch, 10 Warren Street Philadelphia, Pa., U. S. A. San Francisco Branch, 105 Front Street 


SSSSSSSSSSSSasse 
SSSSSSSSSSSSSSse 


OODOODOOOOOOOOOOOOODO 
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MMOL LLL LLL m Hi mT — WAND ANALI UDP NAH THE mn iui 


For his als sup- 
port in the past we 
desire to thank every 
jobber and retailer in 
the country, whether 
he has sold one set or 
many cat loads of 


Asbestos Sad Irons, 


The last few years have been very 
kind to us. We realize the debt we owe 
to our friends, the hardware men, large 
and small, and have endeavored to show 
our appreciation of it by enlarging and 
improving our entire line of Asbestos Sad 
Irons in every way. We are now offer- 
ing you the only complete line of Sad 
Irons ever made, comprising every iron 
which could possibly be required for use 
in the home. 


We shall continue to show our appre- 
ciation by giving your wants our best and 
most careful attention. 


Asbestos Sad Irons are carried in stock 
by the leading jobbers, If yours does not 
have them, we will thank you to advis: us 
and will see that your needs are supplied. 


nM Hi in mnt n 
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MADE IN ALL GRADES 
OF STEEL 


1 PASS COLD ROLLED (D) 
WOO D’S REFINED (C) 
POLISHED (B) 
PLANISHED (A) 


NESTED 
It Fits It Speaks 
( for Itself 


Nothing 


Complicated 25 Joints 


In Fact It’s AMANITA | 

Simple i i) Packed in 
Easy and | | Wooden 
Satisfactory ii Crate 


No Explaining ALA Saves Freight, 
to the ae =©« Temper, Time 
User AAA and Money 


Guaranteed to Fit 





Ask your nearest jobber or write to 


The Edwards Manufacturing Co, 


100 to 110 Sycamore St., :: Cincinnati, O. 


FACTORIES: 
Cincinnati, O. Covington, Ky. 


Also Manufacturers of 


Conductor Pipe, Eave Trough, Corrugated 
Iron, Steel Roofing. 
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AES WELL 


q | ro N ) "4 | 






NATIONAL 
If you will sit down, right now, and write for our cata- ENAMELING 
logues, you'll be a happier dealer before the end of @ half & STAMPING 


year. You can whip up mofe business if you have our cradé 
mark back.of you. ft stands foral} that’s better in Enameled co. 
Stec} Ware and Tinwase and your castomers know & When you write, 
write co nearest office. » 

















NEW YORK 
BALTIMORE 
NEW ORLEANS 











QUICK 
SHIPMENTS 





















AS BE ace SPS 


I ee ee 








’ she strongest, eroet der Bulidings. .. 
8 le 
Orr ae Lees UT Folder No. 2 sent free- 
eke he Ce PULLMAN. MFG. CO. 
and Plain Pipe and which Rochester, N. Y., U.S.A. 


for. Good man in every county to sell 
only FARM 
coomt OSGOOD .n33t50x SCALES 
& GEIGER, Prefer man experienced in selling machin- 
ery and implements. Liberal contract. 
19 and 21 Exclusive agency. Have you that man in 
€. South Street mind? Show him this paper, Act quick. 


INDIANAPOLIS, INDIANA. 
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YOU WOULD BE SURPRISED 
AT OUR PRICES FOR 


ROOFING TIN 


if you had an idea of the quality. The fact that we make all 
our own plates explaing why we cap furnish such materia! for 
the price. A postal will get you sample set “A.” 


THE McCLURE COMPANY 
PITTSBURG PHILADELPHIA 
MILLS: Washington, Pa. 








P~ BRADLEY 
SHELF BRACKETS 


STRONG, LIGHT 
AND ALL RIGHT 


ATLAS MFG. CO, "EW HAVER, 


THE “CENTENNIAL” 
.Rain-Water Cut-Off 


“PULLMAN” 


Sash 
Balances 


Are you selling them? 
In use everywhere. 
Look for the 








Metal Tapes 
in All New 









can be used without extra 
pipe or elbows. For 
sale by all leading 
jobbers. t ap- 





AGENT WANTED 


OSGOOD SCALE CO., - Binghamton, N. Y. 





° 


tt, 





STEVENS 








FANCY TARGET RIFLES 


enjoy both a.national and an international reputation, 
and have broken more records than all dther makes 
combined. All our products are distinguished for their 


ACCURACY and RELIABILITY. OUR: LINES: 
Rifles from $3.00 up to $150.00 
Pistols Y 7 | to 50.00 
Shotguns “ —— 30.00 


YOUR JOBBER CARRIES THE “STEVENS.” 
SEND FOR CATALOG. 


J.STEVENS ARMS @ TOOL CO. 


197 Main Street, 
CHICOPEE FALLS, MASS. 














Metal Ceilings 


Before placing your 
order, get our prices. 








ILLINOIS ROOFING & SUPPLY €O,, 23-take St, cate, m 











Champion. Stove Clay 


The only Stove Lining made of crucible 
aes in 1 1 d 10 Ib 
e 23¢ lb., 6 Ib. and 10 Ib. paste- 
board boxes. 
, Order it from your jobber. 
The best and most refractory lining made, 


BRIDGEPORT CRUCIBLE CO. 
BRIDGEPORT, CONN. 











“EAGLE” BRAND 
COPPER RIVETS AND BURRS 


STANDARD FOR QUALITY, (Lake Superior Copper) 
MANUFACTURED BY 


THE PLUME @ ATWOOD MFG. CO. 


29 Murray St, NEW YORK. 1% Lake St., CHICAGO. 

















-_ 


The “Globe 9 Vestitator 








In Brass, Co , Galvanized 
Iron, and wi Glass Tops for 
Skylight purposes. 


.For Perfectly Ventilating 
Schools, Churches, Halls, 
Mills, pr es and Audienes 


Rooms 
. Smoky Chimneys Cured. 
*Globe” V 
patter 
Manafactured by 


Globe Ventilator Co., Troy,N.Y. 











DEALERS-WHY NOT SELL ATKINS SAWS? 


If you have never handled a stock of ATKINS HIGH GRADE SILVER’ 
STEEL HAND SAWS, you don’t know what you’ve mussed. 
have—good investment—aren’t they? You can learn their advantages 





over others none too soon for 


eit the good of your trade. No 
EAD | hardware business can_ thrive 








without a stock of these SAWS, 
for they are a trade requirement. Experts depend 





on them for their fine cutting qualities and reliable service. 
Our 1904 Catalog just off the press, Write for it and mention this paper. 


E. C. ATKINS & CO., Indianapolis, Ind. 


BRANCHES: Memphis, Tenn, Minneapolis, Minn. Atlanta, Ga. Portiand, Ore. Seattle, Wash. G0 Front St., East, Toronto, Ont, Chicago, lll. 64 Reade St., New York City. 







If you 


The Finest Hand Saw Made. Atkins Perfection No. 53. 


Then why not supply them to your customers? 
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